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The wide range of sizes and styles of OPW BALL PN I ta 
BEARING SWING JOINTS offers many and varied 

applications for safely handling liquids of diversi- 

fied viscosity at required temperatures and working 

pressures. 


Millions of gallons of all types of liquids are moved 

daily in flow lines where perfectly sealed, rotating Me. S0XS = = We. SOFKS 
OPW Swing Joints provide an almost limitless range 

of flexible operations. 


Join other users of OPW Swing Joints. You can also 
realize economies in your liquid products handling. 
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Leader in 
Lubrication 


THEN NOW 


The first successful plane, 
developed by Wilbur 
and Orville Wright, took 
off December 17, 1903 
On this famous flight 

VM obiloil protected the 
engine of the Wrights’ 
tiny biplane. 


Karly racing champion, 
Ralph DePalma, drove 
to fame on old-time dirt 
tracks. In 1915 this 


Today’s modern planes 
fly thousands of non-stop 
miles... travel coast to 
coast in hours. 

Socony Mobil! helped 
make this rapid progress 
possible by continually 
developing the right 
fuels and lubricants. 


1955 Indianapolis 
Winner, Bob Sweikert, 
averaged a sensational 
128.209 mph to win 
this 500-mile classic. 


two-time National AAA 
Winner set Indianapolis 
Race record of 89 mph 
with Mobiloil! 


He relied on Mobiloil 
first choice of more 
drivers than any other 
brand. 


“a World’s First Atomic 
1909 Blue Ribbon Holder, / bes . Powered Submarine, the 
H.M.S. Mauretania, vi 9 : “Nautilus,” is dramatic 
held the North Atlantic | fs evidence of a new age. 
speed record for 22 years. . eb. Socony Mobil supplied 
Like every Blue Ribbon the Gargoyle Marine 
winner since, she was LF, F Oils that helped in the 
protected by the makers ‘ development and 
of Mobiloil! . operation of this 
undersea marvel. 


Modern industry’s new 
trend— manufacture 
through automation 
depends on precise 
hydraulic control. 
Majority of automated 
plants call on 

Socony Mobil’s 

89 years’ experience. 


The first Diesel engine 
was developed in 
Germany in 1897 
Rudolph Diesel, the 
inventor, solved his 
lubrication problem with 
special oils developed 

by the makers of Mobiloil! 





SOCONY MOBIL OIL COMPANY, INC. 
Makers of 


Mobiloil Mobiloil Special 
World's Largest - Selling America’s Most Popular 
Motor Oil Year-'round Motor Oil 








NEW YORK 4, N.Y 6 Broadway « CHICAGO 5, ILLINOIS ) E. Van Buren 8 « BALTIMORE 18, MARYLAND —1914 North Charl St. « MILWAUKEE 1} 
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4140 Lindell Bivd « DALLAS 1, THXARS- Magnolia Petroleum Cc Magnolia Building « LOS ANGELES 54 CAL~—General Petroleum rt 612 8 Flower Bt 
Socony-Mobil maintains many other conveniently located service offices to give you close and fast cooperation 
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MILESTONE 


celebrated NPN’s first anniversary as a 


W' HAVE just 


monthly marketing magazine, and go into the second 
year with this tssue 


As | 


has been very rewarding since we changed NPN’s mode of 


have mentioned before, enthusiastic reader support 


operation. Most important, we have been able to publish a 
succession of articles we could scarcely have touched before 
the commercial account report, the full story about giveaways 
a rundown on the gas turbine automobile, a report on how 
jobbers can raise their sons to be jobbers, an exhaustive study 
of liquid fertilizer marketing by oil distributors—among others 

We still have plenty more to do. But NPN’s editors tell me 
“This is only the beginning.’ 


So I pass that along to you 


Vi I I I 
s - 4 


PN HAS a new managing editor 
| 
A 


Ed DeHart to you readers 
What's a 


ED DeHART 


Edward H. DeHart 


managing editor? As manager of the editorial 


operation, he makes assignments on art 
cles the editor has decided should be ob 
tained, sees that information ts gathered 
supervises the processing of the material 
and presentation, and follows through 
until the magazine ts off the press. At the 
same time, he assists the other editors in 
planning ahead 


Ed succeeds John Barton, now a senior 


Fd DeHart 
editor on Petroleum Week 


a sister pub 
lication. Ed has built a strong background 

in reporting and editing, starting after graduation from Ohio 

Wesleyan in ‘50. Before college, he served in the army. He 

has been with McGraw-Hill for two years, as assistant to the 

Vice President and Editorial Director 

You ll be 


Ed brings additional strength to our able staff 


seeing him around the industry 


HaRry Wapnpett., Publisher 





Over 150 leading manufacturers of cars, trucks, buses, tractors and engines 

now specify FRAM Filters for use on some or all of their products. In addi 0 i FRAM 
tion, millions of vehicles have been FRAM equipped by their owners n y 

Result: More than 30,000,000 engines are protected by Fram! offers ALL 
Is it any wonder, then, why so many TBA managers 


are capitalizing on 
what they call the Fram market? 





. : a these 
How about you? Investigate Fram for your TBA line NOW! Ask us for 
facts and figures advantages 


FRAM CORPORATION. Providence 16. R. ! Fram Canada Ltd stratford, Ontario 
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Motorists prefer FRaM more than 2 to /! 

F RAM is standard equipment on more cars and trucks! 
FRAM is custom-engineered for most every engine! 

F RAM is backed by the industry’s strongest, broadest, 


most liberal, unconditional money-back guarantee the only 


guarantee of its kind! OIL + AIR * FUEL + WATER 


FrAM Cartridges are protected by work-saving 


sales-making metal! ES i i i ssa a Ss 


FRAM gives you the most effective advertising 


merchandising program in oil filter history! 


November 





NEW(3APPROACH to 
A 3'POINT PROGRAM “Morchandisth V4 


Window Poster 


Campa gn Billboard 


Counter Cut-out 
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now To sone 
LOGE SAY TRAFFIC 
ARD BOOST PROFITS 
WIT ac O48 PULTERs 








Network TV 


TOWN 


NBC-TY 








Package Envelope 








T National Advertising designed to do the job! 


sbove is powerful national advertising that carries the AC 
campaign theme into millions of homes, Life, Look, Collier's 
and Saturday Evening Post will have this message in their 
pages in October. The same theme will be plugged on the AC 
“Big Town” show carried on 105 NBC-TV stations across the 
country, And there are more than 5,000 billboards. 


Miniature Billboard 


2 Point-of-Purchase Materials engineered for sales! 


This point-of-sale advertising will be made available in Octo- 
ber. Above you see the big, full-color counter cut-out holding 
a can of oil and an AC Oil Filter. A miniature billboard is part 
of the window display along with the two poster squares 
that read ‘‘Change Oil” and ‘‘Change Oil Filter.’’ Even the 
campaign envelope is loaded with selling help. 
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>| OIL FILTER SELLING 
“Engineered “70 DEALER NEEOS 


New AC Filter Service Wrench and Service Manual Five reasons why this 
Featured in FM-15 Assortment of 28 Filter Elements’ 


: 7 ] 
AC brings you exactly the tool you’ve been looking for— new Service tool IS tops ” 


designed to get into those tough spots and simplify, as 
well as shorten time on, filter changes. An AC Oil Filter SAVES TIME 


Service Manual covers all installations. With this new 
wrench your men won’t shy away from filter changes. It’s 
an AC Special... made by CAM-LOC! It’s double-end! SAVES MONEY 
And, its one-piece, open-end, roller-ratchet head allows short 


ratcheting arc. It’s AC “Merchandising-Engineered.”’ SAVES TEMPERS 
GRIPS TIGHT 
EQUALIZES TORQUE 


New AC 


Filter Service Manual 


New AC 


Filter Service Wrench 


aa 








Get the full details NOW m 
from your regular AC SUPPLIER (Gxt N=" 


MOTORS 
AC SPARK PLUG DIVISION + GENERAL MOTORS CORPORATION «+ FLINT, MICHIGAN nas 
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important reasons... 


SHOT-BLASTING. Rheem physically cleans its steel 
by shot-blasting so that protective linings or ex- 
B BK B I Y terior coatings get a bulldog grip on the hills and 


valleys in scientifically roughened steel. 










lining } steel 


chemical 
residue 


- INTEGRATED LININGS. Kheem linings are bonded = TWO-OVEN BAKING. Quality linings produced 
() directly to the steel as shown at left. They’re inte () )) with an application, and baking equipment, devel- 
grated... 80 there’s nothing between the steel and A oped exclusively by Rheem. Curing requires precise 

—_y4 lining to cause flaking and peeling —there’s nothing O ) temperature control in pre-heat, high-bake, and 
ay that can be attacked by the packaged chemicals. — cooling sections. This is done by Rheem to give you 


the ultimate in quality controlled lined drums. 


only Rheem does all three! 





RICHMOND AND SOUTH GATE, CALIF. HOUSTON, 


MANUFACTURING COMPANY CHICAGO, NEW YORK, NEW ORLEANS, LINDEN, 


N. J. AND SPARROWS POINT, MARYLAND. 


YOU CAN RELY ON 4D 


7600 S. Kedzie Chicago 29, Ill 


World's Largest Manufacturer of Steel Shipping Containers 





Letters 


COMMERCIAL ACCOUNTS 


lo THE Epiror 

In the October issue of NPN, your 
Editorial (p. 29) and the Special Re- 
port (p. 30) present so detailed a pic 
ture of the commercial account situa- 
tion as to create a clearer perspective 
for all gasoline marketers 

There has dev eloped a double stand 
ard of ethics in sales to reseller and 
consumers 

Until such time as suppliers come to 
reward the loyal cooperation of their 
resellers as generously as they do the 
practical bargaining of 
there will continue to be a logical re 


consumers 


sentment against suppliers 
And obviously, I realize that the dis 
tributor is both a supplier and 
reseller 
Your analysis indicates a vital need 
for constructive revision of the gaso 
line price structure 
JOHN HARPER 
President 
Harper Oil Co., Inc 
Long Island City, N. Y 





You are more than welcome to 
write—if you feel like criticizing an 
article, commenting on the news or 
putting your views on paper. 
Write to: 


Editor, 
National Petroleum News 
330 West 42nd St. 
New York 36, N. Y. 











lo THE Epitor 

Regarding the commercial accounts 
story in the Oct. NPN. It is my opinion 
that just about everything has been 
said that could be said on this subject 
Ihe only likely solution is for the job 
bers to have an exclusive franchise in 
certain areas similar to the franchise 
practices of other industries. Then in 
this way the jobber at least would not 
have to compete with his supplier 

The prevailing opinion among the 
majority of the suppliers seems to be 
that there would be no advantage in 
such an arrangement and, of course 
unless all suppliers adhered to this 
practice a 
value 

At any rate, it was a fine article and 
well put 


franchise would be of no 


N. J. NAHOOM 
General Manager 
Citizens Oil Co., Ine 
Tallahassee, Fla 
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SUPPLIER SWITCH 


lo THE EDITOR 


| certainly enjoyed reading the aru 
cle on why a jobber switched suppliers 
(Sept. NPN, p. 46), and since I happen 
to know Mr Neal, Sr., per 
sonally, it was even more interesting 

I enjoy the articles in NATIONAI 
PETROLEUM News and feel that most 


Leslie 


My greatest 
time to 


of them are most timely 
finding 
cover the magazine as thoroughly as I 
would like to 

F.C. Moort 

President 

Virginia Petroleum Jobbers 


trouble seems to be 


Assn., Inc 
Richmond, Va 


lo THE EDITOR 
Regarding the Leslie Neal article | 
think publicity of this kind is excellent 
One of the great troubles 
which generates into ill-feeling in the 
jobber-supplier realm is the fact that 
there has not been free choice in sup 
plier selection until recently. During 
the period of shortages a jobber was 
stuck” with his supplier 
good many jobbers have unfortunately 
let themselves get so bound financially 
and otherwise with their supplying 
company that they cannot 
change if conditions do not suit them 
STANTON K 
President 
Smith Oil and Refinine Co 
Rockford, Ill 


basic 


Then, too, a 


elect to 


SMITH 


lo THE Epiror 
We certainly Marvin 
Reid’s interest in our change-over and 


appreciate 


his efforts in preparing the article. He 
did a swell job. My 


expressing our appreciation to all con 


sons jor me in 


cerned 

I was most anxious that the article 
while it should give all the facts, would 
bitterness on 


not have any touch of 


because certainly we have 
none whatever for The Texas Co. and 


above all 


our part 


for any of its employees. | 
have many friends in the organization 
and | friend 
ships. It is the company’s marketing 


want to protect those 
policy that we had our differences on 
ind certainly we would not expect The 
Organiza 
tion for us. In America if you don't 
like the man you are 
with, you can 


Texas Co. to revamp ther 


doing business 


quit That is your 
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Automatic Inflation 
Speeds Service, 
Adds to Tire Life 


Station Operators Save Time 


Airing tires can be done in a few seconds 

even in the dark—with the new 
NELSON Equamatic tire inflator. Oper 
ator merely dials desired pressure, the 
NELSON shuts itself off when dialed 
pressure is reached —no gauge watching, 
no valving-off 


Customers Like Service 


Each pair or set of tires aired at same 
dial setting get exactly equal pressures. 
Customers like the speedy service, the 
greater driving comfort, safety, and longer 
tire life 


Rugged—Low Upkeep 
Thick-walled pressure-cast case protects 
working parts against damage from bang 
ing and dropping on concrete. Can be re 
calibrated right on airline —no cartridges 
to buy, no time lost returning to factory. 


Meets Every Need 
Universal model has 10 to 110 Ib. dial 
range. Passenger tire model has 15 to 
15 lb. dial range with open position for 
higher pressures. Each available with 
‘Handi-Chuck" (illustrated), standard 
single chuck or dual chucks (also with 
Nelson Safety Grip-Chuck for tire repair 
departments ) 


Low First Cost 
Passenger model shown costs only 
$14.95, less liberal allowance for old 
gauge no installa- 
tion cost. See your jobber or write us now 
for free literature 
10 


Connects to airline 


IVT dad 4 


PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LBANDRO, CALIFORNIA 





All Extruded 
Aluminum 








Extrudo-Lite 


Made of T-6 extruded aluminum, Extrudo-lite has many 
features including its flexibility of size, as well as diver- 
sification of use. Extrudo-lite can multiply to any length 
and may be used flat or angularly. Standard use is in 
multiples of 4-6-8-12-16. Three finishes are available 

natural aluminum, baked enamel and porcelain enamel. 


"Registered U.S. Patent Office 


MAGN FLOOD 


38 NORTH SECOND AVENUE * MOUNT VERNON. N.Y. 
MOUNT VERNON 8.1385 


Manulacturers of a complete line of outdoor floodlights and accessories. 
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privilege, and it is likewise his privilege 
to run his business as he sees fit. 

I hope the article will serve a useful 
purpose to our industry and that it will 
encourage those jobbers who feel that 
the marketing policies of their supplier 
are out of tune with the times, to quit 
or their supplier to correct those mar- 
keting policies 


Lestit R. Neat 
President 

Leslie Neal & Sons, Inc 
San Antonio, Tex 


WINTERIZATION 
lo THE Epiror 


Regarding the box (“Wanted: A 
New Name’) in the winterizing story, 
why not call the glycol-base anti-freeze 
what the public thinks it is All 
Winter Anti-Freeze? 

G. W. YOUNG 
$7. Louis, Mo 


fo THE Epitor 


| read with a great deal of interest 
the article “Winterizing ‘55-56 Service 
Stations” in the September NPN. Of 
particular interest was the box on p. 88 
entitled “Wanted: A New Name.” 


Back in 1940 when du Pont intro- 
duced its ethylene glycol anti-freeze 
“Zerex,”’ a great deal of discussion 
took place over the matter of calling it 
a permanent anti-freeze. At that time 
it was agreed that the connotation of 
the word “permanent” in connection 
with an anti-freeze was not conducive 
to the one-year use for which the prod- 
uct was built. So we decided to ban 
the word from our advertising promo- 
tion and packaging, and instead, adopt 
the word, “non-evaporative.” 

Admittedly, we learned in the in- 
terim that this word was neither good 
nor acceptable to the public, so we 
later adopted the word “premium” for 
our glycol type anti-freeze and “stand- 
ard” for our methanol type anti-freeze 
rhis, of course, is not original but fol- 
lows the pattern set by the oil com- 
panies in calling their gasoline prod- 
ucts premium and_ standard. We 
submit them, however, as better names 
than the present permanent and evapo- 
rative types 

Incidentally, on page 90, you also 
vive editorial comment on the effort 
du Pont is giving the standard type 
anti-freeze. We certainly appreciate 
this mention, although in the interest 
of absolute accuracy I must point out 
that, in breaking our advertising dol- 
lars between “Zerone” and “Zerex, 
we will not be giving the greater share 
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of effort to the standard type anti 
freeze, as the item indicates 

I congratulate you on the splendid 
publication you edit. We find it ex- 
tremely important reading each month 


R. D. SCHEER 

Manage 

Zerone Zere i Sale ‘ 

bk. 1. du Pont de Nemours & Co 
Wilmington, Del 


To THE Epttror 


Ihe September NPN in its very ex 
cellent article on winterizing (p. 87) 
carries two inaccuracies in its mentior. 
of Sohio’s Guaranteed Winter Starting 
and Guaranteed Radiator Protection 
programs 

On page 8&8, in the third column it 
states It's not mandatory to uss 
Sohio gasoline exclusively, but the 
dealer tells the customer he will have 
less starting trouble if he does.” 

rhis is wrong since it is mandatory 
for the customer to use Sohio gaso- 
lines exclusively to qualify for the pro- 
tection of Sohio’s Guaranteed Winter 
Starting 

On page 89, first column unde: 
“Radiator Plan,” it states: “Mandatory 
are installation of radiator cleaner and 
replacement of all faulty or leaky 
parts.” 

This is incorrect since it is not 
mandatory that radiator cleaner be 
used but rather its use is only recom 
mended where the need is apparent 
It is, Of course, necessary to replace 
all faulty or leaky parts 


F. M. TARR 

Manager, Retail Sales 
Standard Oil Co. (Ohio) 
Cleveland, Ohio 


Red-faced, we thank Mr. Tarr for calling 
our attention to these errors—ED. 


CHASSIS LUBE 
lo THE Epiror 


I read the article on the chassis lube 
market (Aug. NPN, p. 31) and Holge: 
a, usual, has done an excellent job 
of analyzing the situation. It does ap 
pear inevitable that the trend in auto 
motive design is towards fewer fittings 
and ultimately to a situation where no 
lubrication whatsoever is required 

I do not believe that the petroleum 
industry should be criticized too much 
because it is hard to get the driving 
public to be concerned about lubrica- 
tion. In the case of the chassis, most 
people wait until a squeak develops 
before they have the car lubricated. A 
greater urging on the part of the auto 
motive industry would help circum- 
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All Extruded 
Aluminum 





NEWS 





Coping-Lite 


Made of T-6 extruded aluminum, Coping.lite is designed 
to put light on the face of a building. When used at angu 
lar position, gives two-way illumination. Lights-up build- 
ing and a portion of the ground area in frent 


Coping-lite can multiply to any length. Choice of three 
finishes — natural aluminum, baked enamel and porce- 
lain enamel 


"Registered US. Patent Office 


MAGN FLOOD 


38 NORTH SECOND AVENUE * MOUNT VERNON. N.Y. 
MOUNT VERNON 8-1385 


Manufacturers of a complete line of outdoor floodlights and accessories. 











REPRESENTATIVES OF MAGNI FLOOD 


bd Magni Flood (¢ anada ) Ltd 
21) Lombard Street 
Toronto, Ontario 


A. A. Robinson 


Milton B. Shaber 

14200 Pembroke Avenue 
Detroit 35, Michigan 
Diamond |-2610 


Dave Marx 

15 Chester Screet 

Allston 44, Massachusetts 
Stadium 2-7778 


J. R. Penning 

2323 2nd Avenue 
Seattle, Washington 
Garfield 8-052 


The Cook Company 
S719A East Claridge 
Dallas, Texas 


Billy Cook 


Carl Thorsell 

1195 E. 77th Street 
Kansas City, Missouri 
Delmar 8526 


Henry Cole 

1319 West 56th Street 
Cleveland 9, Ohio 
Ontario 1-1545 


Kal Getter 

2726 Kings Highway 
Brooklyn 29, New York 
Clover 8-0064 


Charles Schwab 
445 No. Wheeler Street 
St. Paul 4, Minnesota 


Brazill Brothers 
602 W. 28th. Street 
New York |, New 
Oxford 5-2494 


York 


* Ben Shenkman 
1057 Levick Street 
Philadelphia, Pennsylvania 
Cumberland 8-8117 


* Jules Dreyfuss Sons 
P.O. Box 187, Allap Station 
Miami, Florida 
Jerry Dreyfuss 


* William Benndorf 
P.O. Box 1926 
101 W. Jackson 
Phoenix, Arizona 
Alpine 8-1245 


( ompany 


* Rick Green 
1304 No. Hayworth Avenue 
Los Angeles, California 


Joe Noser 
405 Carrswold Drive 
Clayton 5, Missouri 


Fred Benz Company 
144 Brannon Street 
San Francisco 7, California 
Griffen & Griffen 

Station C. Box 7474 
Atlanta, Georgia 


Joe Kirsh 

1417 Euston Road 
Melrose Park 
Philadelphia 26, Pensylvania 
Al Levin & Assoc 

110 Notre Dame Street 

New Orleans, Louisiana 
W. I 
2407 Marietta Avenue 
Montreal, Canada 


M. Walsh 


Warehouse stock maintained, 


MAGNI FLOOD 


INC. 
38 NORTH SECOND AVENUE 


MOUNT VERNON, NEW YORK 
Mount Vernon 8-1385 








NATIONAL 


= letters 


vent this, then we would have 
two voices raised in the same direc- 
tion. When only one talks about the 
necessity for more frequent greasing, 
the public thinks that it is done simply 
to sell more grease jobs. 

It seems to me it would be difficult 
to develop the ideal product that Mr 
Kehoe describes. That product would 
simply be in the nature of a semi- 
permanent filling and would require a 
material that most likely would not be 
made from petroleum. Or at least not 
with the use of conventional soaps and 
oils, as at present. A product, such as 
is wanted, looks as if lubrication were 
being sacrificed on the altar of adhe- 
siveness and water repellency. What | 
think would help the problem along 
and provide an over-all higher degree 
of riding comfort would be for both 
industries to combine and really in- 
form the public about the benefits to 
be derived from more frequent greas- 
ing. That would have a secondary 
effect of contributing to better car 
maintenance 


since 


D. G. PROUDFOOT 
Vice President 
The Pennzoil Co 
Oil City, Pa. 


lo THE Epiror 


I would like to compliment Mr. 
Holger Ridder on the excellent job he 
did in crystallizing a great many pieces 
of information on the chassis lube 
market (Aug. NPN, p. 31) into a pic- 
ture which gives the reader a clearer 
insight into the future as well as in- 
dicating some constructive steps which 
grease manufacturers could take to 
protect chassis lube sales volume 

A. C. PILGER, JR 

Supervisor, Detroit Field Section 
Research and Development Dept 
Tide Water Associated Oil Co 
Detroit 


WHA’ HOPPEN? 


To THE Epiror: 


Hey, what happened? Your 
tents page in the October issue lists an 
article on Midland Co-op’s new brand 
name for page 36, but it’s not there. 

r. L. KNox 

Chicago, Ill 
EDITOR’S NOTE: As the October is- 
sue went to press we received additional 
information on commercial accounts that 
we thought too vital to leave out. So 
the Midland story postponed to 
make room. But it was then too late to 
remove the listing from the contents page. 
The story, however, is on page 37 in 
this month’s NPN. 


con- 


was 
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WHAT’S NEW IN TEXAS? 





EW SOURCE OF 


The new $6,600,000 plant of American Lithium 
Chemicals, Inc. in San Antonio, an affiliate of 
American Potash & Chemical Corporation, long 
the leading producer of Lithium Carbonate, 
makes available to producers of lithium-based 
greases an abundant new source of supply of 
LITHIUM HYDROXIDE, The new plant will process 
high-grade lithium ores from extensive deposits 
in Southern Rhodesia, assuring you of vast re- 
serves, coupled with the most modern domestic 
production facilities available anywhere. You 
can count on the advantages of Trona LITHIUM 
HYDROXIDE in your all-purpose greases —mois- 


ture resistance, chemical and mechanical stabil 
ity and wide temperature range, just as you can NO 
depend on the consistent good quality of Trona’s 


new source of this vital all purpose, all weather 
grease additive 


iT -BASED GREASES 
Send for technical information sheet L HIUM 


FOR LITHIUM CHEMICALS~LOOK TO AMERICAN POTASH! 


bd ! ° 1 + 
American Potash & Chemical Corporation 
Offices 3030 West Sixth Street, Los Angeles 54, California 
99 Park Avenue, New York 16, New York 
INDUSTRIAL * 214 Walton Building, Atlanta 3, Georgia 
ane con ce Sat Plants © Trona and Los Angeles, California and Son Antonio, Texas 
I xport Division * 99 Park Avenue, New York 16, New York 





LITHIUM CARBONATE © LITHIUM HYDROXIDE * LITHIUM BROMIDE « LITHIUM CHLORIDE and other LITHIUM CHEMICALS 
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Transformer Oil must stay water-free 
—so shippers equip their drums with 


Tri-Sure 


Closures 








ater in transformer oil is dangerous. It 

is essential that every drum of trans- 
former oil be securely sealed against leak- 
age or breathing-in. 


Most fillers and shippers of transformer 
oil make it standard policy to equip their 
drums with Tri-Sure* Closures — because 
experience has proved that the Tri-Sure 
Seal, Plug and Flange, beside providing the 
most dependable protection against out- 
ward leakage, provide equal protection 
against the intake of moisture and other 
contaminating material. 


When the Tri-Sure Seal, with its flowed-in 
gasket, is properly crimped over the gas- 


*The 


years 


“Tri-Sure™ 


serving industry. It tells 


Trademark is a mark of reliability 
your 


keted Tri-Sure Plug and Flange, it makes 
a perfectly leak-proof engagement which 
averts any possibility of moisture or im- 
purities reaching the contents of the con- 
tainer. 


The experience of shippers shows that — 
even after long exposure to adverse con- 
ditions — the contents of Tri-Sure equip- 
ped drums remain in their original state. 


Whether you ship transformer oil, or any 
other oil or chemical, if your product 
needs unfailing protection from leakage 
and contamination, you can depend on 
Tri-Sure Closures. Specify them when you 
order drums. 


backed by over 35 


customers that genuine Tri-Sure 


Flanges (inserted with genuine Tri-Sure dies), Plugs and Seals have been used. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
Tri-Sure S/A Industria e Comércio, Sao Paulo, Brazil 
B. Van Leer N. V., Stadhouderskade 6, Amsterdam, Holland 
Von Leer Industries, Ltd., Seymour House, 17 Waterloo Place, Pall Mall $.W. 1, London, England 
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Ahead of the News 


Switch to Salaried Stations—A major marketer in 
the Midwest predicts that many majors will begin converting 
their service stations from lessee to salaried operations as 
a means of solving the dealer turnover problem. Chain- 
store taxes and union organizing problems, attendant with 
salaried set-ups, are factors that encouraged lessee opera- 
tions, the marketer argues. However, if salaried stations 
will stabilize the business, the other disadvantages may be 
tolerable, he suggests. 


Price Probe Coming Up-—Oi!l marketers in the Minne- 
apolis-St. Paul area of Minnesota are beginning to brace 
themselves for the invasion of a Senate Small Business sub- 
committee, headed by Sen. Hubert H. Humphrey (D., 
Minn.). He is coming in to examine the facts in a gasoline 
price war that has been blazing in the Twin Cities. The 
probe, which is being set up at present by a subcommittee 
investigator, will probably open early this month after 
Sen. Humphrey winds up a similar investigation in New 
Jersey. 


Incipient Trend?—A Southwest jobber has received from 
his supplier an exclusive area franchise that didn’t exist 
before. Because jobbers feel such exclusivity strengthens 
their potential, marketers are watching to see whether this 


becomes a trend. It is not widespread enough yet to say 
° 


LP-Gas ‘Pilot’ Plant—-A major supplier in the Southwest 
is studying the economics of LP-gas distribution through its 
commission agents with a “pilot” bulk plant. The agent 
operating this plant would sell to his customers and would 
serve as a supply source for other nearby company agents 
As the other agents build volume, their supplier would 
install LP-gas storage at their plants 


Gasoline Sales Slip-——The day may be coming when 
every gasoline customer will get a sales slip like the one his 
wife brings home from the supermarket. Now that remote 
control pumping has put distance between the pump, com- 
puter and other parts of the gasoline pump mechanism, one 
of the leading electronic equipment makers is working on a 
method of co-ordinating all phases of the pumping opera- 
tion electronically. The result may bring a computer that 
prints a receipt slip—and separates the tax from the basic 
gasoline price. 


Lube Picture Darkens—Lubrication may take another 
belt in the chin soon. Monroe Auto Equipment Co.., 
Monroe, Mich., reveals development of an air spring for 
truck and passenger car use that needs no lubrication. Some 
cars may have it by 1957 or 1958—possibly Nash or 
Hudson. Truck use is expected even sooner. 
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Road Bill Compromise—A Senate leader in the fight 
for President Eisenhower's highway legislation in the last 
Congress session believes the Administration probably will 
try a compromise plan in the coming year. Senator Prescott 
Bush (R., Conn.) said he has a compromise plan, but will 
wait until he sees any new Administration recommendations 
before going ahead. His plan calls for financing the roads 
partly by bonds and partly by taxes. Most of the taxes, he 
said, would be paid by truckers, whose tires would be taxed 
on a weight scale averaging about $25 a tire. The tax would 
net about $455 million annually, he said 


Just Push the Button Another car maker is coming 
out with push-button transmission. The premium line of 
1956 Packards will include push-button units as standard 
equipment. The Packard 400 and Clipper series will offer 
the new transmission as optional equipment. Chrysler in 
cludes push-button shifting as standard on all its automatic 
transmission models 


No Tax Change Likely Don't expect any congressional 
action in the next session on industry proposals for remov 
ing excise taxes On transportation of oil and other products 
Proponents of the move argue that such taxes are inequita 
le—-they apply only, for example, to for-hire truck hauls 
ind not to private hauls. But the tendency on Capitol Hill 
ill probably be to hold off on any tax relief except per- 
sonal tax relief, which will carry a big potential in the 


coming election vear 


Seat Belt Demand Up—Public acceptance of seat 
belts for passenger cars seems to be greater than automobile 
makers first estimated, and the demand for seat belts prob 
ably will continue to grow. In the short time the Ford 
Motor Co, has offered them as optional equipment in its 
cars, demand has completely outdistanced the supply, com 
pany executives report, 


Import Curbs Challenged—A new oi! imports forum is 
in the making on Capitol Hill. House Judiciary (Celler) 
Subcommittee shows raised eyebrows over voluntary oil 
import restrictions, will call in Defense Mobilizer Flem- 
ming for an explanation. Possible danger to Northeast job- 
bers’ fuel oil supplies seems to be one concern of subcom- 
mittee, which also wonders what drastic impert cuts might 
do to over-all industry price structure. Investigators are 
checking data with producer and jobber representatives in 
Washington. 


For More Ahead of the News © 
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=F ahead of the news 


Price Structure Change—Agitation for a commercial 
account reference price has grown so widespread that some 
Independent marketers are hopeful that one may result in 
coming months. As Independents see it, the quotation 
would be for tank wagon lots and would be distinguished 
from tank wagon quotations. Claiming that present con- 
sumer quotations are unrealistic, some Independent mar- 
keters believe commercial account quotations, pegged to 
actual prices, are called for. 


Sealed Chassis Coming—A fairly definite timetable 
can now be set on when the first passenger car will be pro- 
duced in the United States that will need no chassis lubri- 
cation at all, It is possible, according to some automobile 
manufacturers, that the first such car may appear in the 
1957 line, but if not then almost certainly in the 1958 
models. 


Education In Tubeless Tires—Oil marketers soon may 
be joining the tire industry in a stronger campaign to edu- 
cate service station dealers in the techniques of selling and 
servicing tubeless tires, The reason: Replacement tire sales 
for 1955 as a whole show a ratio of only 30% tubeless tire 
sales to conventional tires. This is well under the 50% 
estimated last January, and some oil men believe that dealer 
distrust of tubeless tire servicing may be part of the reason 
for the drop. 


New OHI Groups—Indiana and South Carolina oil job- 
bers may be the next two state groups to set up Oil-Heat 
Institute divisions or chapters within their state organiza- 
tions, If they do they will join four other state jobber 
associations—Iowa, Michigan, North Carolina and Mis- 
souri—that have chapters. 


More V-8's—Demand for V-8 automobile engines may 
ge even higher than the 85% predicted for 1956 produc- 
tion, Ford Motor Co, reports that V-8 engines accounted 
for about 90% of its output and the company expects to 
go beyond that figure in next year’s production. 


Campaign Gains Momentum—The heat-with-oil ad- 
vertising campaign developed by the Better Home Heat 
Council of Boston is spreading across New England. Hart- 
ford, Conn., oil men were among the first to sign up with 
the new program. Now oil heat distributors in Manchester, 
New Britain, New Haven, Worcester and Bridgeport, all in 
Connecticut, and Providence, R. I., are getting ready to 
organize local units and come into the drive. 
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Welders Needed—Jobbers with stations that handle 
muffler and tail-pipe work may have to put in additional 
service equipment if a move made by an auto maker on its 
1956 line develops into a trend. This car maker, whose cars 
have dual exhaust systems with twin mufflers on each 
exhaust pipe, is welding all muffler-tail pipe connections. 


Measure of Growth—Directors of the Oil-Heat Institute 
of America are expected to add a Midwest regional vice 
chairman to OHI’s distribution (marketing) division in 
January. OHI now has East and West vice chairmen. The 
move is being considered to match the growth of the dis- 
tribution division’s membership and because of a desire to 
ease the administrative load of the chairman and vice 
chairmen. 


House to Ponder PX-—A House committee will investi- 
gate service stations on military posts next year. The probe 
will be part of a general review of recommendations made 
by the Hoover Commission—including one that PX sta- 
tions should be shut down where local commercial facilities 
are available. 


Gas Bill Strategy—Proponents of natural gas price ex- 
emption legislation will be trying to get quick Senate action 
on the House-approved Harris Bill in the next Congress 
session—without amendments. The bill barely got through 
the House in the last session and many backers believe that 
if Senate amendments had to be approved, the bill probably 
wouldn’t make it again. 


Free Service, Higher Price—More than one heating oil 
marketer on Long Island, N. Y., is thinking seriously of 
raising fuel oil price one cent a gallon for the 1956-57 
heating season and giving all accounts free service. They 
say it will mean lower office operating costs and will help 
in competing against the free service given by gas. 


Rules for Truck Brakes—Tighter safety regulations on 
truck braking systems may be ordered by the Interstate 
Commerce Commission before the end of the year. ICC’s 
problem is whether to insist on separate brake systems for 
each axle, as manufacturers want, or separate systems for 
the tractor and trailer, as the American Trucking Assn. is 
seeking. ICC is leaning toward the more expensive system 
in individual axle control (about $100, compared with $25 
for the tractor-trailer system). Tighter regulations, which 
the trucking industry agrees are needed, were first con- 
sidered after seven persons were killed when a truck’s 
brakes failed in San Francisco last May. A serious train- 
truck accident in October has added impetus to the move. 
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MONTHLY PETROLEUM STATISTICS 


Primary stocks (Last Day) 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M. (thous. bbl.) 


Refinery Activity 


Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 


Refinery Output 


Gasoline (thous. bbl. daily) 
Kerosine (thous. bbl. daily) 
Distillate fuel oil (thous. bbl. daily) 
Residual fuel oil (thous. bbl. daily) 


Crude Supply 
U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 


*Through Oct. 7, except crude Stocks—Oct. 1. 


PETROI 


Oct.” 
1955 


151,006 
145,598 

36,355 
145,598 
254,798 


7,191 
827 
87.0 


3,622 

295 
1,495 
1,102 


6,690 
781 


Source of Data: API Weekly Reports, except 195, Bureau of Mines. 


MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 


Exports of crude and refined products (thous. bbl.) 
Average station gasoline price, ex tax (¢ per gal.) 
**Gasoline consumption (million gal.) 

***Service station permits (number) 
Passenger cars—domestic shipments (thous.) 
Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 
Oil burner shipments (thous.) 


**Excludes W. Virginia 


***Includes urban, rural, incorporated and unincorporated places. 
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Latest Month 


54,005 (Aug.) 
12,116 (July) 
21.43 (Oct.) 
4,907 (June) 
946 (June) 
603 (Aug.) 
80 (Aug.) 
5,980 (Aug.) 
2,028 (July) 
71 Guly) 


} ‘ 


UM 


INDICATORS 


NPN PRICE AVERAGES* 
Refinery /Terminal 


(¢ per gal.) 


Oct.** 
1955 
11.81 
10.33 
8.82 
4.74 


Gasoline 
Kerosine 
Distillate 
Residual 
4 principal 
products 9.17 
Lube oil 18.67 
Crude at 
well ($ 
per bbl.) 


2.82 


Oct. 
1954 

11.20 

10.37 
8.87 
3.98 


Sept. 
1955 
11.78 
10.40 
8.90 
4.75 


8.65 
16.24 


9.17 
18.04 


2.82 2.81 


Weighted average price, prin 
cipal markets. **Through Oct 


Previous Month 


49,112 
11,628 
21.75 
4,711 
972 
643 
94 
5,711 
1,794 
69 


Oct. 
1954 


149,661 
139,128 
37,140 
56,541 
269,442 


6,834 
639 
82.8 


3,362 

310 
1,545 
1,066 


6,135 
642 


Year Ago 


52,719 
11,516 
21.32 
4,615 
B84 
431 
61 
5,405 
2,288 
65 





SUPPLY AND 


O 


DEMAND 


Winter Gasoline Demand Is Climbing 


[he winter slump in gasoline sales, 
which oil marketers expect will nor- 
mally follow the high seasonal demand 
of spring and summer, is growing 
smaller. 

Over-all gasoline demand at refin- 
eries during the fourth quarter and the 
first quarters (winter) is now only a 
few per cent below demand in the 
preceding second and third quarters of 
spring and summer demand, While in 
actual barrels the difference is growing, 
because of the great growth over the 
years in gasoline consumption, per- 
centagewise the trend is toward lessen- 
ing the seasonal difference in gasoline 
demand 

During 1935-38 over-all gasoline 
demand in the fall-winter period was 
13% less than in the preceding spring 
and summer, During 1945-48, winter 
gallonage was 12% less. 

In 1950-51, the difference had 
dropped to 7%, and for the two years 
through the winter of 1953, winter 
demand was only 6% less than in 
summer, In 1953-'54, the difference 
was up to 10%, as winter gallonage 
reflected the impact of the industrial 
let-down that was getting under way. 
For 1954-55, winter gallonage was 
7% \ess than the preceding summer 

In the 1935-38 period, the actual 
loss in winter gallonage averaged 
around 195,000 bbl. daily. In 1950 
and the two following years, the actual 
loss was less than 200,000 bbl. daily, 
though total gallonage was more than 
double that of the 1935-38 period. 
The gallonage loss in the 1953-54 
winter was 345,000 bbl. daily, com- 
pared with the preceding summer. For 
the 1954-55 winter, the loss was about 
240,000 bbl. daily, or 7% from de- 
mand in the preceding summer. 


WHY IT HAPPENED 


Several factors have combined to 
even out the difference between sum- 


f MILLIONS BB DAILY AVERAGE 





. 
+8 


























1950. 
195) 








1952 953 
1953 954 1955 


COMPARISON shows winter gasoline volume off only slightly from summer sales 


mer and winter gasoline demand, 
ranging from the weather to the chang- 
ing patterns of car owners. Among 
them: 

e The prevailing open and moderate 
winters over most of the country in 
the past few years have lessened the 
number of days when driving is ham- 
pered by snow and ice or extreme cold. 
Improved highways and better road 
maintenance also promote vehicle op- 
eration throughout the year. 

e The number of trucks and buses 
on the roads, mostly in operation in 
winter as well as in summer, is increas- 
ing at a faster rate than passenger cars. 
However, living in suburban areas calls 
for the car to be used in essential serv- 
ices taking the family head to office or 
factory, in driving children to school 
and the housewife to shopping centers. 


Gasoline Stocks, Sept. 30, 1955 and Oct. 1, 1954 
(000 bbi., API data) 


Sept. 30 Oct. 1 % 


Refinery District 
East Coast 
Gulf Coast 

Total Coastal 
Appalachian 
Ind.-TlL.-Ky. 
Okla.-Kan,.-Mo. 
Other Inland 

Total Inland 

Total East of California 
California 

Total 


20 


1955 1954 Change 


34,548 35,166 —1.8 
29,336 28,801 +1.9 
63,884 63,967 -0.1 
6,500 6,746 —3.6 
30,373 33,578 ~9.5 
15,452 13,879 +11.3 
15,037 15,731 —4,4 
67,362 69,934 —3.7 
131,246 133,901 2.0 
20,020 18,217 +9.9 
151,266 152,118 0.6 


e The habits of car owners have 
changed too. It used to be that a man 
would hesitate to buy a new car in the 
fall and subject it to winter driving. 
Now the new models come out in the 
fall and the pressure is on the owner 
to buy then. 


STOCKS ARE DOWN 


Total U. S. gasoline stocks at refin- 
eries Sept. 30, to start the coming 
winter period, were 151,266,000 bbl., 
or 0.6% less than on Oct. 1, 1954. 
(See table.) They constituted 41 days’ 
supply, at the estimated rate of con- 
sumption of 3,671,000 bbl. daily for 
Oct. 1. 1955-March 31, 1956, under 
normal weather conditions. U.S. stocks 
of 152,118,000 bbl. on Oct. 1, 1954, 
were 45 days’ supply, at the actual 
rate of consumption through the winter 
period, of 3,401,000 bbl. daily. 

East of California, stocks on Sept 
30 totaled 131,246,000 bbl., 2% less 
than Oct. 1, 1954. Largest deficiency 
in stocks, compared with a year ago, 
is in the Ind.-Ill.-Ky. refining district, 
where inventories of 30,373,000 bbl. 
compared with 33,578,000 bbl. in 
1954, 

Stocks in the Okla.-Kan.-Mo. dis- 
trict, which feed into the same Mid- 
west marketing area, are larger than 
a year ago. For the two districts com- 
bined, inventories Sept. 30 were about 
1,600,000 bbl. less than Oct. 1, 54. & 
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Use this faster way 


to make safe deliveries 
to undergrouty tanks 


EVER-TITE 


"99" Coupler 
with Sight Gauge 


ou can get faster, safer tight-fill deliveries to 

underground storage tanks by using the Ever- 
Tite No. 99 Coupler with full 3” 1.D.—a coupler 
that is so adaptable that it meets every tight-fill 
delivery requirement, and can be used with a 
manhole as small as 642” in diameter. 
An outstanding safety feature is the specially 
designed sight gauge which shows from every 
angle that delivery has been completed —a valu- 
able safeguard against loss of product. Coupler 
is made with male or female threads or adapter 
for standard Ever-Tite Coupler as shown. 


Easy To Use 

This 3” Ever-Tite “99” Coupler is used with 
any of the Ever-Tite “97” Adapters pictured 
below, which also are full 3” LD. in 3” and 
larger sizes. Until No. 97 Adapters have been 
installed on fill pipes, loose fill down spouts 
with brass tubes, pictured below, are available 
for use with the same 3” No. 99 Coupler. 


97 Twisting Cap 


97 Locking Cap 
Can be padlocked 


97 Adapter 


No. 97 
Ever-Tite 
Fill Cap 

EVER-TITE COUPLING CO. 


Sf os oo 


3” LPT. 2%" 1.P.T. 2” WP.T. 
97 Adapters for Ever-Tite "99" Coupler 
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To operate, just push the coupler onto the 
adapter and press down the push rod which 
locks the coupler tightly to the fill. After deliv- 
ery, just raise the push rod, remove the coupler, 
and replace the water-tight cap. The push rod 
can also be used as a carrying handle. The same 
operation applies to down-spout units. 


Reduces Operating Costs 
The Ever-Tite No. 99 Coupler is made of high 
tensile aluminum, with bronze push rod and 
cams. Extremely light, yet rugged and sturdy — 
your assurance of long, trouble-free service. 
Ask your distributor now, or write for full 
information. 


*The Ever-Tite Trademark is a hallmark of dependability in fittings 
for the petroleum industry— proved by 17 years of pre-eminence 


INC., 254 WEST 54th STREET, NEW YORK 19, N. Y. 


3” 
Loose Fi 


Down 
Spouts 
for 
Ever-Tite 
“99" Coupler 


3” Fi 2" Fi 





iv Cems... 


Always on the job, the new Dispenserack hangs 
on luberoom wall or other convenient spot, sells 
complete oil and filter service to every motorist 
who stops in. 


Posters, designed to hard-sell at the point of 


sale, available at regular intervals, fit slots at 
top, keep rack fresh, ‘‘live’’— timely 


A simple, foolproof inventory system! 

As each refill is withdrawn, the stock drops 
down. The dealer sees, at a glance, the stock on 
each item... knows which to order—how many. 


trucks ENGINEERED to fit ALL makes. Filters 
more dirt, finer dirt, faster. Keeps good engines 


running better, longer. Helps oil and filter sales 
brings customers back 


Purolator is first and finest 


Identification cards on the new Dispenserack, 
tell which refill to use, answer ‘“‘make-and- 
model’’ questions instantly. 


WHAT'S MORE, the customer sees he’s getting 


the right filter, too! And that always helps 
build good will! 


HONEST-TO-GOODNESS GIVE-AWAY! 


If you haven’t received full information about 
Purolator’s Dispenserack Plan, write, wire or 
phone for details. . . 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ontario, Canada 


specified for more makes of cars, buses, 


PurOlator 


America’s No.1 OU FILTER 
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Every hour of the day this fleet owner relies on Westinghouse Compressor 


dependability to service 53 tractors, 32 trucks, and 95 trailers 


This trucking-company garage regularly serv- 
ices over 175 trucks and trailers. They roll out 
on time with a big push from a Westinghouse 
Air Compressor and the many tools it powers. 


Not only tire spreaders, but inflaters, grease 
guns and air grinders... all these are powered 
from one source through the flexibility that only 
air can give. You, too, want a compressor — a 
Westinghouse Compressor that delivers these 
services 24 hours each day — with no downtime 
to up costs. Check these Westinghouse features: 


Automotive type lubrication — pressure 
principle forces oil to every moving part for 
longer life 


Low oil-level protection — your Westing- 


house won’t pump air if the oil level or oil pres- 
sure is too low. You never pay for repairs for 
lack of lubrication. 

Starting unloader — keeps compressor un- 
loaded until motor reaches normal speed and 
oil circulation starts. 

Thermal overload protection — cuts cur- 
rent if motor should overheat. 


Air-cooled design — provides air at maxi- 

mum efficiency. Costs less to operate 

All this, plus 15 exclusive design features, 
gives you greatest dependability and versatility. 
You’re money ahead when you specify West- 
inghouse Air Compressors. Sizes 1/ to 15 hp. 
See your distributor or write for full profit- 


making story now. 
Ww-106 


. Division of Westinghouse Air Brake Co. 








io ™ rh & 


STATIONARY AIR COMPRESSORS aim roo. anGines 


PORTABLE Ale COMPEENIONS teactai 


Milwevkee 14, Wiscensia 


1 


Distributors in all principal cities 


NATIONAL PETROLEUM NEWS * November, 1955 





Now! Super-efficieney with Economy 


tion automatically 


© Regain out-of-service 
position automatically, 
without shock 


e Feature highest quality 
fittings 


Also available in Type 
683 for direct mounting 
to overhead tanks or 
piping. Call or write for 
complete information on 
faucets, valves, loading 
assemblies, vents and 
fittings. 


‘a> The new 
z 








© Shockless loading valve Qe 
@ Remain in loading posi- ‘Kv! Type 680 


LOADERS 


— THE MOST ECONOMICAL SPRING 
BALANCED ASSEMBLY EVER OFFERED 
TO THE INDUSTRY. WHEATON Type 680 
series loaders operate at any desired angle of 
elevation from 10° above horizontal to verti 
cal. They remain in the tank manhole dur- 

ing loading without being held down and 
elevate automatically from horizontal to 
out-of-service position without shock. 

All fittings are standard to assure long 
wear and ease of maintenance. Swing 

joint seals are replaceable without 

breaking threaded connections 

Inlet sleeve of double swing joint 

can be furnished with male 

thread, female thread or 

flanged connection. The most 

flexible and economical 
loaders offered to the 
oil industry. 


Manufactured also by 
EMPIRE BRASS MFG. CO., LTD., LONDON, ONTARIO, CANADA 
Ve cs | £ AT ¢ Re EMCO BRASS MFG. CO.. LTD, WESTWOOD INDUSTRIAL ESTATES 
RAMSGATE ROAD, MARGATE, KENT, ENGLAND 
SOCIETE LUCEAT, PARIS, FRANCE 
BRASS WORKS LIUNGMAMS, SWEDEN 
WORTHINGTON S.A MAQUINAS RUA SANTA LUZIA. 685 


UNION, NEW JERSEY RIO DE JANIERO, BRAZIL, S.A 


Represented in Mexico by 
DISTRIBUTORS MR. ENRIQUE A. TESSADA, 1510 PASEO DE LA REFORMA 
E CO CITY, OF EXICcCc 
IN ALL PRINCIPAL CITIES ea ee 


a 
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TO THE TOP 


“The Champion Profit Story’... 
Highlight of our powerful Fall-Winter 
Merchandising Campaign, is a gold mine 

for increasing your profits! 


You've heard about the Guaranteed Annual Wage. Now here is the way for all 
Champion merchandisers to obtain ‘Guaranteed Annual Profit’! Spearhead of Cham- 
pion’s hard-hitting Fall-Winter Merchandising Campaign is an easy-to-understand 
booklet "The Champion Profit Story”. Your Champion salesman will show you how 
to put it into action. 


Its big purpose: to increase your profits and keep more of your hard-earned dollars in your 
pocket. 


You'll see the proven facts and figures on what dual lines do to profits; the facts on 
the money-magic of proper turnover and how to obtain it; the facts on the actual cost 
to you of unbalanced stocks and capital tied up in top-heavy inventories. Answers to 
these and many other pitfalls which can undermine real profit potential are spelled out, 
concisely and clearly, in ‘The Champion Profit Story”. 


You owe it to yourself and your business to get this plan from your Champion sales- 
man, then put it into immediate effect and watch your profits grow! 


Display the Champion winter campaign easel card and poster. Use the new Punch Board 
Incentive Plan for the biggest fall and winter sales and profits you've ever enjoyed. 


in 


P, - All 69 entrants in the Darlington 500", the World’s Series of stock car 
racing, used 5-rib Champions. Chevrolet finished one-two in a field made up of Ford, 
Mercury, Pontiac, Oldsmobile, Buick, Cadillac, Plymouth, Dodge, Chrysler, Nash, 
Studebaker and Hudson... all with Champions! 
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DEA LERS THE NATION 


ro HELP rou SELL more... 


AND ) KEEP MORE 


OF THE PROFIT! 








LIGHT 
THE WAY.. 


TO BETTER SERVICE STATION LIGHTING! 
We have the distinction of being the first 
to develop and market Service Station 
Lighting Equipment using new, 

rapid starting F-100-T-12, CW/RS 

; fluorescent tubes. Take 
“advantage of this engineering and 
% manufacturing experience and 
specify Oscar Phillips 

Glo-Rite Service Station 

Lighting Equipment. 





Area Lite CATALOG. 


ny ET wy 


oscar phillips company 


5300 vine street, cincinnati, ohio 
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hes Propucts will be closely linked to 
coming proposals for a national highway 
development program. Because oil products are 
generally viewed as a ready source of revenue, 
further taxes on them undoubtedly will be re 
commended. Each proposal will bear close scru 
tiny. 

Congress will be asked to vote a highway 
program when it convenes after Jan. 1. This 
year the majority of Congress favored a highway 
program but no majority would vote for one 
because of conflicts over financing. 

r. S. Petersen, president of the Standard Oil 
Co. of California, has some pertinent thoughts 
on highway financing that should be valuable. 

First, there is this background 

Highway use—President Eisenhower has said, 
‘A network of modern roads is as necessary to 
defense as it is to our national economy and 
personal safety.” 

Philosophy of payment—Pay-as-you-go propo- 
nents have beaten down suggestions that bonds 
be used to finance the construction program. The 
indications are that pay-as-you-go financing will 
be favored in Congress next time too. 

Mr. Petersen cautions against indiscriminate 
boosting of gasoline taxes. “Any substantial in 
creases in gasoline taxes beyond present levels 
would place an unreasonable share of the high 
way financing load on our chief product,” he says 

Mr. Petersen introduces a new philosophy in 
highway financing: “Rather than taxing only 
those who use the highways directly, we should 


Experimental Meeting 


Cte SOUTHERN jobber stale associations 
undertook a unique experiment by holding 
their meetings jointly. The three—Alabama, Mis 
sissippi and Tennessee—met at Biloxi, a Gulf 
Coast resort city (see story on page 142). 

Hailing the meeting a success, participants 
claimed these advantages: (1) a broader exchange 
of ideas through contacts with jobbers of other 
states and (2) a good turnout, big enough to 
assure good attendance at all sessions but not 
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EDITORIALLY SPEAKING 


How to Buy a Highway 


expand this user tax philosophy to include all 
persons who benefit, directly or indirectly, from 
highway traffic.” 

He suggests the following 

e A broadened tax base that would include all 
motor vehicles—automobiles, motorcycles, trucks 
busses and trailers. 

e All accessories—tires and tubes of all sizes, 
batteries, spark plugs, etc 

e Some are already subject to Federal excise 
taxes. So, says Mr. Petersen, he has in mind 
primarily in adding these products to the states 
tax base 

e Some means for including owners of road 
side property who stand to gain from construction 
of good highways 

e Paving materials and paving equipment. “I 
realize this means I’m advocating a tax on asphalt 
another of our own products,” he says. “We can 
not fairly advocate a broader tax base without 
including asphalt.” 

rhe potential of the toll roads, too, should be 
considered seriously in the whole schemework of 
highway financing, says Mr. Petersen 

Above are the freshest and most concrete sug 
gestions for devising new ways of paying for a 
highway program since discussion began more 
than a year ago. So well do they take into «« 
count the needs of a large-scale highway program 
and the interests of the oil industry that they 
deserve serious consideration by federal and state 
law-makers. Oilmen should know about them—tor 


their own good and the industry 


loo large to crowd facilities. A lew jobbers que 
tioned the amount of business accomplished b 
their own groups. However, the jobbers them 
selves have yet to appraise the three-way meeting 
[he broader exchange of ideas and informa 
tion has such undisputed merit that other associa 
tions may want to consider this approach 
Whether the idea takes hold or fades out, Ten 
nessee’s executive secretary Jim Ritchie is to be 
commended for able planning and execution. 





9 SPECIAL REPORT 


ROOSEVELT: protection . . 


10 


- or politics? 


Roosevelt Committee: 





Rep. Jimmy Roosevelt is staging the most ambitious probe 
of retail oil marketing in Congressional history. 


For seven months he has listened to dealer complaints about 
supplier practices. He champions the dealer and has some 


strong, active support. 


His cure for dealer troubles is divorcement: separation of 
marketing from integrated oil companies. 


Divorcement legislation isn't a good bet in the near future. 
But Roosevelt's plans are long-range. He's set for a fight. 
And divorcement isn't the whole story .. . 


| ges ALREADY HAS A BILL in the 
hopper that’s aimed against mar- 
keters. Technically, it’s known as H.R. 
7096. He calls it a bill for “freedom 
of choice.” 

The bill would make it unlawful to 
threaten lease cancellation or other 
retaliatory action on dealers who de- 
cline to handle certain TBA items. It 
would have the government pick up 
the legal tab for a dealer who could 
show good cause for going into court 
against his supplier. 

H.R. 7096 falls far short of divorce- 
ment. Even Roosevelt and his aides 
give it only an outside chance of be- 
coming law. And divorcement, itself, 
needs a more powerful case made for 
it—its strongest advocates realize the 
difficulty of imposing divorcement on 
a single industry without setting a big 
precedent. 

If Roosevelt's present legislation 
fails, his entire investigation could be 
stalled for a year or two. But Wash- 
ington observers say he wouldn't sit 
still. He has built his House Small 
Business Subcommittee into a_ re- 
spected, serious, effective unit. 

With the political wind blowing 
against the present Roosevelt bill, 
Washington people are calling it a 


NATIONAL 


reprieve for the oil companies. But, 
they add, majors must improve rela- 
tions with dealers—or eventually face 
restrictive legislation. 

Some key Congressmen privately 
contend that divorcement is the logi- 
cal, eventual answer. But they are still 
looking—and hoping—for less drastic 
ways of giving the independent dealer 
the relief they think he needs. 

Four Congressional committees have 
shown interest in oil company-inde- 
pendent dealer relations. Most active 
have been those of Rep. Roosevelt, a 
California liberal Democrat, and Sen. 
Hubert Humphrey (D., Minn.). 


INSIDE THE HEARINGS 

When Roosevelt opened his subcom- 
mittee hearings last March 28, it ap- 
peared that as chairman he might be 
the minority member. 

Asking the Questions — Besides 
Roosevelt, the subcommittee includes 
Rep. Timothy P. Sheehan, an Illinois 
Republican, and Rep. Tom Steed, a 
Democrat from Oklahoma. Sheehan's 
voting record shows no real preference 
for protecting small business. Steed, 
coming from the oil-rich state of Okla- 
homa, could be expected to be sym- 
pathetic toward oil companies 
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National 
Petroleum 
ews 


What's Ahead for Marketers? 





In the early days of the hearings 
Sheehan and Steed suspiciously probed 
into every aspect of testimony given by 
unhappy dealers. But day by day thei 
questions reflected a changing attitude 

Taking the Stand—Observers put 
the hearing’s witnesses in two groups: 
dealers with a personal ax to grind, 
and officers or ultra-active members of 
various dealer associations. There were 
some failures in the first 
group—others seemed to running 
profitable businesses 

As the began, Roosevelt 
ticked off charges he expected to hear 

e No price competition exists be- 
tween the major oil companies that 
have monopolized the entire industry 

@ Majors have used certain coercive 
practices to get and keep control of 
gasoline’s price and retail market. 

e Coercion includes disciplining sta 
tion operators, by forcing price wars 
particularly on dealers who handle off- 
brand gasoline and attempt to cut price 
below the level “set” by majors. Inde 
pendent operators are disciplined by 
having their short-term leases or sup 
ply contracts cancelled when they fail 
to follow the “demands and dictates’ 
of majors 


business 


be 


sessions 


e Majors force out of business any 
retail operator so successful that he 
threatens the market and market poli 
cies of the big companies 

@ Majors keep their own wholesale 
gasoline profit margin exceptionally 
high and the retailer’s margin excep 
tionally thereby recovering the 
greatest part of the consumer price 

@ Retail outlets are forced to bear 
the cost of disciplining other members 


low 


and of moving surplus gasoline by 
wholesale price sup 
pliers 

e Majors use their control over re 
tailers to “force ex 


discounts from 


Iusive dealines” not 


only in oil and gasoline but in TBA 


items 
Dealer testimony followed through 
as the chairman predicted 
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Ethel B 
the 
hus 


Was Can 


The Testimony Mrs 
Powell, of Fitzgerald, Ga 
initial witness. She told how her 
band’s service station 
celled by his supplier—who never ex 
plained why. She suspected it 
because the station sold candy 


was 
lease 


was 
Ciga 
rettes, chewing gum, milk, bread, the 
wrong” soft drinks 

‘l am here 
this 


gentlemen, to tell you 
in hope that it can save 
Mrs. Powell said. “It 
is too late to do anything for us. We 
have nothing to gain. We have taken 
our loss; we have sold our home; we 


story 


someone else,” 


. leaving our home town 
We are whipped tem 

porarily, but not for all time 

“We intend to come right on back 
I just do not feel that a thing like this 
can happen in our country 

Mrs. Powell 
first witness 

In the months that followed 
and 
equally 


are our 


friends. 


made an impressive 
dealers 
up an 
testi 


dealer associations piled 

impressive amount of 
Several testified they 
were required to sell only certain TBA 
items, under implied threats that their 
leases might be cancelled if they didn’t 
Others told how they 
cut 


mony dealers 


were forced to 
prices 

Lee Gardner, of 
his supplier 


Greenville, Tex 
said representative in 
sisted a year ago that he cut his price 
by 1I.1¢. He the 

“After all, what I am telling you is 
the truth I am telling you that the 


ol companies are 


quoted salesman 


going to have a 
2¢ differential between the Independ 
and 
3¢ on ethyl 


S 


ents regular and 


with the dealer having a 


majors 2¢ on 


¢ margin.” 
According to Gardner 
cluded: “Pink 


company or 


the man con 
couldn't 
anybody to 
I’ve just told you 


you get any 
admit what 
but that is what the 
majors are working for and are going 
to get.” 


One of the witnesses who directly 
called for divorcement was William C 


NEWS 


Dixon, West Coast head of the Justice 
Department's anti-trust division 
Dixon had instigated 
fully prosecuted dealing 
cases against Standard of California in 
1948 Richfield (Calif.) in 1951 
He also initiated the pending anti-trust 
the West 
that several 


been 


and success 
exclusive 


and 


case against 


He 


SIONS 


Coast majors 
testified major deci 
had handed down by the 
courts against specific malpractices of 
oil companies, but that the judicial 
process would require a separate deci 
sion for every case 

Under questioning by Rep. Gordon 
L. McDonough, a California Republi 
can who took part in hearings at Los 
Angeles like 
this 

REP Are you saying, 

Mr think that the 

opinions of the courts in these cases 


should 


legislation 


Dixon's testimony ran 


MCDONOUGH 
Dixon, that you 


have been implemented by 


) 
MR 


think 
words right 


that 
out of 


DIXON I 


taken the 


you 
have 


my mouth 


Dixon was forthright in recom 


mending divorcement 


MR. DIXON: [ answer that question 


with an unequivocal ‘ye: (Divorce 


ment) is a certain answer and a defi 


nite answer which would eliminate 


this problem as an econom« 


prob 


lem ind a i which 1s 


admittedly 


problem 
having a direct effect on 
as the 


eems to me the only 


competitive upplier as well 


dealers it 


olution is (divorcement) 


Avainst this weight of testimony, the 


oil companies put up only a few 


poke smen 
officers generally denied 


iny knowledge of undue pressure put 


Company 
on dealers by sales 
They 
might 
resentatives 


representatives 
that 
‘uninformed” 


agreed, however pressure 


rep 


Representatives who were 


come from 


dealers with 


lease cancellations denied it 


accused of threatening 


Out of the oil company testimony 





special report 


Who's Who... 


ROOSEVELT: first-termer from Los An- 
geles. 48, Harvard man, eldest son of 
late President Roosevelt. In and out 
of headlines since ‘33. 

STEED: Oklahoma fourth-termer, 51. 
Ex-newspaperman, World Wear Il vet. 
Pro-oil, votes middle-of-the-road Demo- 
crat. Might favor divorcement. 
SHEEHAN: Chicago third-termer, 46. 
Business graduate of Northwestern, 
owned bottling plant. Usually party liner, 
may oppose Roosevelt bill. 





one large fact evolved: the companies 
made no positive suggestions on how 
they could, or would, improve rela- 
tions with dealers 


OUTSIDE THE HEARINGS 


After days of testimony Roosevelt 
decided the charges, for the most part, 
were true. The next question was what 
to do about it. He answered with H.R 
7096, 

Legislation — Roosevelt described his 
bill as “protecting and preserving small 
and independent business enterprises 
such as the retail gasoline dealer.” The 
bill’s emphasis on TBA left little doubt 
that the retail 
uppermost in Roosevelt's mind 

Roosevelt's subcommittee reports to 
the House Small Business Committee, 
headed by Texas Democrat Wright 
Patman. Patman’s group unanimously 
endorsed the Roosevelt bill, but has no 
authority to recommend legislation to 
Congress. The bill went on to the 
House Judiciary Committee, where it 
will face stiff opposition. 

But H.R. 7096 was only the first 
step in what Roosevelt plans as a long 
fight to free the independent dealer 
So he continued his hearings 

Findings The hearings were 
months old when Roosevelt decided it 
was time to draw up a report. By then 
he knew he had made gains with his 
colleagues. The biting report against 
the oil companies was unanimously 
adopted by the subcommittee. These 
were its conclusions 

@ Most have 
leases usually for one vear 


gasoline dealer was 


dealers short-term 

e The dealer operatine his station 
under a short-term lease “frequently 
is not in fact independent” and _ is 
“subject to control” by his supplier 

e The short-term lease and sales 
practices of the oil companies “in rela 
tion to sponsored products” have lim 
ited the dealer’s freedom of product 
choice. This “substantially lessens 
competition” and tends to “eliminate 
price competition.” 

e Suppliers have dealers reduce 
their retail prices at particular loca- 
tions “to meet the competition.” The 


32 


companies have held the level of their 
prices generally, while at the same 
time cutting their prices to some deal- 
ers. “This policy or practice has had 
the immediate fomenting 
price wars, and results ultimately in 
eliminating a substantial amount of 
price competition.” 

e The lessee dealer needs immedi- 
ate and permanent relief to “enable 
him to fulfill his role as an independent 
businessman.” 

Suggestions—-The recommendations 
of the subcommittee were even 
stronger. The report urged that: 

e Anti-monopoly laws be strength- 
ened to protect and preserve small and 
independent business 

e All oil company suppliers con- 
sider three-year minimum term leases, 
six-month probation for new lessees, 
and guaranteed return of their invest- 
ments, 

e The House Small Business Com- 
mittee expand the Roosevelt study to 
determine whether divorcement or 
other such legislation is feasible. 

¢ Justice Department and the Fed- 
eral Trade Commission study Roose- 
velt’s hearings, see if existing laws can 
eliminate “deleterious practices,” and 
tell Congress what further legislation is 
needed “to achieve comprehensive and 
permanent relief.” 

More Probing—Roosevelt did not 
slow his investigation after the report. 
He followed gasoline price wars into 
San Diego and Virginia and kept his 
staff busy. He hopes the full House 
Small Business Committee will open 
its own hearings early next year. With 
Patman heading the committee, 
chances are good he'll get his wish 

On the other side of Capitol Hill, 
Sen. Humphrey’s investigation has not 
kept pace. Humphrey held a one-day 
hearing in Washington, with testimony 
about the New Jersey gasoline price 
wars. He then announced he would go 
into New Jersey for on-the-spot hear- 
ines. He seemed unlikely to follow 
through in Roosevelt's manner. 

Outlook — Neither Roosevelt's bill 
nor divorcement has much chance in 
Congress this year or next. Proponents 
of divorcement must get around the 
problem of setting precedent. And they 
must show that independent dealers 
can be made more secure by divorce 
ment. Donald C. O'Hara, associate 
counsel of the National Petroleum 
Assn.. summed up the situation when 
he said: “If the oil] companies were 
separated from their retail facilities 
their place would have to be taken by 
large marketing companies, and the 
position of the dealer who had no 
capital would be unchanged.” 


effect of 


NATIONAI 


BEHIND THE HEARINGS 


Why does Jimmy Roosevelt carry 
the ball for retail gasoline dealers? 
Washington experts explain it this 
way. It’s good politics with his Los 
Angeles basin home district, which 
bulges with “little people.” The House 
Small Business Committee is the only 
House group in which a freshman 
Congressman can head a subcommit- 
tee: this gives Roosevelt a clear shot 
at the public eye. He’s a professional 
liberal Democrat, and the dealers’ 
cause is his bread-and-butter. Finally, 
say the experts, Wright Patman wanted 
him to run the investigation 

Patman, they add, is pushing the 
price probe from behind the scenes. 
He is a strong divorcement man. He is 
said to have chosen Roosevelt for his 
“magic name” and political learnings, 
but he was disappointed with the 
probe’s results and will probably re-run 
it himself. Patman is co-author of the 
Robinson-Patman Act, an anti-price- 
discrimination measure sometimes 
called the small businessman’s Magna 
Charta. His favorite legislative projects 
usually oppose big business. 

Roosevelt drew early support from 
Patman and soon won the National 
Congress of Petroleum Retailers to his 
side. Officially NCPR backs him to the 
hilt—but some of its members insist 
that only a minority helps him actively. 
There’s some question about how 
many retail dealers NCPR represents, 
and—except for certain state associa- 
tions that belong to NCPR—there’s no 
organized support by dealers outside 
NCPR. 

Whatever backing Roosevelt gets 
from dealers, it may be undercut by 
counterattacks from other sides. Gil- 
bert B. Dickey, Jr., a Tennessee Inde- 
pendent (see p. 33), spoke out loudly 
for the opposition last September when 
he scored the Roosevelt hearings as “a 
complete abortion of truth and jus- 
tice.” He asked an opportunity for the 
oil industry to set its own ground rules 
and take regulation out of the hands of 
“bureaucratic amateurs.” 

Most of the major companies are 
keeping close watch on Roosevelt’s 
There have been positive ef 
fects from the public airing of dealers’ 
problems. Some majors are improving 
relations with dealers by giving more 
recognition and response to local and 
state dealer groups. Some have ex- 
tended their leases to more than one 
year. Others are trying to prevent over- 
zealous salesmen from _ pressuring 
dealers 

Whether they can solve all their 
problems to Rep. Roosevelt’s satisfac 
tion remains to be seen s 


moves. 
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Modern design, automation, super service play key roles in 


Jobber Dickey's Southern Revolution 


\ CONFIDENT YOUNG JOBBER in 
i Nashville, Tenn., is calmly hop 
ing to revolutionize the independent 
oil industry. Gilbert B. Dickey, Jr., 
hopes to do it with a belt of Southland 
stations that eliminate the “old’—lube 
bays, tire repairs, washing—and bring 
in the newest: automatic pumping and 
vending, the latest in layouts, bright 
displays. 

All these things add up to what the 
33-year-old Dickey calls his “new con- 
cept.” He intends to have 200 new 
concept (price tag: about 
$50,000 apiece) set up in nine states 


stations 


within seven years. 

Until September Dickey’s Trans 
American Oil Co. (then called Ameri 
can, but not connected with the 
Indiana Standard subsidiary of the 
same name) was split into a Shell 
Operating Division and an Ameroco 
Division. Then Dickey, whose compa- 
ny had handled Shell products since 
1935, sold out his two-county jobber- 
ship to his supplier, and transformed 
his private brand, Ameroco, into 
Irans American 

Fast Start—Dickey already has 10 
stations under construction in Missis 
sippi, Alabama, Florida and Louisi 
ina. Contracts have been let for 10 
more. His present strategy calls for 
reaching the 100-station point within 
two or three years, the 200 mark within 
five to seven years. Says Dickey, “My 
goal is to be one of the largest Inde 
pendents in the South. We shall have 
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a high-level private-brand business 

Ihe real aim of Dickey’s new con 
cept philosophy is a market between 
the majors and the Independents. “My 
stations,” he says, “w..1 have quality 
and price.” He points to Kroger Gro- 
cery Stores as an example of the type 
of market he means: “My wife is com- 
fortable shopping at Kroger’s. So is 
my truck driver.” Dickey 
his customers will be in the $6,000 
$12,000 bracket. 

Blueprint—‘“The TAOCO operation 
will be a new type of independent 
with deluxe 


estimates 


service,” Dickey goes on, 
type stations on major highways.” To 
upgrade service and economy, remote 
control pumping systems will operat 
all dispensing units in a station from 
a centralized pump point 

Automation will be put to work 
also in a vend bar, which will serve 
hot or cold food to station customers 
at the drop of a coin 

Each station will have a big display 
irea and, in general, 400 ft. of front 
ige. Dickey favors the widest frontage 
he can get, believes it’s more attractive 
more efficient, safer. Minimum width 
will be 200 ft., maximum about 600 

[he stations will carry a limited 
accessory line—but not the conven- 
tional extras. “We are building for the 
future,” says Dickey. “We believe that 
the future means sealed lubrication 
puncture-proof tires, and 
that will send most motorists to spe 
At Dickey stations 


schedules 


cialists in washing 
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lube and wash bays will be conspicu 
ously absent. Tire repair equipment 
will be minimal 

Dickeyland will be studded with big 
glassy stations. Open-form multipump 
layouts will be ringed with separate 
salesroom 


truck 


streamlined buildings for 
restaurant, and in some cases 
drivers’ bunkhouse 

At his Nashville station Dickey has 
successfully combined service for both 
truck and passenger car trade. Most 
major marketers question whether this 
combination can be handled satisfa 
torily. It's not clear if all Dicke' 
stations will combine the 

Colors used by TAOCO are light 
yellow, dark blue, and scarlet. Its in 


crvice 


signia 1s an airborne ecagle 

Big Coverage—When his chain is 
ompleted, Dickey expects to market 
in all Southern states below the Mis 
ourt-Kentucky-Virginia line. An aide 
las TAOCO will sell a 105 


rasoline 


octane 

premium 
At the time of the Shell ile 

Dicke he tood at the 


of Nashville-area servic tation 


ime, doing about 1 million gal 
month. He turned over station 
to Shell and kept three for himself 
Ihe Shell transaction covered leases 
and equipment no fee properties 
Equitable Securities Corp 
Nashville, was the agent 

Ihe price of the Shell sale hasn't 


een announced. Estimates range from 
$1 million to $2 million. Dick 


were sold 
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he is keeping his 200,000-gal. bulk 
plant, but eventually will do away with 
it. Shell will supply his stations in the 
market area of Davidson and Wil- 
liamson Counties direct from terminal. 
Dickey says he hauled 98% of his 
gasoline from the Shell terminal. 

Dickey’s Story—Dickey, Sr., found- 
ed American Oil in 1935. When 
he died five years ago, his son took 
over. Volume then was 500,000 gal. 
monthly, over half of it commercial 
business, Much was open dealer busi- 
ness that was not controllable. 

When he sold out, Dickey says, only 
120,000 gal. of his 1.7 million gal. 
total volume was commercial account 
business. “I saw the handwriting on 
the wall as far as commercial accounts 
go when I entered the business,” he 
says. “Therefore, I decided to develop 
other business.” The jobbership served 
42 stations when Dickey took over. 
He had added thirteen by the time 
he sold. 

Dickey hasn’t named his supplier 
yet. He wants to handle a 98-octane 
premium, a 91-octane regular gasoline. 
He says he will buy as a broker, Dickey 
says. Technically, he is no longer a 
jobber—his new setup makes him a 
direct marketer. 

TAOCO has its own TBA or- 
ganization, American Tire and Re- 
cap Co, It’s a separate, wholly-owned 
corporate setup. 

Promotion-wise, Dickey made a big 
splash in the Nashville gasoline mar- 
ket last year with a successful Cadillac 
giveaway. That year he spent an es- 
timated $44,000 on promotion. 

Rival marketers have blamed Dickey 
for upsetting the price market. They 
say Shell was unhappy with his plans 
to market throughout the South, that 
the company wanted him to concen- 
trate on Shell markets in Davidson 
and Williamson Counties. Dickey said 
he got “two-way claustrophobia.” Shell 
told the press it planned to “keep the 
American dealer organization intact, 
and expand the marketing of Shell 
products still further in Nashville.” 
Its spokesman added, “We have en- 
joyed exceptionally pleasant relations 
with Gilbert Dickey, Jr... .” 

The first TAOCO stations opened 
in early October. One is a remodeled 
station at the main office in Nashville 
(Dickey plans to replace the main 
office with a $100,000 combination 
office and warehouse building). The 
other is the American Truck Stop 
in Lavergne, 12 miles out of the city. 
It's a $100,000 project that Dickey 
believes to be the only one of its kind 
in the nation. & 


34 


Station Men Want Selling Aids 


DuPont survey shows dealers welcome company help, 
hope suppliers will upgrade promotion, remodeling 


YERVICE STATION Operators are hun- 
J gry for how-to tips to boost their 
product and service sales, but many 
lack information on supplier policies 
and programs. 

These were among the major find- 
ings of DuPont’s latest survey on 
dealer-supplier relations—the third in 
a series of five studies on station oper- 
ations. 

Of the dealers surveyed, 45% said 
their suppliers had no training pro- 
gram—as far as they knew. Policies 
on bookkeeping and inventory were 
unknown to over 60%. About 40% 
didn’t know supplier policies on loaned 
equipment and its maintenance. 

The survey also brought out some 
gripes. Dealers want suppliers to mod- 
ernize present stations and improve 
company advertising. Such moves, 
dealers say, “would be of real assist- 
ance” in selling products and services 


SALES TIPS 


Meetings—DuPont’s survey says the 
average dealer attends two meetings 
yearly, is invited to three. It adds that 
43% of dealer employees attend two 
meetings yearly. Here’s the break- 
down: over 17% attend 4-10 meetings 
a year; 12% attend three; 29% attend 
two; 18% attend one; 22% don’t go. 

Nearly 90% feel the meetings are 
helpful. 85% say they use the tips they 
pick up. More than 31% use the sales 
advice and slightly more than 27% 
put advice on service into operation 

Publications—Nearly 73% of deal- 
ers say their suppliers have a dealer 
publication, usually a monthly. Of 
these, 72% read each issue. Of the 
readers, 76% say the publication helps 
them and 56% look for and get pro- 
motion ideas and service methods to 
use in their stations 

Representatives—Just over 70% of 
the dealers say company salesmen are 
helpful. But 17% say otherwise, and 
2% say their supplier sends no sales- 
men. 

Dealers who like company men say 
they get sales ideas, ideas on how to 
build more business through advertis- 
ing, general help, product information, 
data on new products and suggestions 
on station management 

But those who say company men 
aren't helpful give these reasons: Calls 
are too infrequent or are never made: 
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salesmen just call but offer no help; 
salesmen are too sales-minded; sales- 
men are too long on theory and too 
short on practical data. 


ADVERTISING 


Most dealers—54% of them—think 
their supplier's ads are “about as 
good” as others, and 30% say their 
ads are better. About 16% think the 
ads aren’t as good. Dealers feel adver- 
tising is important because it informs 
the public of new developments and 
increases customer acceptance; boosts 
business by bringing in new customers; 
makes the public more brand-con- 
scious; makes it easier for the dealer 
to sell products and services. 

The average dealer spends $211 of 
his own money a year for promotion 
At one end of the scale, 22% spends 
nothing. At the other, 4.5% spends 
$1000 or more yearly. 

Point-of-Sale—More than 75% of 
the dealers think banners, window 
posters, and displays are good and 
have used them. On giveaways, 48% 
say they are valuable, and 57% use 
them. 

Sixty-five per cent think folders and 
booklets are of value, and 52.2% use 
them. And while 88% say outside sta- 
tion displays are good, only 58% use 
them. Nearly 90% think pole signs 
are valuable, and nearly the same per- 
centage use them. 

When it comes to paying for most 
of these materials, 26% of the dealers 
are willing to pay all the cost; 20% 
would share the cost. But on folders 
and booklets, a higher percentage 
would rather share the cost 


SUPPLIER POLICIES 
Here’s the dealer box score—per- 
centage-wise—on how they feel about 
certain policies and programs: 


No policy or 
don’t know Like Dislike 
Rental arrangements 31.7* $7.0 11.3 
Advertising policy 2 76.2 11.2 
Competitive pricing 76.5 7.5 
Training program 
Bookkeeping aid 32.8 
Inventory aid 29.6 
Loaned equipment 55.3 
Maintenance of 
such equipment 39.3 55.8 4.9 
* Includes dealers owning stations and not 
involved in rental plans eB 


50.7 ) 
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COLORFUL and distinctive posters spice this Simon station's window display, as . . 


Travel Promotion Scores a Hit 


In Jobber’s One-Shot Campaign 


IMON OIL CO., a Gulf Oil Corp. 

jobber in Niagara Falls, N. Y. 
serving 35 stations in the area, 
changed the tune of its advertising 
policy this summer to put more push 
behind gasoline, oil and TBA sales and 
found it paid out 

Morton Dimet, sales manager of the 
company, says the one-week drive had 
these results: 

—Gallonage is up 100,000 gal. a 
month for two months and shows signs 
of staying there. 

IBA sales are high, with Gulf 
tires leading the parade. 

Dealers are satisfied. They want 
more co-operative ad campaigns, and 
are convinced that a_ well-planned 
drive means more money for them. 

—Gulf Oil is happy with the job- 
ber’s efficiency and the co-operation 
that exists between jobber and dealers. 


SWITCH IN PITCH 


Simon Oil’s promotion before this 
summer stressed heating oil and heat- 
ing equipment. A very small part of 
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the ad budget plugged gasoline, motor 
oil and TBA because the jobber felt 
that Gulf Oil’s television, billboard and 
magazine ads carried the ball on these 
products, 

Why Change?—Dimet says that new 
locations, new stations and better deal 
ers have raised his gasoline sales. When 
added to Gulf’s marketing policies, 
this heralds a continued growth. 

But a short high-speed advertising 
campaign featuring Gulf’s high-quality 
products and the better service that the 
motorists gets at Simon-Gulf outlets 
would win—and hold 
mers faster and result in a quicker 
build-up in the rate of acceptance of 
Gulf products at Simon’s stations than 
over a long pull. 

Personal Reasons—Up to last Fal! 
Dimet was in charge of fuel oil sales 
Now retail gasoline sales were his dish 
and he had a goal to meet 
1955 gallonage 25% over 1954 

He is on his way to meet that goal 
He converted five competitive station 


more custo 


Boosting 


to the Gulf banner, put in aggressive 
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dealers in other locations. And Gulf 
tires sales in the first four months ex 
ceeded the total purchases in 1955 


PROMOTION THEME 


The campaign's theme was ready 
made. Niagara Falls is a tourist spot, 
so why not plug the travel idea? Tying 
this in with better products and better 
service Offered at Simon stations and 
adding the business anniversary note 
the company started its 35th year in 
June—gave Simon Oil a neat promo 
tion package. 

lo push the travel idea, Simon Oil 
decided to offer customers free maps 
und other tourist information at its 
stations. Maps of all parts of the 
United States—city maps, too—could 
be gotten from Gulf’s Tourguide Ser- 
vice. But getting information on for- 
eign places would take a bit more 
work 

Dimet sent personal letters to for 
cign tourist bureaus in New York City 
and Washington and to consulates and 

mbassies in both places. The letters 
made this point: 

The material would be used in com 
mercial exploitation. But Simon Oil 
felt the maps and information on for 
cign tourist spots would add to the 
travel fever of the thousands who 


(Continued on p. 36) 





All in the Family 


Simon Oil Co. is a family 
operation that dates back to 1921 
when Simon Dimet, now com 
pany president, opened his first 
gasoline station in Niagara Falls, 
N. Y., five years after leaving 
Russia 

ihe elder Dimet’s three sons 
are active in the business. They 
are 

Morton Dimet, the oldest 
son, who is sales manager. He 
was the former head of the heat 
ing sales department 

fed Dimet, the second son, 
who is general manager and has 
complete say-so in the fuel-oil 
end of the business. Ted also 
supervises all service station re 
pair and repainting work. 

Gene Dimet, the youngest 
son, who has joined the company 
on a full-time basis now that he 
has his master’s degree from 
Columbia University Gene 
worked as a heating oil salesman 
during summer vacations while 
a student 
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(Continued from p. 35) 
visited Niagara Falls each year 
Co-operation—-The tourist bureaus, 
consulates and came 
through with maps, posters and post 
cards, They also sent additional items 
such as flags, luggage stickers, key 
chains and pictures of scenic spots 


CAMPAIGN PLANNING 


Simon Oil’s next step was to decide 
how to let the public know about its 
better products and service, the free 
tourist information and the company’s 
anniversary. Dimet decided to use all 


embassies 


local media including 

e The local newspaper. It had high 
local readership and was the source 
of much information for tourists. Six 
full-page ads were scheduled. There 
would push Gulf No-Nox gasoline and 
the other three would feature free gifts, 
IBA items and anniversary copy. 

e Radio announcements. With the 
help of a local disc jockey, Simon Oil 
came up with a recorded spot an 
nouncement in the theme of a carnival 
barker with carnival music in the back- 
ground, This plug was scheduled for 
use 15 times daily for a week. 

e Sound trucks. Iwo were hired to 
work three hours each evening for a 
week, The “script” would remind local 
residents and out-of-towners _ that 
Simon’s stations offered free tourist 
information for local spots as well as 
foreign places, 

¢ Billboards and signs. Simon Oil 
put all its regular billboards behind the 
travel campaign. Sidewalk poster signs 
were made for station use to invite 
tourists and local residents to “stop 
and see” the travel displays set up at 
each station. Dayglo signs were also 
put up in many areas of the city 


pointing to the general direction of 


such cities as Tokyo, London and 
Rome, giving the mileage from Ni- 
agara Falls, and carrying this message: 

fravel With Simon. Stop for a Map.” 

e Window displays. They were set 
up in such places as theaters, banks, 
florists—to stimulate the interest of 
pedestrians. Displays were also set up 
at the stations to attract attention 

e Letters. Simon Oil sent out per- 
sonal letters to foreign-language clubs, 
fraternal groups and to students at 
public and private schools to let them 
know where they could get information 
on foreign countries. 

Simon Oil also decided to give cus- 
tomers free gifts. A large bronze and 
glass candy dish was the gift for adults. 
For children, inexpensive toys, trinkets 
and games would do the trick. The 
extra material that came from tourist 
bureaus and consulates — luggage 
stickers, postcards, etc.—could be 
used, 

Cost—The promotion, Dimet says, 
meant an outlay of close to 50% of 
the company’s normal newspaper ad- 
vertising budget for fuel oil. 


DEALER INTEREST 


None of Simon’s 35 dealers was in 
the dark on the plans. Dimet sent out 
mimeographed letters telling them in 
detail what was up. 

Tie-in Ads—Because Gulf station 
dealers can get co-operative advertising 
funds to push TBA, Simon Oil asked 
its dealers to come in on the advertis- 
ing Campaign to feature those items. 
All station ads, Dimet decided, would 
be the same size—smaller stations 
would not be overshadowed — and 
would run in the local paper at the 
same time company ads appeared. 





The station ads would allow each 
dealer room to blow his own horn on 
the special services available at his 
station. A run-down of the dealer 
ads shows they plugged many items 
including minor repair work, car wash- 
ing and polishing, brake relining, muf- 
fler and tail-pipe installation, motor 
tune-up, wheel balancing, pick-up 
service, auto painting, and Gulf ma- 
rine products. 

Selling the Dealer—After all costs 
were figured out and prorated between 
Simon Oil and Gulf Oil, Dimet let the 
dealers know that it would cost them 
four times as much to stage a similar 
campaign on their own. 

As a result, of 35 dealers, 22 bought 
the whole promotion package and six 
others went into the deal for the give- 
aways only. 


SUPPLIER CO-OPERATION 


Dimet also let Gulf Oil know what 
was going on. He talked over cam- 
paign plans and showed sketches of the 
advertising copy to Edward Suor and 
Alex Grabhorn, manager and assistant 
manager, respectively, of Gulf’s Buf- 
falo district. They liked what they saw 
and said they would co-operate. 

Approval of campaign plans also 
came from Charles J. Guzzo, domestic 
marketing vice president; Jack Lenker, 
general manager, retail and jobber 
sales; E. Waldo Emerson, general man- 
ager of retail and jobber sales, New 
York sales division; Charles G. 
Collingswood, general manager of re- 
tail and jobber sales, New York di- 
vision; and Gordon L. Benjamin, gen- 
eral manager, direct sales, New York 
division. 


LAST-MINUTE DETAILS 


Simon Oil made sure that nothing 
went wrong at the last minute: 

Gasoline tank wagon drivers got 
a stepped-up delivery schedule so that 
no dealer ran dry during the cam- 
paign. 

Dealers were told to paint arrows 
into their driveways and to paint curbs 
heir stations got a personal inspection 
to see that they were in tip-top shape 
and that dealers and attendants had 
clean, neat uniforms on hand. Dealers 
were told to recheck their shelves and 
IBA stocks and to order low-inventory 
items at once. 

Station Appearance-—Geltting | sta- 
tions ready for the campaign, Dimet 


Pan.Am Tries ‘Ventilated’ Lubrication 


@ An open-air lube bay is a feature of the new Murray's Pan-Am Truck 
Stop, built at Jackson, Miss., by Pan-Am Southern Corp. The station includes 
a cafe, sleeping quarters and bathing facilities for drivers, and a truck park- 
ing area. Pan-Am is spending $500,000 for eight new stations in Jackson, 
all of them to be completed this year 


says, Was not too much of a job. It’s 
company policy to have them looking 
good all the time. Most of the stations 
had interiors painted in March and the 
all-out push to repair and paint the 
outsides was finished by the first week 
in June. ae 
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OLD-STYLE merchandising by 
Midland Co-operatives em- 
phasized idea of co-op buy- 
ing (above). But now the 
firm's stations have a new 


look (right), as 





Se Aine 


Dre nee A lie ote 


Co-op Marketer Starts Brand-Name Push 


ee 28 YEARS Of selling the 
ra Upper Midwest on a general 
idea—the benefits of co-op merchan 
dising—Midland Co-operatives, Inc., 
is Changing its tune. The Minneapolis 
firm is beaming a broad advertising 
program at selling something specific 
brand-named products. 

The regional supply co-operative 
will use daily and Sunday newspapers, 
farm magazines and radio as its pri- 
mary media in reaching audiences in 
Minnesota, Wisconsin, lowa, North 
Dakota and South Dakota. The 700 
local member co-operatives that own 
Midland will tie into the major “um- 
brella” campaign with strong point-of- 
sale advertising. 

A. J. Smaby, 


Midland’s general 
manager, calls the new campaign “an 
intensive brand name and retail loca- 
tion identification program.” He ex 


plains that the days of promoting 

“Co-op” brand products are over 

From now on, it will be “Midland.” 
What’s in a Name—Another Mid- 
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land official adds that this is the first 
time a farm supply co-op has decided 
to sell products by a specific brand 
name, “like the majors do.” With the 
stepped-up advertising campaign, Mid 
land believes it will be easier to build 
sales on a named-product basis than 
on the basis of the co-op idea 

“The complete program,” Smaby 
says, “includes a schedule of new 
brand names, new 
color schemes and symbols, and in 
creased attention to training of co 
operative employees in service to pa 
trons and in modern merchandising 

Service station signs will carry the 
Midland Products” legend in white 
on a book-shaped red background 
Bulk trucks and transports are red 
based white tanks with the Midland 
markings in what the company calls 
‘oily green.” Door panels bear local 
identification—the retailer's name in 
black on a white open-book back 
ground. 

lhe firm’s complete line of lube oils 


packaging, new 
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has been re-named and packaged in 
new colors. In order of detergency 
motor oils will be known as Premco 
Midco, and Supreme. Gasolines are 
Midland Regular and Midland Su 
preme 

Fuel oil is being treated with an 
additive that was tested in the past 
year by a number of member co-oper 
atives, and by the Midland control 
laboratory in Minneapolis. It makes 
its appearance this season as Midland 
Infra-Heat, with “Miracle 5-Way Ad 
ditive 

Operations— [he regional organiza 
tion supplies its retail co-operatives 
with all trade marks 
pump 


Station signs 


roadside = signs, globes and 
panels, local lettering on stations, and 
insignia and color banding on bulk 
tanks 

Midland produces its own oil prod 
12,000 b/d refinery at 
Cushing, Okla. In August it announced 
a $750,000 outlay for improvements 


there 7 


ucts at its 
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Union Oil Tells Station Men .. . 


One-Mile Magic Circle Has the Business 


a oi, co, of California says 
l its “Magic Circle” is the best- 
received merchandising plan the com- 
pany has ever tried. 1400 Union 
dealers are participating in a promo- 
tion program based on it. Sales 
department management is using it in 
forming station policy 

The Magic Circle itself is an area 
one mile in radius surrounding each 
Union station. Within — this 
Union's market researchers found, live 
90% of the station’s regular service 
customers, and over 50% of its regular 
gasoline customers. Union's sales offi- 
cials are letting this “primary trading 
area” guide them in: 

¢ Planning new retail development 


area, 


e Evaluating and improving exist- 
ing outlets. 

e Organizing direct mail and per- 
sonal solicitation work. 


GROUNDWORK 


Union developed its Magic Circle 
theory after studying surveys covering 
station buying habits of Far West 
drivers (Union markets chiefly in the 
seven western states, eight if Montana 
is included). 

Ihe company’s first step was to 
obtain a scientific sampling of service 
stations from active files of “800-D” 
service follow-up records kept 
by all Union retail outlets. A customer 
was considered active if his car had 


cards 
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been serviced at least four times in 
the preceding 12 months. Addresses 
of these customers were plotted on 
large-scaled maps. 

Discovery—-When the maps were 
completed, researchers mathematically 
computed the smallest area, common 
to all of them, that contained the 
largest share of regular service cus- 
tomers. They came up with the one- 
mile-in-radius Magic Circle. 

Such circles, or customer-clusters, 
point toward the most productive areas 
for future exploitation. They arm both 
dealer and supplier with facts to steer 
promotional effort toward areas that 
are potentially the most productive. 

Checkback —- The second part of 
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Union’s market research was designed 
to correlate the gasoline buyer with 
the Magic Circle. This was done 
through a program of customer inter- 
views at the pump island. Interviewers 
researched the customer's residence, 
buying habits (on both gasoline and 
service), volume purchased, whether 
cash or credit was used, and the make 
and year of his car. The items that 
went beyond direct gasoline buying 
were obtained as a cross-check against 
the record card analysis done in the 
first part of the research. 

In total only 30-40% of a given 
station’s daily sales volume came from 
within the Magic Circle. But the 
majority of everyday gasoline custo- 
mers lived within it. 


USING THE CIRCLE 


Possibly the most significant use 
Union has made of its Magic Circle 
findings is the direct mail and personal 
solicitation merchandising program 
that it has made available to its deal- 


ers. 

Dealers are offered eight direct mail- 
ing pieces. They select six of these to 
be sent to residents in the one-mile 
circle around their stations. One piece 
is then mailed every month, advertising 
the station’s services and products. The 


dealer's 
nently. 

The mailing is handled by an adver- 
tising firm. The dealer decides how 
many residents will be contacted. Mini- 
mum is 200. Some stations have 
ordered a list of 500, but the average 
is about 230. 

Payoff—-The key part of the Magic 
Circle promotion is personal follow-up 
on the mailing. To encourage this, 
Union offers prizes to dealers who hit 
“jackpot” names on their mailing lists 
with personal visits. 

Each dealer is supplied with a set 
of cards duplicating his mailing list 
As he makes calls he fills in the cards 
with information on the prospective 
customers, and sends the cards to 
Union’s Los Angeles office. For each 
list of 200 names, there are six 
selected at random by the home office 

that constitute a hit for the dealer 
By contacting all or some of these six 
the dealer can win tools, home appli 
ances, furniture or sports equipment 
J. R. Burrus, of Union’s retail sales 
promotion department sends a catalog 
of the prizes to wives of participating 
dealers, to give an extra push to the 
follow-ups. 

“We think the biggest asset of all is 
to be known,” Burns says. “People 
like to trade with someone they know 
and they like to be known when they 
drive-in.” The dealer is also en- 


name is displayed promi- 
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couraged to take along a small give- 
away item to leave with the prospect 
when he makes his call 

It Works—Burrus says the roll of 
1,400 dealers participating in the pro 
gram gives it the highest acceptance 
of any merchandising plan used so far. 
The program began April 30. Burrus 
says card returns show that dealers 
are active in their follow-up calls. 

Union’s past experience with pro 
motions has been put to work to per 
fect the Magic Circle Plan. The 
company has learned, says Burrus, that 
don’t like direct mail that 
bounces back. To assure a minimum of 
returns, the mailing firm checked each 
name and address with the post office 
The prize offer was put in to accent 
the importance of personal calls. Fin 
ally, Union backed up its sales talks 
to dealers with facts and figures from 
its market survey. One figure proved 
particularly convincing: the average 
new customer in a Magic Circle area 
is worth $85.80 per year gross profit 
to the service station 


dealers 





BRIEFS 





Since Standard of California is one 
of the companies that issues credit 
cards with a metal plate attached, the 
card is encased in a plastic holder. 
The company has taken note of the 
fact that some customers may give the 
cards hard enough service to wear out 
the plastic holders. Service stations are 
now supplied with card holders so that 
any customer who needs a replace 


ment can get one for the asking 


If you want to write your sales mes 
sage in letters of fire, there is a way 
to do it. A company on the West 
Coast will sell you a lamp that pro 
duces black light, a supply of chalk, 
crayon and other materials that glow 
when exposed to black light. The 68 
piece fluorescent Blak-Ray kit includes 
also colored = yarns, card 
boards, invisible ink, mechanical pen 
cil with invisible lead, and grease pen 
cils. The manufacturer is Ultra-Violet 
Products, Inc., 5114 Walnut Grove 
Ave., San Gabriel, Calif 


assorted 


Twelve-volt lamps now account for 
30% of the replacement demand for 
automotive lamps according to an 
analysis of sales for the first six months 
of 1955 issued by Tune-Sol Electric 
Last vear it was only 11.5% of the 
steadily now that 
1956 models have switched completely 


to 12-volt electrical systems. 


total. It will grow 
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A little practice in tire trading 1s 
used as a stunt at tire selling con 
ferences held for Humble Oil station 
managers. The merchandising special 
ist in charge of a meeting brings along 
two used tires. The tires are passed 
around among the men and each man 
is asked to name a trade-in price 


fo be sure dealers understand 
Standard of Kentucky's offer to pay 
for “where to buy them” headings in 
local phone books, the company is 
sending them illustrations of typical 
yellow pages. They are taken from 
existing telephone directories and show 
how dealers may pay for 
under any or all of three headings 
Standard Oil Products, Atlas 
and Atlas Batteries 


listings 


lires, 


Du Pont ennounces again this yea 
a program of legal enforcement of 
antifreeze prices in all states 


Zerone is fair 


retail 
having fair trade laws 
traded at $1.60 gal. or 43¢ qt. and 
Zerex at $3.25 gal. or 85¢ qt. In 
addition Du Pont will advertise sug 
gested retail prices in other states. Du 
Pont will also discourage resale of 
ntifreeze to employees of manufac 
turers, fleet operators and other large 
commercial users. Steps will include 
pointing out legal risks, avoidance of 
overselling such accounts and invok 
laws 


ine fair trade and commissary 


where available 


The California Oil Co. is the first 
marketer to have stations open on both 
sides of the New York Thruway 
Eventually Calso will have six stations, 
the maximum permissible for any one 
Nineteen other stations, are 
They will be 
operated by eight oil companies 


company 


now under construction 


Union O11 Co. of California has 
provided its dealers with a condensed 
‘asonal sales information 
Ihe chart shows the 
total sal 


quarter of the year on 10 groups of 


chart of 
percentage of 


normally expected in each 


p oducts 


Look for United Motor Service Div. 
of General Motors to become a more 
aggressive factor in the accessory re 
market A new staff of 


merchandising managers has been ap 


placement 


pointed and strong efforts will be made 
fo open up new distribution channel: 
such as oil marketing. Products in 
clude Delco batteries, Packard bat 
tery cables, Delco-Remy electrical 
Delco brakes and other 
Motors engine and 


components 
General chassis 


parts 
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Canopies are coming back in the Los Angeles Basin. 
This time they're bigger, brighter, costlier. 


The real question is on the line: Is it a trend? 
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By RICHARD R. ELWELL 
West Coast Editor 


[ Aypartanee CANOPIES are displacing 
open-form design as the hall- 
mark of big multipump operations in 
the Los Angeles Basin. 

That’s the opinion of Frank Urich, 
owner of Urich’s Serve Yourself Sta- 
tions and the man who fathered self- 
serves in the area. Urich, who helped 
spread the trend to open-forum sta 
tions after World War II, has been 
building giant-canopied stations for 
the past year 

John Rothschild, operator of several 
multipump outlets, says he wouldn't 
build an uncanopied station. “We used 
to use big signs,” he says. “Now it's 
canopies.” 

Ray Eddins, sales engineer for Cal 
steel Buildings, backs up these oil men 
“We are swamped with orders for 
canopies,” says Eddins. “It looks like 
everyone is going to have them before 
this is over.” 

What Have They Got?—Multipump 
operators, who are laying out up to 
$15,000 for the canopies, see one very 
special feature in a giant steel platform 
hovering over pump islands on slender 
columns. It isn’t practicality. It's pro 
motion 

Except in desert and wet-weather 
areas, Operators are not building cano- 
pies for sun and rain protection. One 
owner's comment sums up the real 
reason: “You ought to see that place 
at night. It makes the place across the 
street look like it’s closed.” 

Canopies are going up in Nevada 
and Arizona, too. One new unit in the 
desert, reports Ray Eddins, has been 
built with the station building as well 
as the pumps under a single floating 
canopy. “It’s not so much to keep the 
rain out of the operator's neck,” says 
Eddins. “It’s the sign effect and the 
lighting. If you don’t notice a properly 
lighted canopied station, you shouldn't 
be out driving—you're blind 

“Eye appeal is the main thing,” 


agrees Hugh Lacy, vice president of 
Urich’s. Another big benefit, he points 
out, is the lighting. “You never have 
to carry a flashlight in one of those 
stations,” Lacy explains. “The light is 
reflected and diffused under the 
canopy, and you can see everything 
under the hood.” Canopy undersides 
are made of white enameled steel 

Deep cornices on the canopies give 
them a massive appearance and offer 
pienty of advertising space. Explora 
tion of these display possibilities ts 
only beginning 

Who Has Them? Super-canopies 
are not new in the Los Angeles Basin 
Hane Bros., private brand operators 
built them some time ago on big-traffic 
arterials in Hollywood and the San 
Fernando Valley. A monster canopy 
reputedly costing $13,500, was erected 
over five islands of a station in Holly 
wood known as Tide Oil Co 

But under the influence of big oper 
ators like Frank Urich, the idea seems 
to be spreading more rapidly today 
According to Eddins, the largest 
canopy in the area (and probably in 
the world) was installed recently on a 
Marty Anenberg multipump, the San 
Vista Oil Co., in Burbank, Calif. It 
measures 25 ft. wide, 175 ft. long 

How Are They Built? Today 
canopies dwart their pre-war ancestors 
Ihe difference is in proportion to the 
disparity between multipumps and 
conventional stations. Newly con 
structed Urich units are constructed 
of steel and cover three pump islands 
They are 70 ft. long and 25 ft. wide 
with a 3% ft. cornice. Four 10-inch 
steel columns at the ends of the out 
side pump islands support the canopy 
and provide a convenient span for 
large signs 

In most new constructions the trend 

a single line of parallel pump 

islands completely covered by the 
canopy Maximum truck height in 


California is 13 ft. 6 in., and canopies 


(Continued on p, 42) 


BIGGEST CANOPY in Los Angeles Basin is at Burbank, Calif. 
Structure spans seven pump islands, was built last March 





—fe stations 


BRIGHT LIGHTS in canopy of Urich Oil Co. station in Garden 
Grove, Calif., makes dazzling sight for motorists. Strings 


(Continued from p. 41) 
generally stand higher than 14 ft. to 
allow clearance. Some have supports 
at each island, some bridge islands 
with unsupported spans. 

Canopies in new Urich-built stations 
are accompanied by other design in- 
novations, Lube bays and sales build- 
ings are all-steel. The sales rooms are 
cut down to the exact size needed for 
TBA supplies. 

Today’s multipump units are com- 
monly built either with canopy or with 
provision for one later, says Eddins 
Planning for a canopy requires routing 
of all lines so that space at the end 
of the island is left free for the canopy 
column footings. To withstand heavy 
wind loads the footings must be 4-5 ft. 
square and sink 6 ft. underground. 

What’s the Price?——Ray Eddins says 
the cost of a multipump unit, exclud- 
ing real estate, is increased by a third 
if a floating canopy is included. Cal- 
steel, fabricator of the new Urich sta- 
tions and canopies and “about 95%” 
of other big canopy jobs, says Urich’s 
type of canopy costs $9,000-$10,000 
erected, with lighting and other wiring, 
plumbing, and footings extra. 

The bill can run a lot higher—even 
higher than $15,000 — depending on 
the size of the structure and the prob 
lems involved in erecting it. “But, 
Eddins contributes, “most of the peo- 
ple we build for say they expect the 
canopy to be paid for in about a year, 
by increased business.” 

And many operators do believe that 
an eye-stopping canopy can hike busi- 
ness almost single-handed. Urich Oil 


42 


TES + BATTERIES --tuer: 


Co., a chain of 16 stations owned by 
Frank’s brother, Al, has almost com- 
pletely done away with elaborate pre- 
miums to promote sales. In neighbor- 
hoods where premiums are prevalent, 
Urich stations have a standard practice 
of confining giveaways to Cigarettes 
and candy (the company gives an auto- 
mobile away in a bi-monthly drawing, 
but considers this advertising) 





Here’s How They do it in Texas 


@ A translucent plastic canopy juts out over the drive at a new Continental 
Oil Co, station on the Rio Grande at Hidalgo, Tex., to cut down heat while 
admitting light. Sales room, customer lounge and over-sized restrooms are 
the help of outside architects, the company says. The cost is reported con- 
siderably higher than for a conventional station, but low for a luxury outlet 
he style will be used only at locations with a high transient volume 


of fluorescent lighting installed in 70-ft.-long span allow 
night men to service engines, check oil without flashlight 


Frank Urich and his vice president 

their company is now a station 
building and leasing concern are 
sure they’re in the middle of a real 
trend. “The service station is a con- 
stantly evolving thing,” says Lacy. 
“We think the trend is toward canopies 
now, we don’t know what it will be 
next, but we know you have to keep 
up to be successful in this business.” @ 
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Another Ashland first... for you 


OCTANES 


FLYING A gpland 


FLYING 
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NOW BOTH ARE 
Detergent GASOLINES 


A proved customer-catcher, business builder in Ashland Ethyl! 





Now the same detergent in Ashland Flying Octanes to give you, 


the independent, the greatest sales story in years Jand 
For any customer, don’t give him less than an Ashland detergent 5 — OIL 
gasoline, the first gasolines to do something about harmful engine PRODUCTS 


deposits. They drive ‘em out the exhaust pipe while you drive. 
Can any alert independent afford to miss this band-wagon ? 


ASHLAND OIL & REFINING COMPANY 
Home Office: Ashland, Kentucky 


ALTON, itt 2616 E. Broadway, BUFFALO, NY 800 Ellicott Square, CHICAGO, ILL 122 S. Michigan 
Ave CINCINNATI O 1402 Fed. Reserve Bank, CLEVELAND, O Standard Bidg . DETROIT, MICH PO 
Box 6025. EVANSVILLE, IND 2500 Broadway. FINDLAY, O P.O Box 210. LOUISVILLE, KY 

JO Dumesml. NASHVILLE, TENN 5 — Main. PADUCAH, KY. PITTSBURGH, PA Jil Park Bidg 


The Independent Brand for Independents 
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® This month the wraps are being 
taken off the results of an Idaho road 
test being made for the Western 
Assn. of State Highway Officials 
Outstanding conclusion will be to 
the effect that heavier axle loads are 
causing the most to high 
ways. 

SIGNIFICANCE: This may strengthen move 
for truck size and weight limits in up- 
coming highway bills and will furnish 
arguments for truckers to bear greater 
share of highway user taxes because of 
their wear on roads, 


damage 


® Robert A. Wightman has replaed 
Herman small 
specialist for the Armed 
Purchasing 


business 
Services 
Agency in 


Fowler as 


Petroleum 

Washington 
SIGNIFICANCE: Wightman brings to the 
position a strong background in govern- 
ment oil purchasing, with Petroleum Ad- 
ministration for War, Army-Navy Pet 
roleum Purchasing and ASPPA, plus ex- 
perience in oil marketing with a major 
company and as an independent oil 
marketer, 


@ The government is considering 
letting contracts for pipe line con 
nections to six more U.S. Air Force 
bases—four in the Southwest, one 
at Shreveport, La., and one at West- 
over, Mass. Two others—at Wichita 
and Salina, Kans.—-already are being 
served by pipe line hookups. 
SIGNIFICANCE: If the connections are 
made there will be virtually no chance 
for jobbers in these areas to bid on oil 
needs for the bases. 


@ Westland Oil Co. which operates 
$1 service stations and 28 bulk plants 
in North Dakota and Montana, has 
submitted the high bid for the 1,500- 
b/d refinery of the bankrupt Willis 
ton Basin Refining Co. in Williston, 
N.D. 

SIGNIFICANCE:If the bankruptcy referee 
approves the Westland bid, it will give 
the company an assured source of sup- 
ply in fast-growing marketing territory. 


@ Gas appliance manufacturers pre- 
dict that gas heat will be going into 
2 million more homes during the 
present heating season and the fol- 
lowing one 

SIGNIFICANCE: Oil heat men will be facing 
constant and growing competition in the 


next two years. 
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@ Julius Nasch, former New York 
manufacturer who has moved to 
California, has acquired three multi- 
pumps in eastern Los Angeles. Nasch 
is reported to be seeking high-volume 
outlets, but plans a conservative mar- 
keting policy, compared with policies 
laid down by some of the previous 
operators 

SIGNIFICANCE: Nasch may be a stabiliz- 
ing influence in a volatile area where 
one price-cutter can jar the price structure 
of a vast market 


@ The first dozen of about 40 service 
station dealers and other witnesses 
are being heard in Boston by a spe- 
cial federal grand jury empaneled to 
study the gasoline marketing situa- 
tion in Greater Boston. 
SIGNIFICANCE: All major companies 
marketing in the Boston area are expected 
to become involved in the hearing, which 
was described by U.S. District Judge 
W. T. McCarthy as a probe into alleged 
gasoline price-fixing. 


@ The Bargaining Policy Committee 
of the Oil, Chemical and Atomic 
Workers Union, which lays down 
policy guides for its locals, is meeting 
this month in Kansas City to discuss 
“a general wage increase for all 
workers in the oil industry.” Presi- 
dent O. A. Knight said he would not 
predict what the committee will do, 
but that, “the committee will have 
full authority to determine our 
course of action.” 

SIGNIFICANCE: Because OCAW leaders 
have said they consider a 10-cent wage 
hike granted last March as a raise due 
in 1954, the union chiefs may be getting 
ready to launch an all-industry wage 
drive early in 1956. 


@ American Oil Co., marketing sub- 
sidiary of Standard of Indiana, will 
begin marketing its gasolines at serv- 
ice stations shortly after the first of 
the year. Amoco is building a bulk 
plant next to its Texas City refinery 
and the first of its new stations is 
being erected in the Texas City-Gal- 
veston area. Amoco motor oils and 
lubes have been available to motor- 
ists in Texas since 1952. 
SIGNIFICANCE: Success in establishing a 
gasoline marketing territory in Texas may 
signal a march through the Southwest 
states into California. 


NATIONAL 


@ Central States Petroleum Union, 
in convention last month at Indiana- 
polis, sidelined plans for wage in- 
crease demands, but voted to send 
observers to the Cleveland conven- 
tion of the Confederated Unions of 
America—comprised of independent 
unions in various industries. 
SIGNIFICANCE: The CSPU observers will 
sound out interest in a coalition of all 
independent oil unions in the United 
States. 


@ Standard Oil Co. (N.J.) and five 
of its affiliates have organized the 
Esso Education Foundation to help 
privately supported colleges and uni- 
versities. The Foundation will start off 
with pledges of $1.5 million for 1955 
Last year Jersey Standard and _ its 
affiliates gave $1 million for educa- 
tional aid. 

SIGNIFICANCE: This gives a big boost to 
the industry’s campaign to help private 
colleges overcome their financial plight. 


@ Tire Retreading Institute is the 
name of a new division set up by the 
National Assn. of Independent Tire 
Dealers at its annual meeting last 
month. Shops that meet TRI stand- 
ards will be authorized to display the 
IRI seal and vulcanize its medallion 
into retreads. 

SIGNIFICANCE: Marketers can expect a big 
consumer advertising campaign to sell 
retreaded tires. A possible byproduct will 
be better demand and higher prices for 
trade-in tires. 


™@ McKales Corp. of Seattle, has 
definitely dropped plans to lease its 
43 service stations in the Pacific 
Northwest to Union Oil Co. McKales 
has elected three new members to its 
board of directors and has issued 
official word that it will no longer 
consider lease negotiations. 
SIGNIFICANCE: McKales will remain one 
of the largest independent oil jobberships 
in the three-state territory. 


@ Pure Oil Co. has held a three-day 
training conference for operators and 
prospective operators of truck-stop 
stations. The meeting covered prod- 
uct information and the techniques 
of dealing with the truck trade. 
SIGNIFICANCE: The growing potential of 
the truck market is convincing other 
major companies that they should give 
more serious attention to truck-stop sta- 
tions as a bigger part of their marketing 
setups. 
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Tue climax to your service for cus- 


tomers comes when you read the com 
puter and announce the amount due 


This is when you want a dial face that 


is easy to see from any angle day or 


night. For highest legibility —and most 
modern styling —install SMITHway 
Dispensers—the only dispensers with 


self-contained brilliant illumination. 


Modern styling. Wide-angle visibility 
Stainless steel scuff plate. PM-2 Meter 
with double warranty. Many additional 
features. See nearest representative o1 


write for Bulletin 175 


Through research ‘5 a better way 


Se oe a Pe eer eS € YS 


Factories: 5715 Smithway St., Los Angeles 22, Calif; P.O 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1. International Division—Milwaukee 1, Wis 
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A GENERAL MOTORS PRODUCT sl A UNITED MOTORS LINE 
(wcrens } 


DISTRIBUTED BY WHOLESALERS EVERYWHERE | 
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Beats SubZoro Weather! 


NEW NO. 1933400 SPECIAL RESISTOR 


DELCO-REMY 


November, 


FOR DELCO-REMY 12-VOLT 


PASSENGER CAR IGNITION SYSTEMS 


GUARDS WINTER STARTING ABILITY 


1955 « 


Here’s the engineered answer to sub-zero weather starting 
problems resulting from burned distributor contact points in 
Delco-Remy 12-volt passenger car ignition systems the new 
Delco-Remy No. 1933400 special ignition resistor. This special- 
duty unit solves such problems at the source by protecting contact 
points from the abnormally high primary currents which often 
occur during prolonged, extremely cold weather. With a No. 
1933400 resistor on the job, contact points stay clean and continue 
to operate at summertime efficiency even in sub-zero weather, 
thus assuring easier starting, better ignition, longer point life. 


Installation is quick and easy. For cold weather protection just 
replace the standard resistor in a Delco-Remy 12-volt passenger 
car coil-and-resistor ignition system with a No. 1933400 special 
unit. No other changes are necessary. 


CAUTION: Use No. 1933400 special ignition resistors only in 
Delco-Remy 12-volt passenger car coil-and-resistor ignition 
systems. Do not use with 6-volt coils or with 12-volt coils 
designed to be used without a resistor. 


fi 
Delco-Rem 


ELECTRICAL SYSTENMS 


J 


DIVISION OF GENERAL MOTORS ANDERSON 


NATIONAL PETROLEUM NEW 


INDIANA 
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A_ GENERAL MOTORS PRODUCT tors A UNITED MOTORS LINE 
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DISTRIBUTED BY WHOLESALERS EVERYWHERE 
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Gub-Lero Weather 


NEW DELCO-REMY MODEL 1115400 
IGNITION COIL ANSWERS “‘BLUED POINT’’ PROBLEM 


IN 6-VOLT AUTOMOTIVE ELECTRICAL SYSTEMS 


Here’s the engineered answer to winter starting troubles 
resulting from burned distributor contact points in 6-volt 
systems-—-the new Delco-Remy Model 1115400 ignition coil. 
This special-duty unit solves the problem at the source by 
protecting the contact points from excessive primary currents 
which cause destructive oxidation. With a Model 1115400 coil 
on the job, contact points continue to operate at summertime 
efficiency even in sub-zero weather, thus assuring easier starting, 
better ignition, longer point life. 


Here’s more good news! A Model 1115400 ignition coil will also 
keep contact points working more efficiently at all tempera- 
tures in “problem” installations such as taxicabs, door-to-door 
delivery trucks, and other vehicles customarily operated at 
low speeds and subject to excessive engine idling. The reason 
is the same—prevention of excessive primary current means 


less point deterioration. 


The new Model 1115400 is the latest addition to the famous 
Delco-Remy line of oil-filled service coils—has all of the 
“eight ways better’ features, too! The complete line is available 
everywhere through United Motors distributors. 


Delco-Remy 


ELECTRICAL SV 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS © ANDERSON, INDIANA 
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Can you guess the year? 


eevee eeeew eee eeeee eee eeeeeeeeeereeeeeeeene 


it was the year when “The Four Horsemen” led 
Knute Rockne’s Notre Dame team to a spectacular 
undefeated and untied season . . . when Howard 
Carter opened the 3400-year old tomb of King 
Tut-ankh-amon in Egypt... when the Hudson River 
Bridge, longest span in the world at the time, was 


completed. 


We have a particular reason for remembering 
the year because it was then that Gulf became 
the first oil company in the U.S. to use the seis- 
mograph method in hunting for oil and suc- 


ceeded in finding it by this method at the Or- 
chard Dome well in Texas. 

If you guessed the year 1924... you’re right. 

In that year, 15.4 million passenger cars con- 
sumed 6% billion gallons of gasoline. In 1954, 
just thirty years later, the domestic demand for 
motor fuel had increased five times—33.4 billion 
gallons of gasoline for 48 million cars. 

This staggering increase in demand from but 
a single part of the market illustrates why fore- 
sight in the oil industry is so vital to fulfilling 
the petroleum needs of a growing nation. 


GULF OIL CORPORATION + GULF REFINING COMPANY 
GENERAL OFFICES: PITTSBURGH, PENNSYLVANIA 
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Built lo anda thee Meohued OTHER PRODUCTS OF STANDARD STEEL 
\ Sta ard ASPHALT DISTRIBUTORS BURNERS POWER AND TRACTION DRIVEN CONSTRUCTION 
‘ BROOMS ... MAINTENANCE DISTRIBUTORS TAR KETTLES AGGREGATE SPREADERS 

¢ STREET FLUSHERS.... PIPE LINE EQUIPMENT SUPPLY TANKS 


SHELVING HARDWARE 
AND AGRICULTURAL EQUIPMENT 


Standard Steel Works calee Kansas City, Mo. 


wood, N. J. + Spartanburg, $. Car. 
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important 
advantages 


whim 
you. Al 


SEIBERLING 


TIRES 


here’s no other franchise in the tire 
business like Seiberling’s Oil Jobber 
Franchise for building a big tire business 
with satisfied customers. 
Tire sales come faster and easier when you 


have these twelve Seiberling advantages: 


1. COMPLETE TIRE LINE . . . no missed sales. 


2. PRICING STRUCTURE that makes you 
COMPETITIVE. 


3. UNCONDITIONAL GUARANTEE . . . road hazards 
included. 


Your dealers make ON-THE-SPOT ADJUSTMENTS. 
Little or NO SAME-BRAND COMPETITION. 
SEIBERLING IDENTIFICATION that ‘‘stands out.”’ 


TIRES WITHIN 24 HOURS. 
EXCLUSIVE PRODUCT-SELLING FEATURES. 


4. 
5. 
6. 
7. BUDGET SELLING SUPERVISION supplied. 
8. 
9. 
Oo. 


1 COST-SHARED ADVERTISING and 


MERCHANDISING. 


11. Sales help from FACTORY and SALES 
REPRESENTATIVES. 


12. YOU MAKE MORE PROFIT WITH SEIBERLING 
PRODUCTS! 


We would like to talk with you and see if we 
can match our products and programs to your needs. 
Our franchise is tailored to individual requirements. 


Please let me know if you are interested. 


L. M. SEIBERLING 
Vice President in Charge of Sales 
Seiberling Rubber Company, Akron 9, Ohio 
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“OUR 55 GILBARCOS ARE 
A BLUE CHIP SERVICE 
STATION INVESTMENT” 


hed 


_ 


a * 
TIME SALE 470015 
4405, 7005, A 
a te ae 
1 eet A AEC 


THIS MODERN station, one of 22 owned by the Schneider Oil MR. Leroy scHneiveR, |’ resident 


( ompany, Irie = Roanoke, Va., use 6 Gilbarco pump wit tell below what he think ot 


Sell-A-Vision, an exclusive Gilbarco feature his Gilbareo Calco-Meter 


“We started installing Gilbarcos in 1948,” says Mr. Schneider. 
“We haven’t a complaint in the world about them and think they’re 
terrific. The Sell-A-Vision feature of Gilbarcos has been put to 
good use at our stations. This, along with the fine modern lines of 


our Gilbarcos, helps individualize our stations and increase our sales. 


“And it’s certainly more than luck that our Gilbarcos stand up so 
well. We use many of them a full 24 hours a day, yet they require 
surprisingly little maintenance. They’re certainly a blue chip 


service station investment.” 


Every gasoline marketer who has used Gilbarco pumps has found 
them to be “blue chip investments.” Why not send for our 


color-illustrated brochure? When you go over it you'll understand 
Gilbert & Barker 
Mig. Company 


West Springfield, Masse. 
THE WORLD’S MOST WIDELY USED GASOLINE PUMPS Toronto, Canada 


why Gilbarcos are: 


November, 1955 + NATIONAL PETROLEUM NEWS 





just 
as 
Simple... 


as Simon, the PIE* man can tell you... 





Progress truck tanks are always the best buy in all ways. 





Progress custom built tanks give you exactly 
what you need .. .no frills or extras. 


Built to your specifications in any capacity. 


MANUFACTURING COMPANY, INC. 
ARTHUR: ILLINOIS 


oe PROGRESS INDUSTRIAL ENGINEER 


E , * itsaiiaaaas 


Mttteanagias va 
MODEL 97°Special, Hs te, 
3500 Gallon oh y 


2 compartment é 
Truck Tank, 2” 
pumping equipment, 
175’ of 1%" hose, 
65 GPM at nozzle, 
mounted on 1955 
Diamond T 102” C-A, 
Cunningham Oil 
Co., Chicago. 
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repeat business across the 
nation with the new-day 


motor oil of 





NEWS 


Be HIGHEST OCTANE 
a PERFORMANCE 


Up to 40 more miles per tank- 
full of gasoline is a proven claim 
for Veedol 10-30 Motor Oil. 

xtra high detergency assures 
a cleaner, smoother-running 
engine. Kasier starting — longer 
battery life—quieter hydraulic 
valve action—these are perform 
ance facts that keep your motor 
oil business booming. 

Veedo! 10-30 in the famous 
blue and gold can... display it 
prominently for steady, profit- 
able repeat business. 


TIDE WATER 
—afer ASSOCIATED 
OilL COMPANY 


ee ut ee ee Houston Tulse 





~ B.E.Goodri 


20% 


now has a new hose that’s 20 
much more 
truck hose of the same size and speci 
fications. This means easier connec 
tions, less strain for your drivers even 
with a ” hose like the one shown in 
the picture 

But here's the really big news! The 
10% saving in weight, the added flex 
ibility, and new lightweight couplings 
make possible for the first time a really 
practical 4” size hose. It's a hose so easy 
to handle and carry that one man can 


S6 


Gy 
5 


ighter B. F. Goo 
speeds fuel oil deliveries 


F you're sll using heavy, hard-to 
| handle hose on your fuel oil trucks, 
this ad will interest you. B. F. Goodrich 
lighter 
flexible than other tank 


unload it, hook it up, and reload it 
on the truck without help. By using a 
larger size hose, 
faster deliveries, more per day 

It's the use of high tensile nylon 
cord in the reinforcement that makes 
the hose lighter and so flexible it can 
take a sharp U-turn—even an O-bend 

without flattening 

Special rubber compounds make the 
tube of the hose completely oilproof 
There's no danger of swelling and 
flaking even when (as showm in the 
picture) the hose is carrying No. 6 fuel 
oil that’s heated to 100°F. The thick, 
tough cover is built for rough use, too. 


NATIONAL 


trucks can make 


FIRST 


Vhoto courtesy Sunrise Oil Co., Ine., College Point, L. 1., N. Y. 


rich hose 


Dragging it over concrete or gravel 
won't harm it. Letting it stand in gaso- 
line, oil or grease won't damage it 

This new B. F. Goodrich hose ts 
known as Type 82-A—an improved 
hose that’s easier to handle, can make 
faster deliveries, and reduce operating 
costs. Let your B. F. Goodrich distrib- 
utor tell you more about it, or write 
The B. F. Goodrich Company, Dept. 
M-502, Akron 18, Ohio. 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 
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Ma Solintee 


Sete a 


Eliminate 
Product Loss 


.Assure Positive 
Flow Control with... 


Rockwell-Nordstrom Valves 





RELIEF TO STORAGE TANK 


Where vapor build-up on lines exposed to sun 
heat are o threat to lines and fittings, this 
Rockwe!l-Nordstrom valve with pressure relief 
fitting in the plug allows excessive back pres 
sures to safely relieve back into the storage 
tank. Pressure relief plug fittings ore available 
on valve sizes from 2” to 12”. 


Rockwell-Nordstrom 


petroleum marketing installation because they are 


valves assure safe, leakproof service in any 


sealed with 
pressurized lubricant. This tough film of lubricant between the plug 
and body is continuous and much more dependable than the meta! 
to-metal seal on ordinary valves where a tiny scratch often means 
leakage. 

Flow control is always positive with Rockwell-Nordstrom valve: 
because they operate with a smooth, lubricated one-quarter turn. On 
wrench operated models the wrench position tells at a glance if the 
valve is open or closed. And in larger sizes gear operation is two to 
five times faster than ordinary valves. 

Rockwell-Nordstrom valves are the original lubricated plug valves 
They are available in wrench, gear and power operated models in a 
complete range of sizes and pressure-temperature ratings. For more 
information on trouble-free, dependable valve service in any market 
ing operation, write today to: Rockwell Manufacturing Company 
Pittsburgh 8, Pa. Canadian Valve 
Limited. 


Licensee: Peacock Brothers 


ROCKWELL-Nordstrom VALVES 


LUBRICANT SEALED FOR POSITIVE SHUT-OFF 





a 


A truck meter handles $75,000 or more each year... 

a bulk meter may deliver its own value in half an hour! 
Sustained meter accuracy and low maintenance 

easily outweigh all other considerations in the 

selection of a meter 


al 


How to look for 


SUSTI NE 


Balanced 
Prassure 


Red Seal's double case design completely eliminates Seal between oscillating piston and chamber in Red 
ony distortion that may be caused in the measuring Seal Meter is of the capillary type... thin film of 
chamber by line p e or by normal stresses set up liquid whose thickness is carefully controlled by pre- 
in the piping syetem, Prevents binding, inaccuracies, cision machining, Eliminates metal-to-metal wear, 
and uneven chamber wear. provides constant, positive seal, 








Dirt in the ing el t is @ frequent cause of Patented Red Seal “Gear Shifter’ firmly locks calibra- 
trouble in any meter, Here's where Red Seals save, tien in position with precision gears, It positively can- 
for occasional particles won't damage the Red Seal not drift or get out of adjustment. Sealers like it be- 
chamber. The chamber is easy to remove and clean. cause it is so easy to adjust when required... and 
There is no complicated mechanism te get out of ad- it's seldom required. 

justment, 
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The one most important feature of a meter 





60,000,000 gallons . . . trifling wear 


“Red Seal bulk plant meter required calibration shift of 
only one hole to compensate for wear after 60,000,000 
gallons,” reports a Wisconsin gasoline bulk plant. 


Repair costs only 69 cents/year 

A 2” Red Seal gasoline meter installed in 1932 by a Ten- 
nessee jobber needed minor repairs after 18 years of hard 
work. Cost: $4.41 for material, $8.00 for labor. Average: 
69 cents a year! 


12 year old meters made good as new 

Thirteen 3” and 4” Red Seals 12 years old were sent to 
Neptune by a New York marketer for servicing. Only four 
required new chambers . . . others required only minor 
parts to make them good as 1ew. 


Installed 1939 .. . still perfect accuracy 
“Installed in 1939, 2” Red Seal tank truck meter with 
original measuring chamber shows so little wear it requires 
change gears only two steps away from original setting for 
perfect accuracy,” shows record of Indiana gasoline jobber. 


Trusts Red Seals 6 times longer 


After switching 22-plant system to Red Seals exclusively, 
a large Pennsylvania marketer found it necessary to check 
the meters only once in six months . . . with previous meters 
he had to do it every month! 


.. . Ask your neighbor 


Each year your meters must accurately account for 
products worth up to 300 times the cost of the 
meters themselves! It's mighty important to keep 
them in tip-top condition with periodic accuracy 
tests. 


It's so important to you in terms of dollars that 
we recommend you keep simple records of accu 
racy tests and maintenance required. You'll quickly 
find that some types of meters require more ad 
justments than others . some need replacement 
parts sooner . . . some have to be scrapped years 


earlier because of the high cost of maintenance. 


Prove to yourself what sustained accuracy means 
to your pocketbook and you'll soon be satis 
fied only with Red Seal meters for all your trucks, 


loading racks and terminals 


You'll find, as many other oil companies have 
found, that it pays to specify Red Seals 








NEPTUNE METER CO. 19 West 50th ST., NEW YORK 20, N.Y. Canadian Factory: NEPTUNE METERS LTD. Toronto 14, Ont, 
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Specify Milvaco valves... 


one source for all service 


HOSE NOZZLE VALVES 


MODEL U-14-5-8 
FOR METER PUMPS 


Rugged, die cast body. Rigid 
tube. Non-slip positive seat 
ing for accurate metering 
Reversible Permadisc design 
eliminates disc distortion 
Non-chattering even at full 
flow 


MODEL P.2010 
; FOR BULK DELIVERY 


Milvaloy nozzle body. Full 
capacity flow. Dual poppets 
and two-stage fulcrum lever 
For gasoline or fuel oil. 100 
mesh strainer, dust cap and 
ground cable 


MODEL P.2040 
FOR FARM TANKS 


Bronze body and tube. Spe 
cially designed for tull gravity 
flow on overhead tanks. Posi 
tive closure. Permanent-type 
packing. Long-wearing dis¢ 
Adaptable to 15-lb. pressure 


MODEL P-2760 FOR 
UNDERWING FUELING 


Approved and used by major 
airlines. Ends over-wing fuel 
ing hazards, 100-mesh strain 
er removable for cleaning 
without detaching nozzle 


GATE VALVES 


MODEL P-2690 
SCREWED TYPE 


Bronze by-pass pressure-re 
lief valve. Relieves excess 
back-pressure around disc to 
inlet side 


MODEL P-2654 
FLANGED TYPE 


Milvaloy. Rising stem. Dou 
ble disc design ends seating 
troubles. Bolted bonnet 
Square or round flanges 


MODEL P-2677 
VICTAULIC TYPE 


Bronze. Rising stem. Bolred 
bonnet. Double disc for posi 
tive closure, longer seat life 
150 lb. W.0.G 


MODEL 

P-901-U 

LEVER 
THROTTLE } 
TYPE | 


Bronze Quick 
opening, self clos 
ing type. Double 
disc finds natural 
seat with less fric- 
tion. Screwed ends 
Underwriters ap- 
proved 


TRUCK TANK FAUCETS MISCELLANEOUS VALVES 


Every Milvaco truck tank 
faucet gives you all these 


advantages 
MODEL P-2965-L 
® Straight-line flow for EMERGENCY VALVE 


quick delivery Bronze. Self-closing type 


Permadisc construction to Positive protection in case 
eliminate disc distortion of fire 


Reversible disc to save you 


neney MODEL P-2920 


LINE LOADING 


Easy adaptation or change VALVE 


from straight to angle inlet 


Available with safety cap 
and standard adapter for 
quick hose coupling 


Bronze. Shockproof action 
Dual poppets. Renewal discs 
replac aie without removing 
valve from line 


MODEL P-870 — 22'/,° 
screw type faucet 


MODEL P-324 
COMBINATION STOP 
MODEL P-890 — straight, AND CHECK VALVE 

flanged faucet 
Milvaloy, dual-purpose val- 
ve. Round flanges. Bolted 
bonnet. Composition disc 


MODEL P-8695 — 
65° flanged faucet 


MODEL P-2615 
MANIFOLD CROSS VALVE 
MODEL P-851 — locking 
type faucet with Bronze Screwed ends. Bolte 


safety cap, less handle | 


Donner 


mMposition 11S 


© matter how or where valves are used in oll 

handling, there’s a Milvaco valve, nozzle, faucet 
or fitting for that particular service 
Milvaco valves give you quick control, maximum flow 
And only Milvaco valves are made with weight-saving 
Milvaloy, the chemically resistant, non-sparking, mod- 
ern alloy that meets ALL your exacting requirements. 
Specify Milvaco get the right valve for every job! 

Write today for catalog gi 55. 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 
2379 South Burrell Street ° Milwaukee 7, Wisconsin 


a » " m pees Ru cue 
CE a gs paar 


Positive-action 


ceanes. cour. ee sllgaallliags ime! 
THE MARK OF PERMANENT QUALITY 
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NATIONAL CAN 


ON THE MARCH... 





... fot only developing 
better cans —for more 
products in the future 
but also improving 
today’s methods, 





materials and 
techniques 

Here’s management 
that talks your 
language—and wants 
to serve you. 


ery NATIONAL CAN 


CHICAGO «- WEW YORK + SAM PRAWCISC¢CO 
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By providing a gear ratio best suited for 
each road and load condition, Eaton 2-Speed 
Axles permit engines to work in their most 
efficient and economical speed range, re- 
ducing stress and wear on operating truck 
parts. Truck maintenance is reduced, trucks 
deliver more on-the-job hours. In addition, 
because of Eaton’s exclusive planetary de- 
sign, forced feed lubrication, and extra 
rugged construction, there’s less mainte- 
nance on the axle itself. When axle repair 
is required, Eaton’s down-to-earth design 
makes the work quick, easy, and economi- 
cal. Trucks with Eaton 2-Speed Axles last 
longer, earn more at lower cost, are worth 
more on the trade-in. 


Ask your Truck Dealer for Complete Information. 








T AXLE DIVISION 
E A Qi MANUFACTURING COMPANY 


CLEVELAND, OHIO 


ai 5) PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets « Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles « Permanent Mold Gray lron Castings * Heater-Defroster Units * Snap Rings 
Springtites « Spring Washers « Cold Drawn Steel *Stampings «Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 


62 NATIONAL PETROLEUM NEWS * November, 1955 





Faster-Selling 


petroleum products 


Few packages can match the sales appeal of Continental's 
“F”’ style cans. Their sturdy, easy-to-use construction 

is a selling point in itself. When our master lithographers 
add color and design, your polishes, waxes, et« 


are groomed for success in heaviest competition 


As for deliveries, you name the date. Tailor-Made Package 
Service guarantees all the “F” style cans you need, in sizes 
from four-ounce (spout top) to gallon, at your convenience 
Continental research and engineering services are 


available to help you with any problem, large or small 
Why not see what “F" style cans can do for your 


petroleum produc t? Simply phone your nearest Continental 


office. It will be a pleasure to talk with you 


Fly Yor of Tatler ade Packaging 
CONTINENTAL ( CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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Week-end 
traffic 
proves it 
pays to 
replace with 


U. Ss. 
ROYAL CURB 
PUMP HOSE! 


This hose is the lightest and most flexible on the 
market. This means the station attendant’s good 
humor is not soured by wrestling with cumber- 
some, overweight hose that fight back. The serv- 
ice station owner gains in better labor relations 
and customer good-will. 

Here's why U.S. Royal Curb Pump Hose is 
hest in performance and long life: 

(1)-It is the only hose made with nylon AND 
rayon and wire. The nylon provides strength 
and flexibility, and eliminates the weight. 
(2)-U. S. Royal’s smooth black neoprene cover 
defies gasoline, oil and abrasion. In the hottest 
weather, it will never crack or blister. In sub- 
zero weather, it remains flexible as a lizard. 
(3)-Its special construction prevents curvature 
or permanent Set. 

Put U.S. Royal on a retractable pump and 
see how easily this hose retracts, in sub-zero 
or tropical temperatures. Available at any of 
the 27 United States Rubber Company District 
Sales Offices, or write address below. 


U.S. ROYAL is 
available with “Tops” 
REUSABLE Couplings 


These couplings increase 

hose life. No leaks, no 

pull-outs. Easily, quickly assembled 
with no special tools. Smooth flow. 


Major curb pump makers and oil marketers specify this great hose 


| “U.S.” Research perfects it...“U. 8.’ Production builds it...U. S. Industry depends on it. 
UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N.Y. 


Hose « Belting « Expansion Jointa « Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products «+ Protective Linings and Coatings + Conductive Rubber ¢ Adhesives « Roll Coverings « Mats and Matting 
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UNRESTRICTED FLOW 


PHILADELPHIA HOSE REELS 


mean 
fast 
deliveries 


Ty a! 


ive time at the delivery point, and 
you save money.” That is the con- 
sensus of tank truck operators every- 
where, and it is one of the many ad- 
vantages of Philadelphia Hose Reels. 





Self Aligning Ball Bearing Ball Bearings 


Seal 





- Spokes for Drum 











SECTION THROUGH REEL 





Unrestricted passageway is clearly 
shown on the sectional view of the 
spindle and seal. Note the long radius 
curvature of the elbow, free from re- 
striction. A self-tightening Neoprene 
seal is used. It is tight at high or low 
pressures and will run for many years 
without any signs of wear or leakage. 
Note that the ball bearings for the 
spindle are outside the passageway 
and not in contact with the fluid. 


The actual fact is this: when a re- 
stri ted flow reel is replaced with a 
Philadelphia Hose Reel, the resulting 
full flow means faster delivery —without 


changing either the pump or the hose. 


Philadelphia Reels are light in weight 
and are built like a fine automobile 
All parts are made of steel, malleable 
iron or bronze (no cast iron is used) 
All shafts and bearings are equipped 
with ball be irings with hardened and 
ground races. Seven ball bearings are 


used on each reel. This means the reel 


PHILADELPHIA V 


j ONTARIO STREE 


Manufacturers of Reel 


will last many times longer than one 


equipped with plain bearings 


Prices No Higher. Quantity produc 
tion of standard parts, plus many 


years of experience, enables us to 
build these high-grade reels at prices 
competitive with and in many cases 
lower than other makes. Philadelphia 


Hose Reels ure mace in all 5170s 


"tea 


from 
with hand or power drives 

electric, air or hydraulic. Under 
writers) approved explosionproof 


motors when required (any voltage). 


Send for Bulletin No. 171 


ALVE COMPANY 


AD PHIA A 


& b alve 


Pacific Coast Distributors 


Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 


Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 
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Anything Less is an 


Old-Fashioned Truek!? 


If you don’t get all the modern advantages new Chevrolet 
trucks offer, you stand to lose money on the job today 
and at trade-in time tomorrow 


Look at it this way. The more modern the truck, 
the more quickly and efficiently it does the job. 
And if it’s loaded with ultra-modern features, 
you're bound to be farther ahead at trade-in 
time. Now look at the way Chevrolet fills the 
bill. Even so-called new trucks are old fash- 
ioned without all these Task-Force advantages! 


Shortest stroke V8's* of any leading truck—the most 
modern truck engines money can buy! Their 
compact, short-stroke design means longer life, 
because of less friction and wear. Chevrolet’s 
extra-rugged and dependable high-compression 
valve-in-head Sixes are ultra economical to 


keep humming. They squeeze more power out 
of a tankful of gas! 


The latest in cab comfort and safety— High-Level ven- 
tilation, panoramic windshield, concealed Safety 
Steps—features that boost driver efficiency! 


Most modern chassis features—new suspension, more 
rigid ladder-type frames, Power Brakes stand- 
ard equipment on 2-ton jobs! 


Work Styling—Here’s heavy-duty styling that’s 
matched to the job; modern styling that calls 
attention to your business! Your Chevrolet 
dealer has complete details. See him soon... . 
Chevrolet Division of General Motors, Detroit 
2, Michigan. 

*V8 standard in L.C.F. models, an extra-cost option in all 
others except Forward-Control models. 


NEW CHEVROLET 
r Task-Force trRucKS 
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Buckeye. 


solves valving problems for remote pumping 





New Emergency Valve eliminates hazard, maintains 
product flow to remaining operative dispensers 


~ 
~ 


The No. 431 D is a simple mechanical valve installed 
in the suction line at base of dispensers to remove most hazards 
of remote pumping. 
1. Valve closes automatically in case of fire 
If dispenser should be damaged by a car sufficiently to break 
piping, valve design causes break to occur at outlet; 
valve disc is also released, stopping flow of product 
Permits operation of other dispensers while one is inoperative 
I I 
4. Can be manually controlled, if desired 
5. Can be repaired without removing from line 


No. 431 D is a modification of the Buckeye 
Swing Gate Valve—a spring-loaded, double disc, 
wedge-type gate valve. Greatest over-all 
dimension is 3-11/16 inches. Write for details 


These Buckeye Valves (installed at pump) keep product always in the 


\ 
No. 851 R Horizontal Check Valve with built-in \ / 
relief. Spring-loaded for slight back 
pressure 


No. 454 R Angle Check Valve with built-in relief For full details. write to 
No. 444 R Swing Check Valve with built-in relief BUCKEYE IRON & BRASS WORKS, DEPT. N 
Box 883, Dayton, Ohio 


Quality Valves and Fittings for the Oil Industry 
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Designed to make tire servicing faster, easier, more profitable. 
Over 25 years of experience backs all Bishman equipment and you 
have the advantage of one source of equipment and responsibility. 


Truck Tire 
Remover 


Tire and Tube 
Tester 


#855-T 


Tubeless 
Tire Testers 
4 Models 
Also conversion 
kits for tube testing tanks 


/856 


Tube Dunker 
(tubes to 50” dia.) 


#820 


Giant Tester for 
tubes to 8’ dia. 


#920 


cet? 
ve 

que 

sy ™ 

e* 

Tube Vulcanizer fic : 


82" capacity Us 
#870 


Tubeless 
Tire 
Giant 
Bead 
Breaker 
#918 











ELECTRIC & MECHANICAL 
TIRE CHANGERS / 


For tubeless, regular 
tires and safety tubes. 
Mounts and dismounts. 
Cannot touch or 
damage air seals, 
SAFE—FAST 


#880 








\ 


You can get Bishman Equipment from leading jobbers and suppliers 
everywhere. Ask them for complete information or write direct. 


Tubeless 
Tire 
Vulcanizer 


#930 


E-Z OFF 
#815 





Tractor, Truck, 
Aircraft 
Bead Loosener 
and Tire ce 
Remover o@&@ — Hydraulic 
4’ Tire Spreader 


Air Tire Spreader 
#555 


Bishman 
Bead Expanders 
Anti-Friction type, #600 


Also standard 
type, #606 


Rub-Er-Slide 
#882 





OSSEO24, 


ad E & fe MAN Manufacturing Co. MINNESOTA 
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This breastplate is a product of skillful 16th 
) Century armor-making. The expert fitting and 


forming of this sturdy garment permit all the necessary mobility 


while the superb carving and embossment reveal it as a true 


work of art. And most important of all, the studied design 
and careful workmanship assure maximum protection to the 
wearer 

Jones & Laughlin Steel Containers provide dependable 
protection for your products. They are built of sturdy, high 


quality J&L Steel Sheet. Careful manufacture assures accuracy 
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in all fittings and closures. J&L containers have a trim appear 
ince which can be decorated attractively with colorful design 
ind illustrations by means of JAL’s lithographic proce 

Coatings and lacquers are evenly applhed—both inside and 
outside. J&L pails and drums are chemically treated to keep 
all surfaces clean and dry 

Depend on J&L Steel Containers for the protection 
products require 

Order them through plants in leading industrial center 
You will find JAL service prompt and efficient 


Sones ¢ Laughlin 


STEEL CORPORATION 





HERE’S THE LIFT 


THAT WILL HANDLE IT 
quicker... easier... better 


Saves time—muffler, 
spring, brake work 
Removes dead weight and other under 
of body and engine car service jobs 


handled better 


and faster. 


Insures free flow of 


lubricants into fittings 











Wheels hang free, 
allowing tires to 
be serviced easily 
~ chains installed 


without use of jacks. 


+ 
* 
° 
° 
e 
. 
ad 
° 
7 
e 
« 
. 
4 
° 
7 
e 











io 
Provides unobstructed view, 


leaves parts free and clear 


Write for Descriptive Literature ¢ 


Easily installed 


Easily maintained UNITED STATES AIR COMPRESSOR co. 


Easy to operate 


6 5300 Harvard Avenue « Cleveland 5, Ohio 


digs Semi- AIR COMPRESSORS @ HYDRAULIC LIFTS @ LUBRICATING EQUIPMENT 
y rautic 
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Guardian 


SERIES 7000-RS cons so00.rs) 


FLUORESCENT 


LIGHT og ISLAND LIGHT Bi 


FIXTURES 


44% MORE LIGHT AT NORMAL 
TEMPERATURES 


Guardian Series 7000-RS (and 6000-RS) ‘“T”’ 
Lights, equipped with the new Rapid Start 
lamps, give 44% more light than fixtures 
equipped with standard Slimline lamps, even 
at normal operating temperatures (75°F.). From 
the operator’s standpoint, this means 44% more 
light at no increase in fixture cost. It means that 
a 4 lamp fixture now gives essentially the same 
illumination as a conventional 6 lamp fixture. 
Similarly, maintenance and replacement costs 
are reduced one-third. 


FIVE TIMES THE LIGHT AT BELOW O0°F. 


Conventional fluorescent lamps even in an en- 
closed fixture lose up to 40% of their original 
efficiency when ambient temperatures drop to 
0°F. The new Rapid Start lamps actually attain 
more efficiency at 0°F. than at 72°F.! 


EASY COLD WEATHER STARTING 


The open circuit voltage of the ballasts furnished 
with the new Series 7000-RS (and 6000-RS) 
provides instant and reliable starting, even at 
temperatures as low as O°F. . . . another major 
advance in outdoor lighting! 
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Ni 


] = @ more light per dollar 
| @ more light per lamp 


@ and five times more 
light in sub-zero 
temperatures! 


*9 dn 
INSPECTED 


ELECTRIC FIRTURE 
ISSUE NO 8 25454 


. gives 


excellent 
illumination 
even 

at 

30° 

below zero! 


Catalog showing the complete Guardian Line of 
Service Station Lighting Equipment is avaiable on request 


Write for your free « opy today 


) 
cuaroian {ight comrany 


500 NORTH BLVD, OAK PARK ILLINOIS 





Present your requirements \ Avoncraft Porcelain Enamel 
te Arenwen — wm Service Stations are completely 
: \xeabricated, delivered to the site 

.\. . Sad Awsembled and erected in 

\the RelfP Avoncraft! Add to 


P the Zornmy of the Avoncraft 
pParididesign, which means 
LhAt oncraft Stations are 

Wdly pdicelain enamel inside 

Mus théfohvious advantages 

..4 durability ... and 

free function and 

ivé an outstanding 

udlity ‘“Package’’. 


Engineers 


St 





chee AER A 


PER MA- LUBRICATION 











| a 
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eye ae 
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architectural products 





a division of 


AVONDALE MARINE WAYS, INC. 




















P.O. Box 1030, New Orleans 8, U.S. A. 
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Owners 
discover 


BUTLE 
Cit 


-an. ee 
V5 to 1/3 


fuel oil-every busy day! 








me 


COR 
AEATING 


Replace those small-gallonage fuel 
oil truck tanks with Butler City-ans 


watch your hauling profits hit new highs! 


and 
For proof — just read these typical owner 
statements from Butler files 

Our Butler City-an 
old 
truck 


One dealer states 
truck tank delivers 20% 


Another says, 


i day than our 
“Each of our 3 Butlet 
tanks delivers one-third more gallons than our prev 


more gallons 
fashioned units 


1OuUus 


Manufacturers of Oil Equipment « Steel Buildings 
Farm Equipment ¢ Dry Cleaners Equipment 
Special Products 


Factories at Kansos City, Mo. * Galesburg, Ill. + Mir 


eapo 


Richmond, Calif. « Birmingham Ala. « Houston, Texas 
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| ge : 


a 


COMFORT 


mall-gallon ige tanks 


A third say 


$0 customers a day instead of 


Our drivers now 


deliver to the 15 to 20 with 


our former small truck tank 
Big-capacity 1800- and 2000-gallon City-an or 
Super City-an cut deli 


Butler 


$500-gallon 


veTy mileage “as tue h a“ one half 


City-ans are available for 
your chassis. Ask your Butler representative to 
Butler @ity-ans can 


while, maul coupon today for free de 


immediate mounting on 


you how 


Mean 


how 


increase your hauling revenue 


criptive catalog 


BUTLER MANUFACTURING COMPANY 


7454 East l3th Street, Kansas City 26, Missouri 
954 Sixth Avenue, $.E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 54, Richmond, California 








or Designed so that the under- 


side isin complete contact 
with the liquid surface. No 
vapor space can exist beneath 
the floating roof. Especially 
recommended where corro- 
sive products are stored. 


- Offers you the best in 


All types of Floating Roofs 





lf you prefer a double-deck 
roof choose the best—the new 
Wiggins Doubledek. Complete 
drainage design and between- 
deck accessibility add up to 
unmatched efficiency and 
safety. 


WIGGINS FLOATING ROOFS PAY FOR THEMSELVES 


Whatever your Floating Roof requirements get General American's 
UNBIASED analysis. Unbiased because General American makes ALL 
types of Floating Roofs! 

Wiggins Floating Roofs, Dry Seal Gasholders, Lifter Roofs, Cone Roofs 


*patented 


GENERAL AMERICAN TRANSPORTATION CORPORATION 


135 South La Salle Street + Chicago 90, Illinois 
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Staub 


Southworth Sheketoff 


John Staub, Robert Southworth, Merwin Sheketoff ponder expert speakers 


Grab Bag of How-To Tips 


New loading method saves gallonage, nutmeg 


state jobbers learn at management institute 


HE Connecticut jobbers’ second 

annual management 
turned out to be a grab bag of useful 
how-to tips. 

Ihe tips came from major oil com 
pany specialists, fellow 
versity professors and a communica 
tions expert. The diversified 
information ranged from a new load- 
ing technique to answering the tele 
phone. 

More than three dozen 
sopped up those tips last month when 
the Connecticut Petroleum Assn. held 
its institute at the University of Con 
neticut. 


SUBSURFACE LOADING 


C. W. Pease, manager of wholesalk 
plants for Socony Mobil Oil Co., New 
York City, said there is a “definite 
payout” in loading-—as 
much as .5 gal. saved in each SOO gal 
of gasoline handled—by the method 
that Socony is testing 

How It Works 

Pease says sub 
surface loading is 
similar to filling a 
glass’ of 
through a straw 
A conventional 
loading rack is 
used, and the flex- 
ible arm from the 
rack rests on the 
dome of a truck 


institute 


jobbers, uni 


how-to 


jobbers 


subsurface 


water 


~y 
iS 
| A 


compartment. A W. Pease 
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NPN kast Coast kditor 


tube that goes to the bottom of the 
compartment is attached to the arm 

Socony’s Pease says, is re¢ 
movable and has a bleader valve that 
drains the tube as it 
But he told jobber 


it's possible to make the tube a per 


tube 


comes out ofl 
the compartment 


manent installation in each compart 
ment. 
Subsurface loading Peace add j 
used only for gasoline loading. Job 
bers, asking about its use with heating 
oil, were told that saving light ends 
Is not so important in fuel oil because 
gasoline 


it dosen't have as many as 


TANK FIRES 


Socony’s new air-injection method 
of fighting tank fires was explained 
Pease says the air-injection method 


pider like 
pipes in the tank’ 


works through a arrange 


ment of bottom 
that looks much like a gas burner 
Air pumped into the product through 
the holes in the piping causes th 
product to boil up, and this boil-up 
lowers product combustion point and 


puts out the fire 


TRUCK OPERATIONS 


Ihe target in Ck 
Matt I Nuttila, motor vehicles super 
intendent for Cities Service Oil Ce 
New York City told the oil men 


Ope ration 
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boost the gal 


per hour output 
nd lower unit ce 
Otten 
paradoxical 

says, that the 
truck that 


most per hour 


‘TY cos! 


costs 


operate can 


liver product il | 
lowest pel f 
’ I X 

For M. FE. Nuttile 


truck 


to operate and 


1,500-gal. heating oil 


$3.50 per hour 
delivers 350 iph the delivery cost 
comes to l¢ per gal. If a 6,000 gal 
truck 


operate and delivel 


hour to 
> OOO gph the 
unit cost goes down to .30¢ pel gal 

Truck Size— Ol 
that it's a 


rasolimne costs SO pel 


men were told 
good rule to relate the size 


ot a heating ol truck to hours of 
daily operation. Under a given set of 
conditions, an &-hr-day or a 1l0-hi 
day, Nuttila says, can mean the pur 
chase of either a 4,000-gal, truck o1 
i il. truck. Here's why 

It in an &-hr. day, it takes two 
thirds of an hour to get to the cus 
hours to get a new 


tome! ibout | 


loag and back on the 
the da\ plu 


route during 
two-thirds of an hour to 
return at the end of a day, and if 
three ’OO-gal arop are made ¢ 
While in the delivery area, it's 
pe ible to deliver 1,000 more gal, if 
the | hours can be cut. Thi 
to the use of a 4,000-gal. truck 
But on a 10-hr. day, this truck may 
uneconomical because it would 
turn ) inother load. A 
theoretically that 
ould b devivered 
of a 'O0-val 
Nuttila 


different t nt 


hour 


point 


Specifications—_In uggesting ‘a 
performance irdst r to id job 
bers in finding out what truck 1s best 
for them 
these rr 


Nuttila omes up with 

ommendation 
of the truck should 
the Lule legal 
operation at the 
against the 
cConomy 


if kept 


low ¢ 

This grace 
the number of 
vith too many 


tend to kip 


HU OO0) 





PLANTS 


TIME to check with Canfield about a depend- 
able source of supply for multi-weight 10W-30 


Motor Oils. 
’ 8 


Available in tank cars, transports, drums, and 


by a special method of identification, in refinery 
sealed cans, under your own brand or ours, with- 
out the customary large investment in plates 


and inventory. 
* 


Priced right 
multi-weight Motor Oil 


pete profitably in any market. 


made right, Canfield 10W-30 
enables you as the 
marketer to handle a complete line . 


. - to com- 


5W-20 Grade also available if desired. 


WRITE, WIRE OR PHONE FOR DETAILS TODAY! 


CANFIELD OIL COMPANY 


General Offices: Cleveland 27, Ohio 


Coraopolis, Pa., Cleveland, Ohio, Jersey City, N. J., Memphis, 





Tenn 
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| 


| 


| 


| Varies 
| up, depending 


—fF4 management 


160 hp to 200 hp and 
mainly on terrain 
desired top speed 


from 


traflic conditions 


| and acceleration, speed on hills,and 


| the body. If 


size and shape of the frontal area of 
a truck is designed for 
50-mph top speed, it should have 
to negotiate a 


cent 


enough reserve power 
one-eighth to one-quarter pel 
grade at that speed 

4. Specify that motor rpm's should 


not drop more than 35-40% to get 


| to the next lower gear in the heavy 


| Norwich, said 


trucks with 8-10 speeds. Shifting at 
high rpm’s means savings in time 


DAILY GALLONAGE 
A major-company — representative 
so were other jobbers 
Roth of Dahl Oil Co 
his non-union drivers 
as 9,300 gal. of fuel 
oil in 9.75 hr 
using a 3,100 gal 
straight job 
Roth credits 
this high daily 
vallonage to the 


was impressed 
when E. D 


deliver as much 


company’s incen 
live plan Oil 
truck drivers have 
a choice of being 
paid on the hour 
ly wage scale or 


F. D. Roth 
incentive 


on the 
plan, whichever gives them the most 
money. Many drivers, Roth says, earn 
up to $15 more weekly on the incen 
tive plan. 

Incentive Payments—Dahl Oil Co., 
uses three rates in its plan. Drivers get 

e 29¢ for every gallon delivered 
in a 275-gal. tank 

e 21¢ for each gallon they put into 
a 500-gal. tank 

e 1S5¢ for 
1 ,OOO-gal 

Incentive 
shortly, according to Roth, to reflect an 


every gallon put in a 
tank or more 


payments will go up 


increase in the hourly wage scale. The 
plan costs nothing extra to administer 
Roth maintains, because the oil truck 
drivers figure out their own pay 

Why The Plan—Roth wants his oil 
delivery men to earn more money than 
gasoline truck drivers. He feels they 
are entitled to more pay because they 
work harder. Each delivery stop, Roth 
says, means handling a heavy hose 
twice. And oil drivers face worse snow 
making 
liveries and in getting to the fill pipe 


DEGREE-DAY METHODS 
Jobbers are certain their degree-day 
methods are better after hearing how 
a major oil company, with between 
5,000-6,000 heating oil 
(Continued on p. 81) 


conditions in side-street de 


accounts 
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Martin D. Ghotlos of Pitts- 
burgh, Pa. (right) and friend 
admire a “grandfather” battery 
equipped with U.S. Peerless 
Separators. 


10% years of constant service 
make this battery a Methuselah. 
Its owner finally “retired” it 
because a slight crack had de- 
veloped near the positive post. 
But the battery was still giving 
trouble-free service under all 
operating conditions. How come? 


Well, the battery was equipped 
with U.S. Peerless Microporous 
Rubber Separators, made by 
United States Rubber Company 
These are so durable that they 
will actually outlast the plates 


10% YEARS OF CONTINUOUS SERVICE... 


thanks to U.S. Peerless Microporous Rubber Separators 


They are unaffected by over- 
charging, heat, battery acid or 
plate pressure. And because 
Peerless Separators have high 
porosity, they deliver in cold 
weather 20‘% more cranking 
speed and 10% more starting 
power when needed most; in hot 
weather, there is protection from 
overcharging. 


The sure-fire way to build and in- 
crease battery sales is to stock 
and sell batteries equipped with 
U.S. Rubber Peerless Separators. 


; 


Write to address 
below for free copy of 
informative booklet on 
the high-performance, 
low-upkeep U. S. 
Peerless Rubber 
Battery Separators. 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department « Rockefeller Center, New York 20, N. Y. 


November, 1955 + NATIONAL PETROLEUM 


NEW 





FILTER-SEPARATOR JET FUELS 


FUEL OILS 
KEROSENE 
GASOLINE 
SOLVENTS 


removes water and dirt from... 





TESTED BY U. S. GOVERNMENT 


Tested, and mects applicable per 
formance requirements of MIL-S-254 
as modificd and MIL-F-8508 


Patent No 657808 
and others pending 


¥ 


TI | CAPACITIES FROM 150 
The proves Bowser Filter Separator operates automatt THROUGH 600 g.p.m., 
cally with highest efficiency even when ‘slugs’ of water based on jet fuel. 


are encountered, Waste water is ejected to disposal line 


Metal Cage 





wi Cap 
ge cage { | Lp Perforated 
Metal Cage 


h— Cloth 
Outer Sleeve 


ECONOMICAL, LONG-LIFE CARTRIDGES HE cum 


Cartridge Wrap 
Water is removed by a Bowser-deve loy ed coalescing ‘ |_j—Fiberglas 

: IY Coalescing 
action using pre-densificd Fiberglas. Dirt is removed by {yy Medium 

\ af { 
conventional filtration Singh Stage Operation uses fewer tt LL Filter Medium 


parts, 1s trouble-free. Cover-lift permits one-man lift lt Gasket 





out cartridge inspection Low maintenanc Compact In-Flow 


A.S.M.E. construction. Durable, safe. Easily installed 


Write for Bulletin Fig. 842 for Complete Specifications 


REGIONAL OFFICES: 
Atlanta - Chicago - Cleveland « Dallas - Kansas City - New York - San Francisco 


BOWSER, INC., 1301 E. Creighton Ave., Fort Wayne, Ind. 
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~ 





ts 


“iN 


The arrow is pointing to the Du Pont test car's 
fuel-injection pump, which is driven by the 


same shaft as the distributor. 





From these tanks in the trunk, any of six dif 
ferent fuels can be selected for testing in the 


fuel-injection engine, 


chassis dynamometer 


Fuel-injection car being tested on DuPont Petroleum Laboratory's 


Special DuPont test car studies 
advantages of /1e/-ijeclion 


Will fuel-injection soon replace our 
standard carburetor system? As yet, no 
one knows the answer! But there are 
certainly many advantages to recom 
mend it.. 
buretor icing, reduction of vapor lock 
troubles and improved power. And it 
will permit automobile styling changes 
since the hood lines can be lowered 

But how would a trend to fuel-in 


such as freedom from car 


jection engines affect the refiner’ As 
a large supplier of the chemical addi 
tives used to improve fuel perform 
ance, we at Du Pont are interested in 
this development. And to study it thor 
oughly, the Du Pont Petroleum Labo 
ratory is using a specially equipped 
test Car. 

The car has a Lincoln V-8 engine 


Sales Offices 


A 


Al PETROL! 


to which has been added an American 
Bosch fuel-injection system and special 
instrumentation. In addition to road 
work, the Petroleum Laboratory has 
tested the car on the | aboratory s chas 
sis dynamometer 

From testing it with a variety of 
gasoline blends, the Laboratory has 
found that fuel-injection permits great 
er flexibility in blending fuels. Fuel 
components with higher vapor pre 
ures can be used, and it is possible 
that increases in the use of hieher end 
poimt fuels may be practical. These 


wider tolerances could result in sienif 


icant economic advantages to refiners, 
as well as welcome benefits to the mo 
toring public 

The Du Pont Petroleum Chemicals 
Division now has this car on a demon 
stration tour throughout the United 
States 


fe 


Better Things for Better Living 
through Chemistry 


Petroleum Chemicals 


E.1. DUPONT DE NEMOURS & COMPANY (INC) « / 





Mac, how can you put They save money, Ben! 
money into improvements Modern equipment pays 
| can’t afford? in the long run. Less trouble, 
less cost, more profits! 


Old “Behind-the-Times Benny!”” Why bother 
How about your permanently reattaching couplings? Today’s hose is as tough as 
attached hose couplings? How the couplings. Ask your supplier about SCOVILL 
do you save when you can’t couplings ...for low initial cost and no upkeep! 


reattach ‘em to new hose? 


Nothing WIVES you as good workmanship 
as SCOVILLE machine-attachment. Ilexing 


won't weaken grip... guaranteed leakproof! 


l‘ull-Aow diameter inside. Why don’t yong 4 


write for details? It gives you complete spec- 
ifications on gasoline hose 
couplings: 
Scovill Manufacturing Co. 
Merchandise Division 
82 Mill Street 


Waterbury 20, Conn, 


A product of 


SCOVILL? 1&a 
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(Continued from p. 76) 
handles its degree-day set-up. The 
major says it 
—Uses a one-card system on a drum 
file. Dahl Oil says its new Electrofile is 
faster and Valley Oil Co. of Portland 
says it's putting in an Electrofile system 
to speed up its operation. (See NPN 
May, ‘55, p. 137 for how Electrofile 
works.) The major is considering it 
But another 
distributor, Amer- 
ican Coal Co. of 
Hartford, says it 
studied the Elec 
trofile but is keep 
present 
system 


ing its 
two-card 

one set of cards 
lists Customers al 
phabetically, the 
other set lists cus 
tomers by degree- 
day totals. Says 
Frank Reed: “When one of our for 
eign-name customers calls up, we don't 
want to ask him how he spells his 
name in order to get his card out of 
the Electrofile. We don’t think that’s 
good business. We'll look for his name 
in the alphabetical file.” 

—Goes through all cards to line up 
those with the same degree-day totals, 
putting a marker on cards to be 
pulled for delivery. General Petroleum 
Co. of E. Hartford says there is too 
much chance for human error in 
handling cards that way. It says it 
pulls degree-day cards from its one 
card degree-day file and after a de 
livery is made it projects the next 
degree-day delivery, prepares the de 
livery ticket for that delivery, and then 
files the delivery ticket by degree-day 


I i k undah! 
CPA President 


totals 

—tLets the dispatcher route deliv- 
eries from the cards. But Seaboard 
Coal Co. of New Haven says its de 
gree-day cards, filed by degree-day 
totals, have colored tabs to indicate 
the routing. By getting cards with the 
same color tabs together, any one in 
the company can route trucks if some 
thing should happen to the dispatcher 
Ihe colored tabs make routing easy 
for the dispatcher 

—Gives degree-day cards to the 
truck driver. Distributors did not like 
this plan because the degree-day card 

it contains valuable information 
could be lost. But the major says that 





PHOTO CREDITS 


l Harris and Ewing, Washir 
D.¢ 

Henry Schofield Studi 

Art Adan Whittier 





November, 195 * NATIONAL PETROLEE 


hasic card data is kept in an insert on 
the drum file and that it can recon 
struct a lost card in 15 minutes by 
pulling the account’s pink delivery 
tickets from accounting 

Some Good Pointers——But certain 
other things done by this major inter 
ested the distributors. They liked the 
idea that the major gets a two-day tore 
S. Weather Bureau 


that it correlates with its daily degree 


ast from the l 


day figures to give it an idea of whats 
ahead in the way of demand. This gives 
the major time to prepare for any 
heavy demand 

They learned that the major keeps 
a constant check on the & factor of 
each account to avoid run-outs. It 
maintains the k factor can change with 
each delivery 

And to cut delivery costs, the major 
tries to deliver (1) 200 gal. to a 275 
gal. tank, (2) 400 gal. to a 500-gal 
tank, and (3) 800 gal. to a 1,050-gal 
tank 

EMERGENCY CALLS 

Jobbers exchanged ideas on night 

deliveries and 


emergency service 


American Coal Co. says it has a night 


Combines graceful styling 


engineering... extra rigid, extra s 


tough, one-piece body 
will not sag weather sealed 
fully gasketed 


natural light without harshness 


finest 


dg, super 


produces more glare-free 


management {4 


operator on duty to handle emergency 
calls. Dahl Oil uses a telephone an 
swering service, but it isnt certain 
that’s the way to handle the matte! 
Roth says such a service puts the all 
important emergency calls in the hands 
of persons totally untamilias with the 
oil business 

The automatic telephone recording 
service isn't the answer either, Roth 
points out, because a customer hears 
no voice on the other end other than 
that which says the caller's message 
is being recorded. The beeps that come 
every 15 seconds in recorded convert 
sations tends to distract the caller. “He 
gets the impression,” Roth states, “that 
he's talking to a blank wall 

Connecticut Refining Co. says its 
emergency calls are taken by a night 
vatchman and are not dispatched until 
about 9:30 p.m., the time it figures 
emergency calls should be in, But the 
watchman must check in at various 
stations on his rounds with the result 
that customers must wait until he gets 
to a telephone, although, the com 
pany has telephones in most area: 
covered by the watchman = 


STATIONMASTER 


18” Wide Angle Horizontal ''T"' Light 


. 


' A New 


Design 


built like a bridge 


in Station 
Lights! 


has fully adjustable sliding pole fitters 


Send for Catalog 


COMPCO corPoRATION 


2251 W. St. Paul Ave. 
Chicago 47, Illinois 


M NEW 





SELL THE ONLY NEW HEADLAMPS THAT ARE ALL-THE-WAY NEW... 


Only New Westinghouse 
SAFE-T-BEAM Headlamps Give 
You This Extra Sales Feature! 











All other new headlamps: Stray upper light from High 
Beam strikes fog, rain, snow... bounces dangerous, blind- 
ing glare back into driver's eyes. Thus all other new head- 
lamps limit driver to Low Beam just when extra visibility 
from High Beam is needed most! 


New Westinghouse SAFE-T-BEAM Headlamps: Exciu- 
sive 2-Beam Glare Shield screens stray upper light from High 
Beam as well as from Low Beam ._. to eliminate bounce-back 
glare. Only new Westinghouse SAFE-T-BEAM Headlamps 
let driver select beam that best suits road conditions 





Only new Westinghouse SAFE-T-BEAM Headlamps—with exclusive 2-Beam 
Glare Shield—stop bounce-back glare on both High and Low Beams! 


You're miles ahead of a// competition when you sell new Westinghouse SAFE-T-BEAM 
Headlamps. For only SAFE-T-BEAM Headlamps give full glare protection on both High 
and Low Beams. And make no mistake about it—this is an essential safety feature. A feature 
that motorists recognize instantly. A feature that makes it easy to SELL TWO HEADLAMPS 
EVERY TIME—instead of the usual single replacement! So act now. Cash in on the 

only new headlamps that are al/-the-way new. Call your Westinghouse supplier today 


Better see-ability on clear nights, too! 
* Up to 25% more light on both beams! * Beams up to 80' longer! #* More light on the right! 





FREE SAFE-T-BEAM PROFIT KIT! 
* Streamers, displays, literature, plus. . . 
* Special demonstration card— 
lets you show your customers in just 
2% minutes how SAFE-T-BEAM 
Headlamps cut glare! 


| 
| 


ACTION-GETTING ADS! 


POs’ 








@ vou caw se SURE... i's Westinghouse 
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WORKING TOGETHER to learn each other's jobs under Humble 
Oil's training plan are Ft. Worth warehouse supervisor Bill 


management —f 


Price, bulk plant clerk R. K. Huddleston, and bulk plant chief 
clerk F. R. O'Malley. It’s all part of Humble’s theory that. . 


Training Begins at the Bulk Plants 


Humble Oil is staffing its Texas territories 


with men who started out on the bottom rung 


at one of its ‘proving ground’ bulk stations 


N TEXAS, you can’t blame Humble 

Oil & Refining Co. for saying “a 
bulk station is a distribution station 
is a training station.” 

This month, somewhere in_ the 
company’s chain of 52 bulk plants in 
its northeast Texas sales division, sev- 
eral men will step up into new jobs 
The moves are part of Humble’s con- 
tinuous training program 

Humble has expanded its market- 
ing facilities rapidly since the end of 
World War II. Training—for whole- 
sale as well as retail men—has been 
given as much priority as selling. Bulk 
plants at Dallas and Ft. Worth have 
provided Humble staff men all over 
Texas with valuable basic experience 


DISTRIBUTION TRAINING 


The two largest bulk plants in 
Humble’s northeast Texas division— 
fastest-growing division in the state- 
are at Dallas and Ft. Worth 

Training at these two plants is con- 
ducted at all levels. Some employees 
work on temporary assignment, some 
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By MARVIN REID 
NPN Southwest Editor 


on permanent. Opportunities for each 
type of worker are broad 

No step-by-step method is followed 
to the letter in promoting an employee 
as his training progresses. But here's 
a fictional case history that might have 
developed in the Ft. Worth bulk plant 

George Doe applies to the Ft 
Worth bulk plant manager (Humble 
calls him a “local manager’) for a 
job. He is interviewed and the man- 
ager’s recommendations go to division 
headquarters in Dallas. If a job is 
open—and in Humble’s system, one 
has to be before a man is hired 
George goes through at least two more 
interviews before being accepted 

Up the ladder—He then spénds 
three to six months in a Humble serv 
ice station designated as a retail train 
ing station. He learns station operat- 
ing problems, customer relations, how 
the station man can be helped by the 
wholesale man 
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After this George moves into whole 
sale selling. His first job is driving a 
truck out of the Ft. Worth bulk plant 
He prepares for this with a couple of 
weeks with an experienced driver on 
his new route. The exact time put in 
on this preparation depends on his 
driving ability and his quickness to 
learn Humble’s methods. He ts drilled 
in safety measures—for himself, hi 
fellow employees, and for the publi 
and he is required to serve as chair 
man at one or more safety meetings 

With several months on a delivery 
truck 
move into transport truck driving o1 
into the Ft. Worth bulk plant ware 
house as a clerk 

In the clerk's job he learns mor 
about company products, the impor 


under his belt, George may 


tance of keeping correct inventory 
proper 
truck dispatching. His next move up 
ward is to warehouse supervisor 
Passport to Top—At this stage, hi 
retail and wholesale background ha 
provided him with well-rounded ex 
perience. When the local manager 1s 
away, he gets a chance to manage the 
bulk plant. This is training for hi 
either to local manage 
Worth plant, or 


sularied 


accounting procedures, and 


next move 
(possibly at the Ft 
Humble’s other 

(Continued on p. &4) 


at one ol 
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(Continued from | $) raining program gives him this on ill men hired in the northeast Texa 
bulk plants), or else to district sale the-job experience division have started at the bottom at 
man, He is trained for either move George gets the job of disirict man one of Humble’s 17 salary-operated 
ince he knows the value of customer ager. He is in charge of selling to stations (35 are run on a commission 
relations and is acquainted with the commercial and retail accounts, de- basis). 

company’s products and its station veloping his territory through cus- R. V. Rea, assistant division man- 
men's problems tomer relations and negotiation for ager at Dallas, says it’s been about 
During his job rotation program ervice station sites. His next goal ts five years since a man came into 
George learns that fellow employees a spot in division headquarters, Dal wholesale operations without a back- 
respect supervisors who have actually las, or in the home office at Houston ground of truck driving or station 
done the work to be performed. Hi Over the past few years, virtually selling in the Dallas training station 
Shuffle—In addition to “permanent 
slots like George Doe’s, some men 
draw temporary assignments purely 
for the training involved. In Septem 
ber, the local manager of the Dallas 
plant was Ray Mirick, a market re 
search man from Houston who got in 
LLEGHEN a few months of summer work learn 
ing plant management and trying out 

some of his pet ideas 
Interchanging of jobs goes on at 
all times, and not only in the bulk 


EMERGENCY VALVES AND OPERATORS plants. J. W. Austin, northeast divi- 


sion manager, is currently in Houston 


FABRICATED FOR LIGHTER WEIGHT for a year of work in marketing head: 


quarters. Rea, his assistant, is taking 
AND GREATER STRENGTH over Austin’s post in the meantime 
In the bulk plants, each employee 
learns as many jobs as possible. And 
efficiency doesn’t suffer. The Dallas 
bulk plant-terminal manages to handle 
1,402 gal. gasoline per man-hour. The 
smaller Ft. Worth station boasts 946 
gal. per man-hour 


Lightweight, fabricated steel ALLEGHENY Emergency Valve 
Systems provide greater safety yet cost less to buy, install and 
maintain, 


Scientific design makes possible the use of stampings and welding 


to produce products as modern as the tanks upon which they are 


installed, Breakage is unknown, WRITE TODAY for complete PLANT MANAGEMENT 


information and prices. Part of the credit for the plant’s effi- 


ciency goes to smart management 
t Maximum utilization of space is made 

ALLEGHENY EMERGENCY VALVES— at both stations. Pallets are used to 
store. tires, drums, and packaged 
goods. With pallets and fork-lift ma- 
maintenance, reduce weight, insure greater chines, merchandise is handled faster 


safety in case of accident or fire and more easily, and can be stacked 


Unique features improve performance, cut 


higher. Pallets are arranged so that 
older merchandise moves first on de 
liveries. 

At inventory time,  palletization 
makes the job simple. At Ft. Worth 
which has the smaller of the two 
warehouses—Local Manager R. | 
Green says inventory takes half an 
hour at most. Clerks simply count the 
full pallets and multiply by the num 
ber of packages each pallet holds. 

Dispatching at Ft. Worth is bush 

ALLEGHENY EMERGENCY VALVE OPI 5 league compared to Dallas, the di- 
, vision supply point for TBA. But it is 
still highly efficient. The huge Dallas 
warehouse, spread out over part of the 
Low maintenance Fasy to install, j r 28-acre Humble plot there, uses an 


RATORS Fabricated design Compact 


Lightweight Toggle locking Rugged 


intercom system between the dispatch 
er’s office and the loading docks. As a 
| / : driver pulls in, he and the dispatcher 
A / 7: : VW VE COMP. = discuss the size of his load, destination, 
LLECHENY | Z_VA t PAN + and special conditions of the trip. It 
r() 


IWARREN, PENNSYL 74,77 i takes only 20 minutes to load up a 


transport 
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Plans are now in the works to add 
pneumatic tubes at the Dallas plant 
Orders and invoices will be sucked 
through the tubes from docks to dis 
patcher’s office 

Maintenance Equipment mainte 
nance shops are Operated at both sta 
tions. At Ft 
man takes care of minor repairs to 


Worth, a maintenance 


pumps and other apparatus. Its a 
bigger job in Dallas, where the main 
tenance shop does not only its own re 
pair work, but handles major jobs sent 
in by other plants 

Ihe Dallas shop works its own 
brand of magic. It recently took over 
some old pumps that stood too high 
for modern stations, reconditioned the 
working parts, and slipped on low-cut 
modern shells. You couldn't tell the 
difference 

idea Men 
in Humble’s 


Both plants participate 
Coin-Your-Ideas” sug 
gestion award project. Plant and em 
ployees profit alike 

At Dallas, Local Manager Mirick 
was approached by a porter who was 
tired of washing down big transport 
trucks with a hose. Why not, he asked 
rig up a truck shower similar to a 
minute car wash? Mirick told him to 
put the idea in writing. Today the 
porter has a in. perforated water 
pipe in the wash stall to shower the 
trucks as he rubs them down. He does 
a better job and has a cash award to 
boot 

Aiming High 
efficiency in smaller ways, too. At Ft 


Ihe plants upgrade 


Worth, Green uses a board plan of his 
varechouse vith litthe scale model 





Watch My Smoke! 


American oil marketers might 
well note that smoke-watching ts 
catching on in Brazil this season 
But down there it’s a necessity 
and not a hobby 

In Curitiba (a city), service 
station dealers have been doctor 
ing gasoline with up to 20% 
diesel fuel which, there as here 
is cheaper. So motorists must 
keep an eye peeled for smoke 
and an ear peeled for peculiar 
motor noises to avoid having 
their engines ruined completely 

So technicians have devised 
method of testing the product 
with ultraviolet light. And ther 

» rumors the federals may be 

led in if guilty dealers don't 
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pallets, in plotting stock movements 
Drums are handled at top efficiency 
in both plants. In Dallas empty drums 
ire placed on outside pipe racks, where 
they are moved after being unloaded 
from trucks. They travel over these 
pipe racks to the warehouse and are 
pulled up to dock level with a hy 
draulic lifts 
At each 


alve, signs warn employees to think 


Safety is strongly stressed 


beture turning, to avoid mixing prod 
ucts 
Much ol 


rrowth can be traced to the northeas 


Humble's state-wide 


division’s training program, where 
many Humble men got their starts 
And the division itself its doing four 
times the volume it did in 1946. The 
Ft. Worth plant now serves 123 service 


stations, the Dallas plant serves about 


1? 2 


If you're in the ; 
MOVIE business J ‘ 


‘ 
ae 


dn a i a ER Be ca 


BUYING OR USING 


@ You'll never go wrong dealing with 


experience. 


@ Now when 


it comes to making 


color sound motion pictures for the 


Petroleum or TBA 


industries we're 


about as experienced as anybody 


around. 


@ We're proud of the dozens of films 
we've made about your business . 
We're proud of the effective jobs 


they've done. 


@ You may find that good color mo- 
tion pictures can be produced by 
experienced people for less money 


than you think. 


—_ 


THE CALVIN CO. 


1105 TRUMAN ROAD 
KANSAS CITY 6. MISSOURI — HA. 1230 
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BOOKKEEPER Bill Darden, left, and Bryan 


check out new system 





FLUTTERING FLAGS, shiny pumps and a brand new sign at a Bryan-Cooper 
station signal the company’s changeover to a new supplier 


When Is a Switch a Shot in the Arm? 


YWANNIE D. BRYAN, One of North 
‘7 Carolina’s top jobbers, thinks he 
can double his present annual volume 
of four million gal. He thinks so be- 
cause a switch in suppliers has en- 
larged his market potential 

His Bryan-Cooper Oil Co. had done 
good business handling Atlantic Re- 
fining Co. products for 16 years. But 
Phillips Petroleum Co relatively 
new in the Carolinas and expanding 
fast—offered him a deal Bryan said 
he couldn't refuse. Looking ahead to 
future growth with his new supplier, 
Bryan ticks off these advantages 

e He now has an exclusive fran 
chise in Wake County, where his 
Raleigh company is located. He for 
merly split up county distribution with 
two other Atlantic jobbers 

e Because Phillips is pushing an 
aggressive expansion campaign in the 
Carolina-Virginia area, it has set up a 
heavy budget for advertising and pro 
motion, Bryan expects to benefit 

@ His warehouse will become Phil- 
lips’ state supply center, Bryan-Cooper 
will receive an override on products 
warehoused there 

Market Scene— Wake is a_ big, 
wealthy county. Only two other coun 
ties in the state outrank it in wholesale 
ind retail sales.. The big marketing 
guns there are Esso Standard, Gulf, 
Texaco, Shell and Sinclair. All have 
direct operations, Phillips maintains its 
three-state district office in Raleigh, 
under district manager R. W. Mc 
Bride 

With 28 retail accounts, 2,000 heat- 
ing oil accounts, and 50-75 commer 


cial accounts, Bryan-Cooper now 
stands fifth among Phillips jobbers in 
the Virginia - North Carolina - South 
Carolina district. Those 28 retail out- 
lets are five more than Bryan had with 
Atlantic, Since switching over, Bryan- 
Cooper has taken on two sub-jobbers 
with their own bulk plants — Little 
River Oil Co., Zebulon, and Golden 
Belt Oil Co., Henderson Bryan’s plans 
call for a total of five sub-jobbers in 
his chain 

Gallonage has risen more than 13- 
fold in the 16-year history of the 
Bryan-Cooper Oil Co. Bryan carries 
on all of the firm’s actual operations 
G. B. Cooper, Sr., is a silent partnet 
The company employs 11: six all-year 
drivers, two warehousemen, an out- 
side salesman, a bookkeeper, and a 
secretary 

Organization— There are two Bryan- 
Cooper warehouses. One is a new, 
30’x90’ structure of cement block 
walls and concrete flooring. If the 
bulk plant’s physical facilities need 
expanding, Bryan can acquire adjoin- 
ing garage property owned by his part- 
ner 

Iwo transport trucks are now in 
use. A third (5,600-gal.) is on order, 
and a fourth will be added in Decem 
ber. One will have compartments. The 
other will be single-compartment. The 
company also owns four city trucks 
and a pickup. 

Bryan pulls product from Greens- 
receiving supplies from the 
Plantation Pipe Line, and from the 
Wilmington terminal, supplied by 
tanker. In that area, pipelined product 


boro, 
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costs an average of 1¢ per gal. more 
than tankered product, Bryan says. He 
has his own direct delivery system now 
and by-passes himself to serve his 
retail accounts 

A strict annual schedule keeps busi- 
ness flow even. April and May are 
maintenance months for cleaning and 
painting. In June, July and August 
the company concentrates on summer 
fill-up for homes (householders get 
0.5¢ to 1¢ off regular price, don’t have 
to pay until later). July 15 to Sept. 1 
is the season for selling tobacco-curing 
oil (kKerosine), The regular season 
starts Sept. 1. 

New Regime—Phillips flew Bryan 
to its Bartlesville, Okla., home office 
for a week. He got acquainted with the 
general setup and met Phillips people 
To get him off to a fast start, the com 
pany brought in a corps of salaried 
personnel to help out at a grand open 
ing for all stations, held Sept. 17. 

The openings took place in an at 
mosphere of Phillips banners, favors, 
soft drink giveaways, balloons, candy 
and clowns. Free cartons of Coca-Cola 
were given away as a gimmick—by 
returning the bottles, guests could col 
lect a refund or a lube job. 

Turning to more serious business 
Bryan is looking hard at his heating 
oil promotion. He has no burner serv 
ice arrangement now (there are none 
in Raleigh). But natural gas is an 
increasing threat, and jobbers are 
talking about fighting it with an ad- 
vertising campaign. So burner service 
arrangements are next on the busy 
Bryan-Cooper docket s 
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INCLAIR 


_5=STAR 


DEALER AID PLAN 


Sinclair Dealer Council — Helps: Service 
Station Dealers To Greater Success 


The Sinclair Dealer Council is an important part of Sinclair's continuing 
program of service station dealer assistance. Outstanding Sinclair 
Dealers were invited to this Council held at Detroit. They discussed dealer 
problems of all kinds and offered practical solutions 


As a Sinclair official expressed it to the Council, “You men are all 
successful Sinclair Dealers. In our efforts to promote success and profits 
for other Sinclair Dealers everywhere, you are in the best position 

to tell us what is needed — what is important.” 


[his is only a typical part of Sinclair’s complete program designed to 
give more and better help to its dealers. For full information on the 
Sinclair 5-Star Dealer Aid Plan, see your Sinclair Representative or write 
Sinclair Refining Company, 600 Fifth Avenue, New York 20, N. Y 

Ask, too, about the Sinclair TBA Franchise, featuring Goodyear, the 
greatest name in rubber 


“Leads the industry in dealer assistance” 
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Ask about Sinclair's 


SINCLAR 


5=@STAR s:81A2 
Dealer Aid Plan 


Y 
(a part of the Sinclair Dealer Franchise) 


Ld 


Sinclair Retail Selling Plan 
Dealer Councils 
Demonstration Stations 
Dealer Survey 


Dealer Conferences 


The Sinclair Franchise 
Builds Successful Dealers 
Because Sinclair Does More 


to Help its Dealers Make More 





Which oil companies 
were listed as 


‘The Top Three Competitors 


by Business Week Magazine? 


Cities Service was one of those top three .. . and it’s significant that the Business Week article, 
which made this statement, followed up with a research man’s viewpoint that other companies 
“didn't move fast enough a couple of years ago. 

This naturally raises the question —What did Cities Service do that other companies didn't ? 


Here is a partial list: 


1. Installed the finest possible refining equip 
ment for the making of super-octane gasolenes 
2. Keallirmed the research and production pol 
icy that Cities Service produc ts are to be second 


to none m quality 


3. Undertook a vast modernization and station 


building program 


4. Acquired LOOO new Cities Service outlets in 


less than two years 


5. Created new adjuncts to its streamlined 


transportation and marketing system 


6. Enjoyed a phenomenal increase in premium 
gasolene sales, as well as a better than average 


sales increase for the entire Cities Service line, 


7. Furthered its expansion with the biggest 
advertising and promotional campaign in Cities 
Service history, built around “The Gasolene 


Sensation of 1955.” 


These are by no means all the reasons for the fact —acknowledged by competitors that Cities Service is 
moving ahead faster than ever before faster than many other companies are capable of moving. But we frankly 
hope they have served to whet your appetite for more information about Cities Service and its present openings 


lov dealers and distributors, Write: Cities Service Oil ¢ ompany, Sixty Wall Tower. New York 5. N. Y. 





HERE IS THE AREA— 
38 STATES EAST OF THE 
ROCKIES, IN WHICH 
1000 NEW OUTLETS 
JOINED THE GREAT 


CITIES SERVICE FAMILY. 


yr A 
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How Jobber Makes Station C-Plan Pay 


OBBER Jack White’s dealers should 

be happy. They're all making 
money, White reports, since he adopted 
the commission plan for some of his 
East Tennessee stations. 

White is a Shell jobber who markets 
in dog-eat-dog Sullivan County, just 
below the Virginia state line. He put 
in “C-stations” to give greater strength 
and versatility to his operation. And 
he thinks his plan may help patch up 
price war troubles 

Trouble Spot—Sullivan County has 
been price-fidgety for many months 
Its two principal cities are Kingsport 
where White’s Teeneva Oil Co. is 
based, and Bristol, athwart the Vir 
ginia-Tennessee line. Bristol is a hot 
bed of price-cutting. In a recent out 
burst, the retail posted price for 
regular gasoline dropped from 22.9¢ 
gal. to 19.9¢ (ex 9¢ state and federal 
taxes), then crashed to 10.9¢ with sup 
plier 
resellers. 

White says it estimated that 
the majors poured $12,000 a day into 
that cutting spree. The Bristol price 
situation is further complicated by a 
differential in state taxes—6¢ in Vir 
ginia and 7¢ in Tennessee, plus the 
2¢ federal gasoline tax 

Here is the way White's plan works 

The agent-dealer receives a com- 
mission of 5¢ gal. for regular and 5.5¢ 
for premium grade 

In turn, he is charged a rental of 
2¢ per gal. That covers heat and light 
but not telephone bills 
The commission applies to gas 
only. The “C-dealer” buys all 
other products, including TBA 

The C-dealer 
an employee 


assistance to wholesalers and 


Was 


oline 


is not classified as 
White points out he 
would have to pay the state unemploy- 
ment fund $800 per dealer per year 
for each one earning $10,000 a year 
An agent-dealer may change 
brands, but he must pay White 2¢ gal 
rent on all gasoline pumped 
Contracts include minimum-vol 
ume clauses to protect the jobbers 
interest. In the original contract, this 
was omitted. Then White realized that 
the C-dealer could sell anything he 
wanted and pay no rent at all 
In billing the C-agents, White sends 
an invoice based on the posted retail 
price, with S¢ gal. deducted (for regu 
lar grade). To this is added the rental 
of 2¢ gal. As an example, an invoice 
for 2,000 gal. would show 2,000 gal 
(a4 25¢ per gal. for the product, plus 
2,000 x 2¢ for the rental 
November, 1955 + 
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Only one bill is sent. If the C-dealer 
doesn’t meet the due date, White re 
serves the right to padlock the pumps 
immediately. 

The C-plan is optional. White offers 
dealers a choice between a regular 
lease and the commission arrangement 
Ten 
basis 

War Tool From White's stand 
point, the advantage of the C-plan ts 
that it enables the jobber to control 
the retail price. During price 
when fast action is required, the job 


Stations are On a commission 


Wars 


ber can determine the price to meet 


the situation. In a conventional lease 
arrangement, the supplier is not per 
mitted by law to set the reseller’s price 

White which, in 
combination, are applicable to either 
the C-plan or a deal with 
some modifications 


with 


uses two torms 


leased-out 


Dealers conventional agree 
ments usually pay a rent of 1¢ per gal 
White said that he prefers a flat rental 


on the lease plan, such as $200 a 


month tor a 20,000 
val. of 


A clause 


station pumping 
month 

permits both the 
and the jobber to terminate the con 
White's con 
tracts also require that the station be 
open tot day 


gasoline a 


dealet 


tract on LO days’ notice 


business |S hours a 
seven days a week 
Limited Commenting on the 
straight commission basis for the over 
all operation, White says, “That is too 
much of a headache. | wouldn't think 
of it. That means you do all the paper 
work. In some cases, that includes 
making out income tax 
White 
You can't find dealers who have more 
than $4,000 or $5,000 


Regarding dealers, notes 
Commenting 
on use of the plan outside his market 
crew-cut White ob 
well in Kings 
lo underline the point, White 
that a 10,000-gal.a 
month station was assigned to a new 


ing area, young, 


serves It works very 
port 

reports recent 
dealer on a C-basis. It 


>| OOO gal 


shot up to 
monthly 


LIGHTER, BETTER, STRONGER 
More EFFICIENT 


GORMAN-RUPP 


“Series Centrifugal Pumps 


THAT PRIME ! 


Advanced engineering 


KnNOW-how 
plied to meet everyday needs in han- 
dling petroleum or industrial liquids 


ap 


ive 


@ STRAIGHT-IN SUCTION, NO CHECK VALVE: 


Increased simplicity, longer life, 


performance. 


e SAFE AND DEPENDABLE: 


Always ready. Arctic cold or desert heat 


— no priming failures. 


e@ SAVINGS: 


Fewer parts. Easy maintenance with ex 


clusive Cartridge Desig: 


Bulletin 4-PP-11 


better 


CARTRIDGE DESIGN 


In both vertical and horizontal 
models. Another Gorman - Rupp 
First. Completely disassemble 
pump without breaking piping 
Quick changes in field with min 
imum loss in pumping 
Saves time reduces spillage 
increases safety. 


service 


7eGORMAN-RUPP Co.., mansrieto, onto 


M 
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What's Going to Make Competition Hot 


New sources of energy, 


new technical systems 
add up to hard rivalry 
among competing fuels. 
Here's a quick rundown 
of leading contenders 
in the battle to control 
the big, fast-growing 


home heating market 


Heat from a reactor (at 400° F) 
passes through a series of coils to a 
heat exchanger. It can then go to 
a water coil in a conventional boiler 
(at 225° F) or to cooling unit 


Within three to six years, houses can 
be heated, cooled and supplied with 
hot water at a yearly cost of $50 
if an adequate supply of fissionable 
material can be had at low cost. So 
says Robert E. Ferry, general man- 
ager of Institute of Boiler and Radia- 
tor Manufacturers, New York City 
Design, material and shielding of A- 
boilers, he adds, are no longer any 
problem. 


Present plants can be converted by 
adding the sealed reactor and cabinet. 
Cost: $1,000. A new _ installation 
would cost $1,500. Sealed reactors, 
good for six years, can be replaced 
at a cost of $300. The Institute says 
present systems for heating, cooling 
and hot water use about $250 worth 
of fuel a year, or $1,500 for six 
years, A-boiler needs no chimney 


Industry isn’t overly concerned. It 
thinks all problems won't be solved 
as easily as Institute claims, Typical 
reactions: (big-company marketers) 
“We'll adopt a wait-and-see attitude. 
Too many ‘ifs’ still present.” “The 
shielding problem is a tough nut to 
crack. Our people don’t say A- 
boilers are that close.” (association 
officials) “We won't be around to see 
it.” “It’s a long way off. Materials 
available for A-fuel will go to more 
important projects, even though this 
A-boiler uses a waste product.” 


NATIONAL 


Glass collectors backed by copper 
sheeting trap sun’s rays to heat (1) 
air that passes through special salts 
set in a bin—salts melt to release 
heat—or (2) water in pipes or in a 
tank, Hot air or hot water is then 
circulated through the house by con- 
ventional means — ducts, radiators. 
or radiant-type heating 


Federal Government sees a market 
for 13 million solar heating units by 
1957. But cost is one major problem, 
says Hoyt C. Hottel, professor of fuel 
engineering at Massachusetts In- 
stitute of Technology, Cambridge, 
Mass. Glass solar collectors are still 
too expensive to make in small quan- 
tities. Experiments with solar houses 
continue. 


Hottel says solar heat is “on the 
edge of becoming economically 
sound.” It will reach that point when 
the cost of collectors, piping, tank- 
age and controls gets down to $3 
a sq. ft. There’s a difference of opin- 
ion on whether solar-heated houses 
need auxiliary heating systems. MIT 
says yes. Its new house will have an 
oil burner for auxiliary heat during 
long periods of cloudy winter 
weather. To design a solar heating 
system to provide heat during cloudy 
periods would be too expensive, MIT 
adds. 


Distributors can compete with other 
fuels in supplying auxiliary heat to 
solar houses in cold-weather areas. 
And burners installed in such houses 
need to be serviced 
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lo heat, pipes contain a refrigerant 
(at —10° F) and “pick up” heat 
from ground, water or air, which are 
warmer. Compressors boost refriger- 
ant temperature to 120° F and 
house air then absorbs this heat. 
Valve releases pressure on refriger- 
ant, allowing it to get cold and re- 
turns it to ground, water or air to 
pick up more “heat.” 


Pump makers say 5,000 units are 
now in use. But General Electric 
Co., one of several pump makers, 
sees 200,000 in use by 1960, 900,000 
by 1964. Electric utilities will push 
heat pumps because they see a 25- 
year-old dream the all-electric 
house—becoming a reality. 


General Electric expects a 50% 
drop in total installed costs by 1958. 
Right now, it says heat pumps cost 
about 25% more than a conventional 
heating system plus air conditioner. 
For a development house, the cost 
is about $2,100. For a higher-priced 
(around $50,000) house, cost is 
about $4,000. Pumps take heat from 
air, water or the ground. If water's 
handy and plentiful, there’s not 
much extra cost. But in the ground 
type, pipe costs about $1 per ft. 


In some cold areas, heat pump sys- 
tems may need auxiliary heat, leaving 
the door open for the heating oil dis- 
tributor. But seeing what can happen 
to their oil gallonage, some distribu- 
tors in the South are already in the 
heat pump business, installing them 
in custom-built homes. 





...0n Tomorrow's Home Heating Front? 


Works on the same principle as an 
electric toaster. Electricity is used as 
direct heat source, not as power to 
operate equipment, as in an oil 
burner or warm-air blower 


rhe big push is coming from electric 
panel makers. Continental Radiant 
Glass Heating Corp. of New York 
City says about 500,000 panel in 
stallations are now in use, with the 
figure growing. Main drive is for 
new-home _installations, with some 
attention given conversion market 
although panel makers admit that the 
cost of rewiring homes is a draw- 
back. Besides electric panels there 
are two other resistance heating 
methods: cable heating, with the cable 
built into the wall or ceiling; wall- or 
duct-mounted units backed by fans to 
circulate warm air 


Cable heating, says one panel maker, 
costs about $50 per kw. installed. 
Glass panels and fan-driven units 
come to $75-$100 per kw. But glass 
panels are claimed to be 15% cheaper 
to operate. One maker uses this in 
stallation rule: In a fully insulated 
house—roof, walls, floors—in the 
New York City area, it installs a 
1 ,000-watt unit for every 1,000 cu. ft. 
A 6,000 cu. ft. house takes six 1,000- 
watt units, at a cost—including ther- 
mostat and relay for each unit—of 
$600. Panel heating is cheap if 
electricity is 2¢ per kwhr. or less 


Because resistance systems need no 
auxiliary heat, the heating oil dis- 
tributor won't be able to touch a 
house with such a system. 
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Uses “bottled” gas, but fuel unde: 
pressure is stored in larger tanks 
either under ground or above ground 
Tanks can be refilled from bulk 
trucks . 


Liquefied petroleum gas, out to grab 
more new-home heating and to tap 
a bigger share of the conversion mat 
ket, is putting most of its steam into 
farm and rural areas. The industry ts 
advertising in fewer magazines than 
before, but it’s putting more inset 
tions in those it is using Farm 
magazines and papers are high on the 
media list. The LP-Gas Information 
Service says that more than 50% of 
homes using LP-gas use the fuel for 
heating. Last year, 392,000 LP-gas 
heating units—-28% of the total pro 
duction of all gas-fired heating 
were shipped 


Ihe LP-gas industry says its product, 
like oil heat, is quick, clean and auto 
matic. It adds that use of LP-gas for 
one appliance in a home helps pro 
mote the fuel’s use for another ap 
pliance. “If current LP-gas users can 
be convinced to use it for more pur 
poses, Opportunities for increased 
demand are truly enormous,” says 
the industry. 


Jobbers in the South and Southwest 
are already finding LP-gas taking 
away their farm business as tractors 
use LP-gas instead of gasoline. Job 
bers in other states—-lowa, for ex 
ample—say that LP-gas is coming 
into their areas in a big way. But 
jobbers in the East and Northeast 
see no serious threat from LP-gas. @ 
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TRAILMOBILE'S LIGHTWEIGHT 
STEEL TANK-IRAILER 


This tank-trailer, now in opera- 
tion, is the most recent design to 
come from the Tank Division, 
Trailmobile, Inc. of Springfield, 
Missouri. 


boosts gasoline payload up to 400 gals.— 
fuel oil up to 340 gals.—through advanced design 
using USS Cor-Ten High Strength Stecl 


When you want to give a tank-trailer 
like this greater payload capacity, 
there’s one economical way to do it 
And that is to strip off non-essential, 
space-wasting deadweight in such a 
way that the over-all strength, rug 
gedness and durability of the unit 
are not affected 


That was the problem that faced 
the engineers at Trailmobile, Inc., 
when it came to design and specifica 
tion of this new tank-trailer. And 
that’s why the weight-saving, high 
strength qualities of USS Cor-Tren 
Steel were put to work here. By using 
lighter gages of USS Cor-TEn Steel 

UNITED STATES STEEL CORPORATION, PITTSBURGH 
NATIONAL TUBE DIVISION, PITTSBURGH TENNE 


9EE COAL & IRON DIVISION, FAIRFIELD, ALA 


2440 pounds of unnecessary weight 
were eliminated and in their place 
on every trip—ride 400 extra gallons 
of gasoline, or 340 gallons of fuel oil. 
But increasing payload capacity, 
by decreasing excess weight, is not 
the entire story of USS Cor-TEN 
High Strength Steel. Cor-TEN’s 
greater strength, greater toughness, 
higher resistance to wear and fatigue 
and particularly its high resistance 
to atmospheric corrosion 1 to 6 
times that of carbon steel--combine 
unusual durability and 
stamina which pay off in reduced 
maintenance time and repair bills. 


to insure 


AMERICAN STEEL & WIRE DIVISION, CLEVELAND 


niTto TATE OMPANY, KEW YORK 


UNITED STATES 


For more information on USS 
Cor-TEN Steel, get in touch with our 
nearest sales office. 


NOW AVAILABLE Our new “De 
sign Manual for High Strength Steels” is 
ready for distribution. This excellent book 
contains comprehensive and practical in 
formation that you will find extremely 
useful in designing your product for greater 
economy and efficiency by the sound use 
of high strength steels 

For your free copy, write on your com 


pany letterhead, giving title or depart 
ment to United States Steel Corporation 
%" 525 William Penn Place, Pitts 


burgh 30, Pennsylvania 


Room 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTOR 





USS COR-TEN High Strength STEEL & on 
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BM Ways to Sell Builders 





Zummo and Henwood 





Watkins 


Oil men can work their wa' 
into the prefab home market to 
sell oil heat. according to Arthur 
Watkins 
fab makers buy their heating 


even though big pre 


units in carloads and install them 
at the factory without giving th 
buyer a choice of fuel. Not all 
prefab makers work this way 

Some, Watkins says, let th 
builder-buyer select his own 
heat, install the svstem at the 
local level 

If you can tie up some of this 
market,” Watkins says. “it may 
mean money to you The way 
to do it 1 

e Write to the prefab makers 
and tell them what you want to 
do 

e Tell them the area you can 
covel 

If you can take care of the 


heating system, it means one less 
headache for the prefab maker 
Watkins says 
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ROLE! 


By CORNELIUS BRODERSEN 
NPN East Coast Editor 


VI ASS-HOME BUILDERS can be sold 
4 on the installation of oil heat 
equipment by a five-point program 
SaVS a panel of shelter authorities 
The panel cooked up the program 
from advice given by home-butlding 
experts before the Ojl-Heat Insti 
tute’s builders’ clinic management con 
ference at Rutgers University, New 
Brunswick, N. J 
tacked the claim that 
seems to have the new-home market 


Panelists there at 


natural ga 


sewed up because builders preter it 
The panelists builders, architects 

and engineers who have used oil-heat 

themselves—-include 

Irwin Jalonack, former vice president 
and chief engineer of Levitt & 
Sons, Inc., Long Island builder 

Gerrard Berman, president of Gi 
braltar Homes, Inc., and secretary 
ot Home Builder Assn. of North 
ern New Jerse. 

Anthony S. Zummo, builder and first 
vice president of Long Island Home 
Builders Institut 

Herman York, architect 
Other contributing 

William C. Henwood, vice president 

of Meenan Oil Ce 

and Arthur Watkins, editor of //ouse 
and Home who ha tudied trend 


in home design and heating 


experts are 


Levittown, Pa 


| Stress Wet Heat 


Oil heat iccording to Irwin Ja 
lonack, has the best chan of being 
installed in n house f th t 
heat system is used. A warm-al 
tem, he adds, let an nto the heatin 
picture It in also lead t 
hot-water heater Julonack 

hut wet heat sol the hot 
problem with a tankless heater 

Fell builders that with the tank 
less water heater his buyer von't 


have any corrosion problems becau 
there is a copper coil and no gal 
ized water tank he ure 

Price Factor—Jalonack admits that 


vet-heat systems cost more to install 
He suggests that ol men try to “get 
the price down He outlines on 


vay of doing it 
from the manifold directly to the 
Doing it 
instead of using the loop 


Extend the pipin 


rooms you want to heat 
this way 
systems, means you can use smaller 
that wall cut the st 








a) 
on Oil Heat 


J ilonac » Says 
tions also mean better summer att 


fuel oil 


wet-heat installa 
conditioning because the system can 
be zoned and individual lines can be 
run to convectors. In contrast, he 
maintains, warm-air systems, when 
designed to give the proper amount 
of heat, will not give a good cooling 
job It will work.” he admits and 


peopl will accept the poor job 


o Hit Cost Difference 


Although oil heat systems cosi 
more to install, they cost less than 
vas to operate according to Jalonack 
But, he admits, the builder doesn't 
care too much—although he should 

ibout operating Costs hecause he 
not going to pay the bill 

Jalonack says oil men should make 
the builder aware of operating costs 
Here's why 

Ihe difference between or and 


mas heat can be, let i) $46 a year 


It doesn’t sound like much, but in the 
mass-home market, the buyer has to 


iusty FHA and VA that he has the 
ibility to keep up the monthly pa 


ment 

Thi $360 a eat that's $3 
month——-olten mean the differen 
hetween the buyer vetting credit 


heing turned down 


Ihe builder doesn't realize th 





n man ises, Hut our Kperienc in 
Levittown, L. J hows that 30 of 
the buyers missed credit | is dittl 
} month 
Build ire anxi keep th 
ost lown ra J i k 
nut meetin th | | 
th i ul And tl 
f il heat mien { | | 
F oft ck i 
| th ! ! ] ! + 
| ' ! j j ] ] 
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of iD j 
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a) fuel oi! 


(Continued from p. 93) 

Arthur Watkins has this idea: oil 
men should make heating cost surveys 
of as many as 10-15 houses in any 
area and then show the builder in 
black and white that oil heat is 
cheaper 

If the builder is a smart opera 
tor,” Watkins adds, “he'll put up a 
sign outside his houses reading “Heat 


Yearly 


ing Costs $ 


5 Push Electric Cooking 


Ihe cooking equipment that goes 
into new homes, Jalonack says, can 
influence the type of heating to be 
used. “If it’s going to be 
cooking,” he adds, “oil heat stands a 
chance. Oil men should tell 
builders to put in electric stoves and 


electric 
good 


then slant the sales pitch about elec- 
tric ranges to the housewife 

Jalonack suggests that oil men tie 
up with an appliance store, urging 
them to go after builders to install 
electric ranges. 

But Gerrard Berman says builders 
are not going to put in electric ranges 
unless they “are forced into it.” He 
cites these reasons: (1) electric ranges 


cost more per unit than gas ranges, 
(2) electric ranges cost more to install 
because a heavier electric service en- 
trance to the house is needed. 


4. Offer Service Package 


According to Berman, builders look 
for quality, durability and for good 
service in items they put into a home, 
and they like to get all these things in 
a single package from one supplier 
source 

That, he says, frees them of a pos- 
sible sore spot—dealing with too 
many people 

And when they 
put in oil heat, 
they usually get 
the product and 
service from one 
man. “Gas,” he 
says, “means a 
supplier or instal- 
ler and a_ fuel 
distribuior. — Let 
something happen 
and the buyer sits 
on the sidelines to 
watch the buck-passing.” 

Pre-Installation Service 


Berman 


Builders, 


Berman says, want all the information 
and advice on heating systems they 
can get. This includes a statement of 
guarantee, complete plans, and proper 
engineering. 

“Approach builders with proper 
service and give all the word implies,” 
he suggests. 

On good engi- 
neering, he sug- 
gests that oil men 
should never put 
in an undersize 
unit. “Go to the 
next larger size 
because it will 
mean less service, 
less trouble and 
greater satisfac- 
tion on the part 
of the builder and 
buyer,” is his advice. 

Price alone, he warns, is “not 
enough to sell good builders” because 
it usually means “that service fails.” 

On-Site Service—Berman says oil 
men should not be ill-equipped or 
understaffed to do the job. “Both,” he 
says, “mean delay, and delay to the 
builder costs money.” That calls for 
supervision of men to keep them work- 
ing full time. 





DEPENDABLE INSPECTION SERVICE 


at the World’s Principal Petroleum Ports 


E. W. SAYBOLT & CO. 


General Headquarters 





265 Bayway, Elizabeth 2, N. J. 
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Builders want heating units that 
mean lower on-site costs. That means, 
he says, that units should be pre-wired 
and pre-assembled. In addition to the 
heating unit, builders like to get the 
distribution system, tank, piping and 
electrical work—even permits—from 
one person to Cut on-site costs 

Customer Service—Builders can get 
“into real trouble,” according to 
Anthony S. Zummo, if anything goes 
wrong with the heating system or with 
the service they get on their heating 
unit because it reflects on the quality 
of the product builders install 

Two-thirds of the complaints that 
builders get, he says, concern heat: It’s 
either no heat or high bills. These 
complaints, Zummo maintains, should 
be corrected and here’s what he wants 
oil men to do 

Make a COs test on each job 
rhis will show if the nozzle size is cor 
rect. Many oil men, he says, use the 
wrong nozzle just because it’s handy 

Include a warranty service 

Police hit-miss assembly of burn 
ers with mongrel parts. Zummo says 
the practice is not as widespread as it 
was after World War II but that it’s 
still going on 

Service to the homeowner should be 
efficient so that the price is right, ac 
cording to William Henwood. “if you 
are going to give service, service the 
entire burner,” he advises. 

Meenan Oil Co., 
$15 service contract that covers burne 
and parts. For $5 more, they'll cover 
the tank, fill and vent lines and for 
another $5, the customer gets protec 
tion on his circulator, flow valve and 
thermostat that he’s installed in his 
attic 

Henwood contends that properly 
set-up burners do not need an annual 
vacuum cleaning. Although Meenan 
Oil includes vacuum cleaning as part 
of its $15 burner policy, he says, it 
reserves the right to decide when a 
boiler 


he adds, offers a 


needs cleaning. As a result 
Meenan cleaned one-sixth of 1° of 


its burners this year 


Good burner service, Henwood 
adds, means an investment in rotating 
stock that the oil man must be willing 
to have on hand. “Manufacturers,” he 
says, “won't give you a free ride on 


this 


5 Throw in Glamour 


Because the kitchen of the modern 
home is becoming the focal point of 
family living, according to Herman 
York, it is going to be the all-purpose 
irea complete with stove, refrigerator 


November I19SS 


hot water, and clothes washer and 
dryer. Within a short time, he claims, 
kitchens will have the fire place, and 
that means the chimney will be there 
All this, he adds, points up the neces 
sity of having the heating unit in the 
same area. 

Oil heating units, he urges, should 
be made part of the “furniture” just as 
kitchen cabinets have. But to get oil 
heat to that stage means taking it out 
of the basement and re-designing the 


unit so that it will fit in the kitchen 
all-purpose area. It can be dressed up 
so that it appeals to a wife. Putting a 
jacket on boiler-burner units, York 
contends, was a step in the right direc 
tion 

[he trend to the acoustical treat 
ment of kitchens will cut down the 
noise level of oil burners, he says, al 
though Jalonack maintains that oil 
burner installations at Levittown, L. L., 
are as quiet as electric fans * 


GPE Steel Containers 


4, 
°. NA 
® every petrore” 


The open-top, lug-cover 
grease pail shown here is: 
just one of many G, P, & F. 
steel containers ready to 
go to work for you, Sturdy, 
air-tight and leak-proof, 
these grease pails are 
available in 25-lb.* 

size (342 gal.) and 

35-Ib. size (5 gal.). 


.* 


IN SOLID COLORS 


or LITHOGRAPHED IN 


YOUR OWN DESIGN 





pr 


_ 


IT PAYS TO LOOK 
AT THE COMPLETE 
G. P. & F. LINE! 


Deliver the goods safely and 
attractively in G. P. & F. 
steel containers. Just tell us 
what your line is. We're 
sure we have just the right 
container for you in our 
line! And remember, you 
can order in straight car- 
loads, mixed carloads 

or smaller quantities. 


GEUDER, PAESCHKE & FREY CO. 


425 NORTH ISTH STREET © MILWAUKEE 1, WISCONSIN 
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Sohio sold on comfort and acid resistance 


of uniforms made with ORLON 


“Our 2,500 station men wanted a more comfortable uniform than 
our heavy standard uniform of the past 20 years,” says L. W. 
Richardson of retail operations, Standard Oil Co., Ohio. “We 
tested every fabrie we could and chose one made with ‘Orlon 

It alone combined acid resistance and high strength with a com 
fortable weight for all-season wear 

lake a tip from Mr, Richardson. Uniforms made with Du Pont 

Orlon’’* acrylic fiber pay dividends in comfort and long service 
In neatness, too, These sturdy uniforms shed wrinkles easily 
hold a press, even through wet weather. Customers are sure to 
be impressed by their trim, efficient look. And properly made 


REG. U.&. PAT. OFF 


regular-weight, year-round uniforms containing “Orlon” are 
washable . iron easily and quickly 

For more information about modern, practical uniforms made 
with “Orlon”, just ask your distributor, or write to us for deserip 
tive free folder: Du Pont Com. 
pany, Dept. LIN, Room 2537, Ne 
mours Bldg., Wilmington 98, Del. 
In Canada, write to Du Pont 
Company of Canada Limited 
Room A 5-0, P. O. Box 660 
Montreal, Canada. 


"te us par orf 
BETTER THINGS FOR BETTER LIVING 
. . « THROUGH CHEMISTRY 


Dy Pont makes fibers, not fabrics or uniforms. 


*''Orlon” is Du Pont’s rewistered trade-mark for its acrylic fiber. 
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How Spray Fertilizer Looks Now 


Some oil heating men are 
skeptical after a season 


of fertilizer experience 

Five New England heating oil dis- 
tributors, who sprayed lawns with 
liquid fertilizer for the first time in 
1955, report varying experiences and 
customer reaction. Not all of them will 
be spraying again next year. 

One of the area’s first oil men to 
try spraying lawns says he definitely 
isn’t going back into the business 
even after a two-year lapse. 

The product he used corroded his 
tank. He couldn't sell the idea of spray- 
ing—although he advertised heavily 

Here’s what the others say about 
spraying lawns and what they did in 
1955: 

Company A says it’s satisfied that 
spraying lawns is a good slack-season 
business for oil men. But it feels that 
many oil men are victims of some 
fertilizer suppliers’ high-pressure pro 


The 


motion schemes. The company paid 
“too much” for its product in 1955, 
and may switch suppliers this year to 
get a lower-priced product. 

This company lined up over 380 
accounts—most of them new accounts 

in a heavy radio advertising pro 
gram. Twenty-two signed up for oil 
delivery. It also sprayed church lawns 
hospital grounds, and a city park free 
of charge as part of its promotion, but 
said those jobs didn't “sell” many 
people. It tried to sell four sprays 
but many of the accounts didn't want 
more than two. They saw a definite 
improvement in their lawns after the 
second job 

But this company says it made no 
profit because it had to cut supplier 
suggested prices. Homes in its area 
average 30,000-sq-ft. lawns. To go by 
suggested prices would have made the 
homeowner pay over $70 for one 
spray and over $300 for four sprays 
That cost, the company says, is too 
steep for the homeowner 

Company B reports all of its cus 


fuel oil —) 


tomers were satisfied with results 
Despite this, the distributor ts 
to think it over” before going ahead 
in 1956. It still believes that lawn 
spraying takes the oil distributor away 
from the business he knows best. That 
is why the company used the cautious 
approach in 1955. It used mail stuffers 
exclusively to get spraying accounts 
instead of using any big promotion 
Company C is not going back into 
the liquid fertilizer business in 1956 
The main reason: The water-soluble 
powder it used pitted the inside of its 
tank truck. The company says the 
powder did not dissolve LOO% 
Company D looks upon its 1955 
fertilizer business as “good experience 
and plans to keep going in 1956. It 
had some trouble: At one home the 
lawn died in several spots after spray 


going 


ing. It, too, used a_ water-soluble 
powder—but had no tank trouble 
Company E held itself to 85 ac 
counts in 1955, mainly to gain expe 
rience with the product. It’s undecided 
on 1956 plans, saying it will give the 
matter “serious consideration” before 
deciding either way. A rainy August 
made further lawn treatment unneces 
sary, with the result that tts accounts 


got two spray jobs ¥ 





REDUCES DELIVERY COST 


FUELOILER.... 


1800 gallon 


Remarkable performance in heavy traffic, in narrow alleys, 


and on oneway streets 


Short and compact! 


Efficient delivery, 90 G.P.M. Pump, 2” Meter, 150’ of 1-1/4 


3 compartment 


~\ 


mounted S4CA Truck 


@ Remote controls save an average 
of 3 hours per day. The pumping 
operation is controlled at the meter. 
Plus the safety factor of the opera- 
tor being out of the flow of traffic 
in narrow streets and alleys. 


hose, Electric Reel, and Remote Controls. 


OUTHERN TANK & MFG., INC. 


OWENSBORO KENTUCKY a 





150) HAYNES AVENUE 





. @ Contact us for further facts. 
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Strong, Swift, Sure, 
Precision Built 

Underwriters’ Approved 

Competitively Priced 


THE RUGGED STRENGTH of these great tuei o1! 


reels is more than a match for the most severe 
service, 


FRAMES are of channel steel, end-welded and 


angle-braced—extra strong, yet flexible enough 


to absorb road shocks. 
DRUMS are of heavy gauge steel, smooth-seamed 
and arc-welded for perfect roundness to prevent 


flattening of hose and restriction of flow. 


FRAME-MOUNTED SWING JOINT of exclusive 
Ardmore design. Compact, time-proven, free 
Rigid frame-mounting 


running, non-leaking. 


ardmore p 


Maney, YF 


Laut 


takes strain off piping, eliminates vibration, saves 
valuable space. 


GEAR-TO-GEAR DRIVE assures smooth, positive 
power transmission—eliminates adjustment and 


alignment problems of chain drives. 
EXPLOSION PROOF MOTORS are of exclusive 
Ardmore design—compact, powerful, efficient 
Underwriters’ Approved for all electrical systems. 
ALSO, starter-motor and hand-wind models, and 
Power Kits for Hand Reels. Distributors in prin- 
cipal cities. Complete catalog on request. Write, 


phone or wire, 


roducts 


Division of Ameo Corporation 
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American Petroleum Institute’s new 
two-color leaflet, “No-Cinder Ella,’ 
which describes the advantages of oil 
heat, is available to heating oil dis- 
tributors at $6 per thousand. The leaf- 
let, which puts an oil-heat twist on 
the Cinderella story, makes a good 
envelope stuffer or can be used as a 
giveaway promotional piece at home 
shows and other exhibits. There’s space 
on the last page for imprinting you 
name and address 


Esso Standard Oil Co. is using a 
new accelerated test—it takes 20 hours 

at its refineries to learn how home 
heating oil and diesel fuel oil behave 
in a season’s storage. The test, de- 
veloped by Esso Research and Engi 
neering Co., is available to other re 


we'll deliver Birtanks 


direct to the 
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tiners. The test measures the sludge 
potential, which can plug filters and 
cause flame inefficiency, that is caused 
by chemical reactions taking place in 
storage under temperature changes 


Oil-Heat Institute of New England 
suggests that members who find leaks 
in home heating oil tanks install con- 
crete bottoms for about $20 cost to 
the oil man instead of shocking cus 
tomers with a $60-$90 charge for a 
new tank. Several oil men have used 
this method with excellent results over 
a two-year period, OHI says 


Oil heating equipment wholesalers 
and rebuilders are setting up National 
Oil Heat Rebuilders to upgrade parts 
rebuilding practices. The new unit 
aims to drive fly-by-nighters out of 
the rebuilding picture and to assure 
oil men handling burner service that 
they will get standard work at a fair 





M NEW‘ 


aE 
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price. Sloppy rebuilds, says the organi 
zauion, are Causing too many repeat 
service calls and dissatisfaction among 
ol heat users 


A Long Island heating oi! distributor 
suggests Customers make these checks 
before they call for—and pay for 
burner service: (1) Set thermostat 
higher than room temperature, (2) 
make sure main burner switch is on 
(3) check burner blown 
fuse, (4) keep proper level in 
steam and hot-water boilers, (5) make 
sure you have oil 


circuit for 
Water 


A New Jersey heating oil distributor 
keeps his degree-day records on the 
old basis of 70° fF 


common basis of 65° F 


instead of more 
In this way 
he’s sure all customers will have 
enough fuel on hand in case of emei 
gency or bad weather 


may hamper deliveries a 


conditions that 


Birtanks are 

delivered direct 

to the job site from the 
Birmingham fabricating 

plant on specially-built 

trailers. There’s no fuss or 

bother about transportation 
problems and you get fast, non 
stop delivery. The next time you 
order tanks, get Birtanks delivered 


direct to the job 


BIRMINGHAM TANK COMPANY 


Division of 
THE INGALLS IRON WORKS COMPANY 


MAIN OFFICE 
SALES OFFICES: New York, Chicago, Pitts 
burgh, Houston, Atlanta, New Orleans 


Birmingham, Ala 


—_—__~., 





C) AUTOMOTIVE 


1957—New Heights in Octane ? 


BY HOLGER RIDDER 
NPN Automotive Editor 


ft YOU THINK the 1955 model 
changeovers revised the pattern of 
your automotive market, and that the 
1956 models now coming out will 
change it even more, then take a deep 
breath, Mr. Marketer 


more to come 


[here is much 
and soon 


Normally, major model changeovers 


take place only every four or five 
years and .955 was one of those years 
The principal changes in 1956 are in 
higher compression ratios, a couple of 
completely new engines and a new 
suspension system. The compression 
ratio boosts, of course, promise great 
er demand for premium grade gas 
oline 

It looks now as if 1957 models will 


provide almost as drastic a changeover 


NOW...WHICH 9$/ZF FITS 
YOUR DELIVERY NEEDS? 


NEW ANTHONY “LIFT GATE” 


For 


%-Ton and Larger Trucks 


This 


INO 


new lowe1 priced Anthony Model 
144 “LIFT GATE” handles loads 


up to 1000 lb. (other sizes from 800 to 
1000 Ibs. are available). Lift Gates in 


let one man do the work of 


three or more when loading or unload- 


ing a truck with heavy bulky freight — 


Model No. 146 handles up to 
Ibs. on heavy trucks and 
semi-trailers 


one 


trol 


th 


“LIFT 


and in one-third the time. Loading and 
unloading is done with ease by moving 


conveniently located lever to con- 


action of 
GATE”. With the time 


pow? rful hydraulic 


save d in loading and unloading you can 


doublk 
chandise 


greatly 


Model No. 145 handles up to 


2000 Ibs. on 1'/2-Ton and larger each 
“LIF I 


’ plete information Dept. 5512 


trucks and semi-trailers. 


+. 


Model No. 130 for Pick-up Trucks 
with steel express bodies 


your de live rics 


day will pay for your 


Damage to mer- 
and personnel accidents are 
reduced, One “extra” delivery 
Anthony 
GATE”. Write today for com- 


ANTHONY 


ANTHONY COMPANY 


Streator, Illinois 


NATIONAT 


as did 1955. These will bear close 
watching by the oil industry. 

Increased competition has caused 
manufacturers to step up their 1957 
new model programs to incorporate 
changes that may have been originally 
scheduled for 1958 or even 1959. And 
it will have to be reflected in the oil 
industry’s research and development 
programs 

James C. Zeder, vice president in 
charge of the engineering staff of 
Chrysler Corp., says research in styling 
and engineering has taken on a new 
concept because today the automotive 
engineers and stylists are busier than 
ever battling for new designs that will 
attract Customers. 

An added incentive to this acceler- 
ated pace, Zeder said, is the fact that 
auto engineers are presented with the 
problems of nuclear energy, gas tur- 
bines and other forms of propulsion 
that keep them constantly alert to what 
competitors are doing. 

“These are exciting times in the in 
dustry and the next five years should 
see numerous innovations as a result 
of today’s speeding up of styling and 
research,” Zeder stated. 

The effects of automotive research 
and development on the oil industry 
will be varied and widespread. For 
example, it is almost certain that com- 
pression ratios will increase steadily, 
raising the demand for premium fuels 
Similarly, there will be more chassis 
design and suspension changes that 
will affect lubrication 

The experience of one service sta- 
tion operator in Detroit probably ts 
being repeated thousands of times 
throughout the country, and it will 
continue to happen, 

This operator says his over-all gas 
oline gallonage so far this year has 
gone up about 8%. His regular grade 
gallonage has dropped 13%. That 
means his premium sales must have 
been tremendous 

There is no evidence to indicate this 
trend will not continue. However, 
there is danger in trying to relate 
compression ratio increases to the ex 
pected demand for premium fuel based 
on the engine changes. Here’s why 

Suppose a car maker in 1955 has 
an engine with 8.5:1 compression 
ratio. Its octane requirement may be 
92. Then in 1956 that compression 
ratio jumps to 9:1, 
requirement to 95 

Now in 1957 he may go to 9.5. That 
doesn’t necessarily mean the octane 
requirement will go up three points 
to 98. There are a number of reasons 
for this. 

First, each octane number between 
95 and 98 is much larger than each 


raising the octane 
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octane between 92 and 95, so every- 
thing else being equal the 9.5 engine 
may need only a 96.5 octane fuel 

Second, in designing the new engine, 
it is possible that some “mechanical” 
octanes were built into the plant. It 
may be combustion chamber 
design 

In theory, 
octanes the 9.5 engine could still run 
it has 


manutac 


a new 


because of mechanical 


95 octane fuel. Because 


when 


on 
been true that 
turer mechanical 
his engine, will still shoot 
highest fuel 
little to 
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Because oil industry competition ts 
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will 


HI more 
and 
equipped with seat belts from now on 
Lincoln, Ford, Mercury and Chrysler 
already offer belts as optional 
equipment. Others sure to follow 
Safety is becoming more prominent 
as a Selling feature on new cars. 
Ford uses life-like plastic dummies 
de 


more new cars he 


seal 


are 


in crash tests to work out safety 


velopments. Each dummy _ contains 
electronic equipment that sends mes 
sages to an instrument car. From this 
information, plus movies, safety eng! 
neers can get a clue as to what can be 
done to make driving safer 

This type of research and develop 
ment proceeds a business aspect that 
can't be overlooked 

Right now several equipment man 
ufacturers are making seat belts as ac 
items for cars already on the 
Some automotive 
feel that belts 
will be bought and installed at ser 
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mobile extras as trans 


missions, air conditioning, 
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powe I 
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fields of are 


This raises the question 


servicing 


of how far service stations should go 
to provide the same measure of service 
offered before cars became so com 
plicated. 

The subject has been touched on 
sketchily, but no sharp definition has 
emerged 

In any event, here’s how 
ket is building up 

For the first six 
more than 68% of 


916,662) had automatic transmissions, 


the mar 


months of 1955 


all new cars (2 
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according to Ward's Automotive Re 
ports. This compares with about 58 

1954 and only 4% 1949 
General Motors. for example, outfitted 
than 74° 1955 
automatic 


for 25 for 


more ot its models 
with 
halt 
Ford about 61‘ 


60% 


transmissions the first 


of this year. Chrysler had 66 


and other car makers 
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ai conditioners, a gain of more than 


“Your |amps 
(Me) X50) (=) «=i 


208% over 1954 models. Ward's Re 


ports predicts that air conditioning in- 
stallations on 1956 models will double 


those tor 1955 
What will happen when the number 
into the 
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to take the family 
find his conditione! 
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millions and a 
hot Sunday 
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NEW Le Tourneau 





This huge transporter, 274 ft long, is designed to carry 
freight and supplies across Arctic wastes, terrain that's 
impassable for other vehicles. Designed and built by 
R. G. LeTourneau, Inc., Longview, Texas, the Sno 
Freighter is powered by individual electric motors 
mounted on each wheel. Two 400-hp diesel generator 
sets furnish the electrical energy. Each unit has two 
starters and each of these, in turn, uses four 6-volt 
Globe standard commercial batteries. 


re ere + es a 


GLOBE batteries tei 
assure SPINNING STARTS despite 
Arctic cold, extra-rugged terrain 


Here’s more assurance for private label marketers that For fast service there are 
16 Globe Battery Plants— 


. ° . Atlanta, Ga. © Boston, Mass. 
performance that builds more and more repeat sales. R. G. Cinatanatt, Ohio @ Bellas, Tones 
: ° . . : e Emporia, Kansas © Hastings- 
/ LeTourneau, Inc, is typical of the many leading equipment endiaien. 0; ¥. +. laden. 
f . . Texas ® Los Angeles, Calif 
manufacturers who rely on Globe batteries because they fhomphis, Tenn. © Milwevkes, 
. Wis. © Mineral Ridge, Ohio 
know fast, sure, dependable starts can mean lives or dollars. Oregon City, Cregen 
Philadelphia, Pa. © Reidsville, 


Globe batteries pay off in outstanding performance . 


N.C. @ Son Jose, Calif. 


GLOBE-UNION INC., Milwaukee 1, Wis. Ajox (Onterio) Conada 


iF IT’S PETROLEUM-POWERED there's a Globe-built battery... right from the start! 

















TIRES—BATTERIES—ACCESSORIES 


How Wire Tires Will Affect Marketers 


S" EL WIRE TIRES eventually may have considerable im 
\ pact on the oil marketing industry, but it 1s expected to 
be gradual. The tires, announced last month by the United 
States Rubber Co., are described as a revolutionary de 
velopment. 

For the present, U. S. Rubber is offering its new line in 
the premium range only. If the tire industry goes into steel 
wire tires, it is probable they will appear first in the pre 
mium class 

Most oil marketers offer a premium line, because pre 
mium sales are on the increase. But the bulk of business is 
done on the regular 100-level line. When and if steel wire 
tires are produced in enough quantity to get into lower price 
levels, oil marketers will be asking for them early 

U. S. Rubber says the steel wire tire doubles cut resist 
ance, lets tires run 20-40 degrees cooler, lessens the danger 
of centrifugal force throwing off treads at high speed, im 
proves high-speed riding qualities, and points to increased 
tread mileage. 

The new U. S. Royal Master premium in 7.60-15 size 
will sell for $69.35, as compared to $79.70 for the previous 
Royal Master the new tire replaces. The passenger-car line 
has two distinct styles. One will have a white sidewall only 
one in. wide. The other style has a wider white sidewall 
with a curb guard to protect from scuffing. It is in this 
version that the choice of colored shoulders—blue, green 
or bronze—is offered at no extra cost 

For the motorist, the new tires will mean greater safety 
with a minimum of tire breakdowns, U. S. Rubber says 
And because of a new long-wearing GR-S synthetic rubber 
tread that uses a new type of carbon black and a new tread 
row distribution, the passenger car tire gives 40° more 
mileage than the 100-level tire 

Wire tires are also available in the U. S. Fleetway and 
Super-Fleetway truck line in sizes ranging from 6.00-16 to 
11.00-20. The wire tires will sell at the same price as 
present all-nylon truck tires. 

For truckers, according to U. S. Rubber, the new tires 
mean lower operating cost per mile. Truckers, it says, can 
get more recaps per tire carcass without costly carcass 
repairs. The elimination of groove cracking, ruptures and 
cut damages adds up to less down time per mile of haulage 
And operating economy is possible without increased tire 
inflation and without limiting truck speeds 

Construction—Many efforts have been made over the 
years to incorporate wire in tires. This is the first time it 
has been used successfully in passenger tires. There are 
some wire truck tires on the market, but they use wire in 
place of textiles. The new U. S. Rubber line uses wire in 
addition to textiles 

rhe wire is actually a part of the tread. Two layers of 
criss-crossed wire strands are embedded in rubber at the 
base of the tread. In that position it acts as a barrier to cuts 
in the tread and protects the carcass from rotting 

U. S. Rubber makes a point of the greater strength of 
the new wire tire. Demonstrations of its ability to resist 
damage at high car speeds provide the strongest selling 
argument. Because of better highways and faster cars, more 
owners are driving at sustained high speeds.‘ The added 
strength of steel wire has more appeal now than at any 
previous period. Oil marketers will be quick to see the 
promotion value of steel wire in tires 5 
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COMPARISON TESTS pitted U. S$. Royal steel wire tires with 
worn treads against ordinary 100-level original equipment 
tires with full treads. Results: 100-level tires blow out (top 
after running over sharpened axe blades. Wire tires success- 
fully go over blades (center) and over up-ended railway 
spikes (bottom) at 30 mph. Wire layer at tread base stops 
penetrating object and blowout is averted. Stiff test runs were 
given at Lancaster, Calif., proving grounds 
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handle MORE lube jobs —"s faster 
even with tough, long-lasting greases... 
BECAUSE ONLY ALEMITE 
offers you a pump designed 
specifically for these problems 


1. Tough Lubricants. Easy to pump ~— because 
Super-H has tremendous reserve power (70-to-l 


ratio)— gives INSTANT action at the control valve! 


2. Cold Weather. In and out traffic with big doors 
open means cold, slow-moving grease. But Super-H 


means no waiting — aLWays fast delivery! 


3. Long Pipe Lines. Long lines from basement or 
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high speed, short stroke to push lube through long- 


est lines! 


4. Pressure Drop. A 15-second delay at the fitting 


waiting for pressure to build up is costly —it adds 
up when other lube jobs are waiting 
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‘‘Removall’’ Follower Plate 
Saves up to 25% of Lubricant! SEND FOR NEW CATALOG TODAY! 


. : | Write Alemite, Dept.K-115,1850 Diversey 
Flexible rubber plate fits semi-open ) | Parkway, Chicage 14, Illinois, for new catalog 
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tires—batteries accessories —£.3 


Service Station Operator 


TBA) Goods 


Delivers the 


B* LEADING a double life as a 
wholesaler-retailer, Cities Service 
dealer Ed Kalbfleisch is speeding up 
the last step in TBA distribution. From 
his stockroom—converted from two 
bays in his eight-bay station in Queens 
County, N. Y.—he keeps about 20 
Cities Service dealers in the metro 
politan New York area supplied with 
the company’s complete TBA line 

Kalbfleisch, who leases two service 
stations in Queens County, is one of 
five Cities Service wholesale-retail 
operators in the district. From small 
but full inventories, they provide 

e Regular, bi-weekly deliveries to 
dealers 

@ A quick, nearby source ! 
gency supplies, when necessary 

e Close personal contact and co 
operation on sales, credits, collections 

Kalbfleisch is the sole proprietor of 
his businesses, but he is able to leave 


the two stations in the hands of com 
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petent assistants. He handles the TBA 
distribution personally 

Dealers place TBA orders by phone 
or give them to Cities Service sales 
man Jack Drenneis. Drenneis stops 
every day to drop off his TBA orders 
with Kalbfleisch. Kalbfleisch writes up 
a combination delivery ticket and in 
voice for each dealer order. He rm 
cords the orders on his inventory file 
then in his customer ledger 

On Tuesdays and Fridays he loads 
the accumulated TBA orders into his 
truck and drops them off at the dealer 
tations. While he is there he can make 
uggestions, answer questions about 
products, prices, or installation, settle 
complaints, and talk up the profit in 
pushing TBA sales 

Planning—K albficisch, unlike some 
wholesalers, discourages emergency 
deliveries. He picked his two delivery 
days for a good reason. In most sta 


Continued on p. 106) 
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FULL TBA LINE of Cities Service 
merchandise in Ed Kalbfleisch's 


service station allows him te... 


PACK UP loads from ‘‘warehouse"’ 
bay (behind pump), provide . 


REGULAR DELIVERY to 20 stations 
in metropolitan New York district 
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hey are yours... Viking 

bulk plant pumps in sin- 
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iking truck mounting 
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ing with handy port selection. 
Integral thrust bearing. Relief 
valve on head. Mechanical seal 


or conventional packing. 


runways, ladders or 
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storage tanks. Read the con- 
tents right from the ground at 


a handy window 


For additional information on 
all these products, write today 


for catalog GR. 
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tions Monday is a breathing spell after 
the week-end rush. It’s an opportunity 
for a dealer to inspect, check and see 
what he needs to order. Tuesday is a 
logical time for a delivery trip. Friday 
is the final trip of the week and gives 
the dealers a chance to get set for the 
coming weekend 

In between these days, a dealer can 
get an emergency delivery if he doesn’t 
ask too often. If he drifts into the habit 
of letting his station stocks run down 
Ed has a talk with him. 

“I earn the right to speak frankly 
by first putting myself out to take care 
of him,” Ed comments. “I'll go a long 
way with a dealer’s rush calls before 
taking a stand 

“Had one example a short time 
ago,” he went on, “where a dealer 
phoned in and asked us to bring over 
a box of spark plugs right away. He 
was all out of a popular size. I de- 
clined to make that delivery, I told 
him his station should stock at least 
50 boxes of that particular plug. 

“He got a half dozen plugs some- 
where to take care of his customer,” 
Ed relates. “Couple days later an 
order came through from the dealer 
for a long list of TBA goods.” 

Standard Line—The Kalbfleisch 
wholesale operation is different in an- 
other way. The inventory is strictly 
limited to the items in the Cities Serv- 
ice TBA line. All the dealers sell 
other merchandise—which he could 
carry if he wanted to. He carries no 
tools, no paper towels or other sup 
plies, and no repair parts. He doesn’t 
go for mirrors and seat covers. 

Kalbfleisch has no prejudice against 
sideline merchandise. His two stations 
sell a lot of merchandise that doesn’t 
come from his wholesale TBA in- 
ventory. But he buys them in separate 
transactions. 

“If I went in for all the possible 
things the dealers might buy from me, 
I would have to carry a much more 
complicated inventory,” he explains 
‘I would have many outside sources 
of supply. This way I buy only from 
the Cities Service warehouse.” 

His inventory averages about $9,000 
worth of merchandise. Replacement 
shipments come from Cities Service 
once a week. He gets about four turns 
a year—generally considered to be 
a very healthy condition—on his stock 

Kalbfleisch is almost ready to hire 
an inside man to help with the stock 
handling, bookkeeping and telephone 
work. That will leave him free to do 
more development work with dealers 
to build up their TBA volume. “The 
business is there if they want to try 
for it,” he says bal 
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Wheel Balancing Pays—in 31 Minutes 


V HEEL BALANCING won't get rid of all tire thump 
troubles, but it answers many complaints along that 

line. And it’s profitable. It doesn’t take special skill, it’s 

fast, and it gives the customer a safer, better-riding car 


9:01 Bob Connelly pulls out his balancer and jack, puts 
them in position. Preparations take three minutes 


9:16 Left front, Bob finds, is a little mean. He takes 
" nine minutes—"‘more than usual’’—to adjust weights 


9:3 All wrapped up. $6.90 for this one—but partners 
say almost half the jobs sell one or more tires 
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Here's a picture record of a typical balancing job at the 
Portland, Ore., Shell station of Bob Connelly and Melvin 
Beachell. Starting at 9:01, it's over in 31 minutes. Charge 


to the motorist: a litthe under $7 (a bit below average) 


9:07 Bob gets pick-up in place, positions spinner on 
wheel. Dial needle dips; wheel's out of the way 


9:28 Bob has moved jack, attached remote control to spin 
rear wheels off engine. Left rear was done at 9:24 


Motorist gets car. Bob and Mel detect most balance 
prospects on lift, find drivers grateful for service 


9:3 
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Guarantees Get Longer, But... 
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BLACKMER rotary pumps 


Cut maintenance costs and delays with dependable Blackmer Pumps. 
They're built for lifetime service with sustained efficiency through 
the highest standards of manufacture and superior design features. 


Chese outstanding advantages will save time and money for you: 


Self-adjusting for wear vane construction 
Replaceable vanes and liners 
Self-priming with high suction life 
Wide range of applications 

Capacities from 5 to 1500 GPM 
Compact design 


liquid materials handling ® 


{ at! 
INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
GRAND RAPIDS « DALLAS « WASHINGTON e 
local sales representative 





NEW YORK « ATLANTA « CHICAGO « 


See Yellow pages for 


SAN FRANCISCO 
your 


NATIONALIL 


day is so much longer lasting than tits 
predecessors, this happy result is cause 
for congratulations to battery eng! 
neers, 

If the long guarantees are no more 
than competitive efforts to sell more 
batteries now and worry about adjust 
ments later, then oil marketers, not to 
mention motorists, are not going to be 
very enthusiastic 

It is now a recognized fact that bat 
his is a direct 
result of several improvements intro 
duced by battery manufacturers, be 
ginning four ago. Most 
important of these was a basic change 
in the composition of battery plates. 

Less fundamental changes also came 
along at the same time. They involved 
new types of separators, better cases 
and even improvements in sealing com 
pound 


teries are lasting longer 


about years 


The combination of these fac 
tors produced batteries with a life ex 
pectancy far greater than 
previously known in the 
field 

In the beginning each manufacturer 
who introduced an improved battery 
made strong claims for it. While there 


anything 
automotive 


was good reason to expect longer life, 
no one made a move to offer longer 
guarantees 
advance 


No matter how good the 
knows how a 
product will perform until it gets into 
the hands of many users. It takes sev- 
eral years before the effects of product 
improvements in batteries can be fully 
measured 

Another 


tests, no one 


unknown factor affects 
everything going into an automobile 
The history of the automobile has 
many examples of improvements in a 
part or accessory being cancelled by 
design changes. Gasoline, for example, 
is better today, but the car owner takes 
out the benefit in 
miles per gallon. 

Aside from considerations, 
battery guarantees would have been 
left strictly alone if the views of many 
in the industry had prevailed. Their 
view, shared by many oil men, is that 
giving a guarantee on a battery in 
terms of a number of months or years 
of life is all wrong. To say that a bat- 
tery will last for 24 months or 30 
months is only betting on averages, 
the seller can’t possibly know 
what kind of service or care the bat 
tery will get. 


per formance, not 


these 


since 


If guarantees must be perpetuated 
as an éntrenched feature of battery 
merchandising, it is important to give 
them their proper place. The guaran 
tee should only be an incidental item 
in the battery specifications. Even a 
little emphasis on the length of the 
guarantee as a selling point encourages 
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the dealer to lapse into selling batters i new type of TBA distribution in the Atlas Capacity Table 
by the numbers Canton division. John Decker, former The three new 12-volt Atlas bat 
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dealers describe their batteries as an IBA distributor to supply about halt the case. On a typical battery these fig 


&- > 30- » deale <cae . 
18-month battery or a 30-month bat of the dealers and lessees in the Can ures appeat Amp. Hours 60; 5 Sec 


Volts 8.6: Zero Start 4.4: Overcharge 
Lite 


tery, quote the price, and wind up the ton area 
sales talk. Naturally the customer 1s 


led to believe that the more months Gulf Credit Switch 
of guarantee he can buy, the better the 


‘ 
battery deal Gulf Oil has dropped the $20 mini Tung-Sol’s New Hook 

Actually the customer isn’t. inter mum limit on installment terms to fung-Sol Electric has designed a 
ested in the adjustment he can get if credit car customers. From now on the special hook for removing the retain 


his battery fails before the full term customer can pay for any purchases up ing rings on sealed beam headlights on 


of the guarantee. What he really wants to $50 in three monthly installments late 1955 and all 1956 General Motors 


and needs is a battery with some re For larger amounts he in have six cars. Because of a design change tt ts 
serve capacity for cold morning starts months (Continued on p. 110) 
The length of the guarantee is no index 
of quality between battery brands. One 
maker’s 36-month battery may well do 
a better starting job than another's 





though both have the same guarantee 

That brings up the competitive rea 
sons for the all-around lengthening ot 
guarantee periods, including the new 
five-year guarantee. Somebody made 
the first boost. Others felt that they 
had to match it 

If the longer terms have gone too 
far ahead of the rise in average battery 
life, there will be a rise in battery 
adjustments. Oil companies won't wel 





come more adjustments. Neither will 
service station operators. The paper 
work is a nuisance, and it’s bad for the ; ? : P ; 
gasoline business if one of your steady Morrison Line Strainers and Swing Joints 


customers gets the idea he bought an Are Built for Important Protection 


inferior product from you A valuable pump is wrecked. A fine costly meter is 

The dealer loses in another way utterly ruined. It happened because foreign substance 
was pumped through the lines into the highly important 
Although adjustment rebates = are mechanisms 


shared by dealer and supplier, the deal Lerces ore incroesing steodily due to lechy, inefficient 


er does all the work and takes the swing joints 


biggest cut. He has lost the full profit These Morrison line strainers end swing jeints, inex 
he would normally make by selling pensive though they are, will prevent meny breekdewns 


and loss of time and products 
the customer a replacement battery 








Please write tor full information 
We can only hope that batteries now 


being turned out will actually measure 
up to the promises being made for 
them. Right now it looks as if the bat 
tery industry is gambling that the new 
batteries will last long enough for the 
buyer to trade or sell his car. The next 
owner may be satisfied to replace the 
battery whenever it fails without seek 
ing an adjustment & 











BRIEFS 





Sohio Peps TBA Line 


Iwo new features have become part 
of the Standard of Ohio TBA program 
One is the addition of two dry-charge 


batteries to ane Care of 12 volt re A @) R R ] S '@) N a Ze) Ss. as '@) nA PA N YY 
sort geared i et “i eum rile Oll EQ Ul PM EN T HEA D Q UA R TE RS 
l Suicks ackards ontiacs | DUBUQUE, IOWA 


Chevrolets. The other is a try-out 
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Accounts & Bad Debts 


COLLECTED 
Anywhere in the U.S.A. 
OR NO COST! 


Bonded Collectors and Attorneys 
Everywhere 


We Pay All Collection and Legal Fees 


Quick Results—Low Cost 
Write or Wire For Low Rates 


CREDIT CLEARANCE BUREAU 


Div. P; 250 W. 57 St., N. Y. 19 











The Good Business Gift! 


fresh FLORIDA FRUIT 


FOR CHRISTMAS 


COLORFUL MEXICAN BASKET (re-usable) 
brimming full of choice quality, golden ripe 
oranges, grapefruit tangerines, shelled pecans, 
exotic tropical candies and marmalades A 
glamorous gift topped with a big red bow! 

Shipped in corrugated box for extra protection 


MEXICAN 
BASKET 
VY BUSHEL 


$6.95 


MEXICAN 
BASKET 
FULL 
RUSHEL 


$12.00 


“EXPRESS PREPAID 


SUNSHINE PACK—Beautifully packed, top quatity 
Florida fruit: all oranges, all grapefruit or mixed 
Peae specify 

FULL BUSHEL $6.00 HALF BUSHEL $4.25 
FULL BOX 9.25 ‘4 BUSHEL $5.00 
Commercial discounts on all quantity orders 


THE BARFIELD GROVES 
Dept. P-1 Polk City, Florida 


*All prices include delivery charges East of Mis- 
sissippt River and to La., Ark., and Mo. To Wis., 
upper Mich., lowa, Kar., Minn., Okla, Neb 
and Texas, add 10%, All other states, add 200% 
No shipments to Ariz. or Calif 


ALL SHIPMENTS UNCONDITIONALLY 
GUARANTEED 








$j tires batteries——-accessories 


L109) 

now necessary to ‘remove a small coil 
spring from the retaining ring and re 
insert the spring after the sealed beam 
unit is in place. 


(Continued from p 


U.S. Rubber Grows 


United States Rubber Co, will build 
a new branch office and warehouse in 
Philadelphia to replace outgrown fa 
cilities. Site will be a seven acre tract 
acquired from the Electric 
Battery Co. at Rising Sun and Adams 
Ave 


Storage 


Heavy-Duty Wipers 

Bufialo, N.Y 

has brought out a series of new heavy 
duty wiper blades for trucks. The new 
blades are more rugged than previous 


rrico Products Corp., 


types. They incorporate latest wind 
shield wiper developments, formerly 
found only on passenger cars. Blades 
for both flat and curved windshields 
are in the line 


4& 


Guide Headlamp Aimer 


Guide Motor Lamp Div. of General 
Motors has brought out a new auto 
mobile headlamp. Two built-in projec 
tions on the lens can be used with a 
new, lightweight aiming device. Guide 
makes the claim that the aimer en- 
ables a “service station attendant to 
install and aim correctly a set of lamps 
in eight minutes in broad daylight in 
a space only as large as the car.” 


Brake Fluid Check 


A check of some 15,000 cars com- 
ing into 70 Shell stations for lubrica- 
tion shows 46% were low on brake 
fluid. Shell points out that a 75¢ serv- 
ice charge for adding make-up fluid 
is common practice. Figuring about 
six to eight cents for fluid, the deale1 
has a profit of about 67¢ for a job 
that takes but a few minutes 


NATIONAI 


Replacement Tubeless Tires 


Second line tubeless tires are now 
on the market after more than a year 
of speculation as to when—if ever 
they would appear. Goodyear has an- 
nounced a complete new line of lower- 
priced tubeless passenger tires for re- 
placement sales. They are priced about 
25% below original equipment tires. 
The new tire is a companion to Good- 
year’s present Super-Cushion tubeless, 
using the same tread design 

Second-line tubeless tires are now 
being sold by the United States Rub 
ber Co. under the trade name of U. S. 
Royal Air Ride. They are made in 
three sizes: 6.70-15; 7:00-15; and 
7:60-15. White sidewalls are available 
in all three sizes 


Battery Check 


United Motor Service Div. of Gen- 
eral Motors will emphasize in this sea- 
son’s Delco battery sales meetings that 
one out of 10 batteries in automobiles 
today is on the ragged edge of failure. 
Dealers will be urged to do their cus- 
tomers a favor by lifting the hood and 
checking before it fails completely 


Replica Billboards 

Miniature replicas of Du Pont anti 
freeze billboards have been designed 
for the model railroad market. This 
season Lionel Corp. will distribute 
80,000 of the small billboards. A set 
of six will be packed in each train 
shipped from the factory. Full-color 
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reproductions will appear in the Lionel 
catalog. The models will be on display 
in department stores, hobby shops, and 
other retail outlets where Lionel trains 
are sold 


Penn Grade Pushes TBA 


A tolder of helpful tips to motorists 
issued by the Penn Grade Assn., con 
tains some TBA promotion. Car own- 
ers are advised to have the oil filter 
changed every 5,000 miles; have the 
cooling system drained and flushed 
twice a year; have spark plugs in- 
spected every 3,000 miles; check tire 
pressures before starting a long trip 
to avoid tire wear 





Filament Design Change 


A new sealed-beam headlight for 
truck and bus service has been de 
veloped by Tung-Sol Electric, Inc 
Sagging of the top filament, a major 
cause of shorts, is prevented in the new 
model by means of an insulated center 
support. Service tests under severe 
road conditions indicate the new lamp 
lasts longer than lamps without the 
center support, says Tung-Sol 


Antifreeze Installation 


Olin Mathieson Chemical Corp. has 
completed a new plant near Pittsburgh 
for compounding, packaging and dis 
tribution of antifreeze and related 
products, The plant was built by Penn 
Glenn Oil Works, Inc., of Leechburg, 
Pa., is leased to Olin-Mathieson, and 
will be operated by Penn-Glenn under 
a long-term contract 


Radiator Protection Plans 


Standard of Indiana will offer this 
winter a Guaranteed Radiator Protec- 
tion Plan to all customers who install 
Atlas Perma-Guard antifreeze and 
have their cooling systems checked at 

(Continued on p. 1/2) 
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Richfield Distributor’s don’t merely get the help they need 
to hang on—they get the kind of help that keeps them ahead 


of competition—help that builds business for them! 


With Richfield, help is no further away than your telephone, 
and no call goes unheeded. Richfield officials take pride in 


personally helping distributors with everyday problems 


Richfield does not compete with its distributors. Moreover, 
you get the effective backing of big-time newspaper advertising 
and strong point-of-sale merchandising by Richfield 


All this, and you stay independent, too 


If you'd like this kind of help, and this kind of a relation 
with a major supplier, look into Richfield’s advantages 


Write, wire or phone: 


i” 


Z\ RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 
Serving the Eastern Seaboard from Maine through Florida 


NEWS 11) 





—-£] tires—batteries——accessories 


M11) 

any dealer's station. The customer has 
the option of a written guarantee 
against freezing at 10, 20, 30 or 40 
degrees below zero. During the winter, 
if a test shows the needs 
additional Perma-Guard, dealers are 
authorized to supply it without charge 
Ihe program is being advertised ex 
Midwest. Motorists 


(Continued from p 


customer 


tensively in the 


FS en. 
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ot ee 
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anteed 


se FAMOUS BRAND 


are urged to come in early betore the 
first freeze 

Standard of Ohio repeats its Guar 
Radiator Protection Plan this 
fall for the fourth Car owners 
who install non-evaporative type anti 


year 


freeze at Sohio stations are protected 
radiator trouble at 


0 degrees below freez 


against tempera 


tures down to 


ing 


. 
= 7 
Pi ate “ho 


ro) a ee 
sige te aE as 
THE DISTINCTIVE SKELLY 
UNIFORM FABRIC 1S 
MADE EXCLUSIVELY FOR 


DEALERS JOBBERS 
TANK MEN 


Result: The Skelly man stands 
apart from all other operators, 
a “self-propelled advertise- 
ment” for Skelly products. 


When you are plar ning a company 


n progran check first with 


company 


1617 MAIN STREET 
KANSAS CITY 8, MO. 


NOW PROUDLY SERVING 10 major o1L 


COMPANIES AND 


THEIR SUBSIDIARIES FROM 


* Los Angeles, Calif. * Warrensburg, Mo. * Bridgeport, Conn. 


NATIONAT 


Emergency Light 

Whitaker Cable Corp., N. Kansas 
City, has developed a motorist’s emer- 
gency trouble light for the resale mar- 
ket. One model has a shatterproof 
plastic sealed unit in which the bulb 
replaced. The other 
glass sealed beam light. Both are avail 
able in six or twelve volt, for plugging 
into the lighter socket on the dash 


may be uses a 


Skid-Resistant Tire 


The Gillette tire division of United 
States Rubber has brought out a new 
tire called the Gillette President De 
luxe, designed to give skid resistance 
when two-thirds worn. It is available 
in both tubeless and conventional 
models in either rayon or nylon con 
struction 


—— PERSONALS—— 


J. E. Morrison 
is named Pacific 
Region sales man 
ager for the Exide 
automotive divi- 
sion of the Elec 
tric Storage Bat 
tery Co. with 
headquarters at 
Los Angeles. He 
was formerly a 
special represent- 
ative for the Sin- 
clair Refining Co. He has been with 
Exide since 1948, and comes to Los 
Angeles from Kansas City 

° 

Henry B. Murphree has _ been 
named assistant sales manager for the 
U. S. tires division of United States 
Rubber Co., under H. C. Oliver, di- 
sales manager Murphree 
with U. S. Rubber in 1945 
rose to southern sales 
before his 


J. FE. Morrison 


vision 
started 
and 
manager 
ment 


division 


appoint- 


latest 


. 

J. S. Trickett, Jr., is the new dis- 
trict’ representative for Prest-O-Lite 
Battery Co., at Kansas City. George 
EK. Patterson has been named to a 
similar post at Dallas 

+ 

Jack R. Kennedy has been made 
regional sales manager at Chicago for 
AC Spark Plug Div. of General 
Motors. Formerly Detroit zone man- 
ager, Kennedy with AC in 
1946 as a dealer merchandising man 
in Ft. Wayne, Ind. A refrigeration 
engineer in Detroit prior to the war, 
he served four years with Army Ord- 
nance in both the European and Pa 
cific theatres 8 


started 
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November One of a Series of Interest to the Petroleum Industry 





new puront ra pant =| | What Do Your Dealers Really Think... 


NOW UNDER CONSTRUCTION 
IN CALIFORNIA Of your dealer meetings? ... Your advertising? ... Your dealer 


= ~~ a4, m ‘ Anion . ' 2 publications and sales promotion aids? 
OTtila if Crourn Wa OTHCLALS 
broken for construction of Du Pont 
new West Coast tetraethyl lead Report No. 3 of the new Du Pont survey The Service Station Operator 
manufacturing plant. Many local is now off the press. If vou want to get be hind the scene at the pump island 
Antioch dignitaries were on hand and study the effect of your promotion program on your dealers you ll surels 
for the ground breaking ceremony 
This California plant ite ha 
much to recommend its choice b 
Du Pont including the local 
iwailability of nec iry labor skill 


its convenient location in the heart 
of a growin market for TEI dl DEALER 
| ! nd good 


want to take an earl peek at the results of this survey 


quate upp ol ower a 
Wwiter plu 
rail hipment 
In addition t 
modern continuo proce i 
Of parent i hl the 
plant will po diic Hinguie | rhe 
wists dispo fem Phe vast 
naterials will be discharged into 
deep underground we In ONCE 
if 6.000 feet to « nate any dan 
er otf conta nating ( vater 
A new plant for manutacturin 
Du Pont PREON i tho being 


built on the Antioch ite 











Two lube oil additives 
to help you sell 
fleet contracts 


For refiners interested in feet contract 
Du Pont two pol meric libe oil addi 
tives offer pecial ile idvantawe 
especially with owners of Heets in le 
clits top ind-start use 
Du Pont Lube Oil Additive 564 
Du Pont Lube Oil Additive 565 
vide an economical and effective m 
of preventing engine oil sludge 
are particularly effective under Jo 
temperature, low-power top-and-vo | iw index of thi 
driving condition goth work i cle operation ¢ in be found 
tergents and V. 1. improvet | the dealers’ answer questio | 
LOA 364 with it lowe molecular them in thi recent dealer I What they want 
weight gives an engine oil with excel 
lent shear stabilit Phe higher molecu Are they helpful? 
lar weight ot LOA 565 vive Vvreater The cle les vere i ked ho 
viscosity index improvement meetings their company invited ther eral this 
Both are ashless. Thes keep engine | toeach year ind how it iZation 


thy 


Tthhtti 


oil systems clean and free of sludge the ittended Dheit \ oud quent] 


under severe condition contribute find in the sur 

to longer engine life vay from none to viker s cl isions i i“ mriprariie 
Besides providing extra sales appeal vhat was accor 

for leet customers, the benefits of these 

additives offer exceptional promotion 

and marketing opportunities with the ind samples are available through your upplies 

t 


Telling is selling 


mass passenger car field. Information Du Pont representative or | ice mer 
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PETROLEUM CHEMICALS DIVISION 


NEWS 


MID-CONTINENT REGIONAL 


New, Modern Regional 
Laboratory at Tulsa 


A complete modernization program ha 
Du Pont 
laboratory in 


just been completed at the 
Mid-Continent regional 
Pulsa, Oklahoma, The photographs be 
low show how the air-conditioned lab 
building has been modernized and new 
equipment added, Improved customer 


ervice is the objective 


- 
” 
-” 


Over-all view of the new regional laboratory 
interior, You can also see from this picture that 
the regional lab people take considerable care 


with their housekeeping 


H. M, Carey operating the Tulsa lab's new CFR 
octane number test engine 


The new set-up at the laboratory for analyzing 
copper, antioxidant and metal deactivator con 
tent. This equipment is also used for color work 
Blake Partain is shown in the foreground 


E.1. DU PONT DE NEMOURS & COMPANY (INC.) Petroleum Chemicals Division 


Sales Offices 


CHICAGO, ILl.—8 Se. Michigan Ave 
DETROIT, MICH 13000 W. Seven Mile Rd 
HOUSTON, TEXAS 
LOS ANGELES, CAL 
NEW YORK, N.Y 


612 So. Flower $1 


ADVERTISEMENT 


EK. Opec. CampBecn. joined — the 
Du Pont Petroleurn Chemicals Division 
in 1951. Since that time 
aged the Division's 
gional laboratory in Tulsa, Oklahoma 
He is in charge of Du Pont customer 
product testing, and additives 


he has ial 
Mid-Continent re 


eT VICE 
treating recommendations in the re 
Mion 

Following colle ve hie did 


pe troleum testing, and later was 


general 
mace 
in charge of a 
phase of the research work at the Bu 
reau_of Mines Petroleum expe rimental 
Station in Bartlesville 

During World War Il he was a com 
missioned officer in the | S. Navy 
From 1945 to 1951 he served with the 
Munitions Board. There his 
chemical engineer included petroleum 
planning and coordination of technical 
for the 


a Petroleum Chemist 


job as a 


petroleum problem three mili 
ful COT VICE 
Mii ( ampbell received his B \ 


vree in Chemists 
Oklahoma ind ate! 


Dealer Survey 


Ing, training programs, et 
when the dealer 
these police ies, they like them 
ever, a large 


found, are not aware ol 


it the University of 


studied at the 


> In general 
know and understand 
How 
SO) the 
their 
supplic rs polic ies on these matters. 


numbe I ol deale rs 


suUrVes 


In addition to the above areas, this 
Report No. 3 delves into the 
opinions of de aler publications, over 


dealer S 


all COMmMpany acdve rtising and pom of 
Their 
opinions of supplic r representatives are 
And the report in 
information on the dealer's own 


sale merchandising displays. 
also documented. 
clude s 
advertising programs, too, 


Complete series of reports 
Phe previous two reports in the series 
retail functions 
vallonage, credit and 


cover (1) such dealer 
as station hours 
mailing lists and (2 dealer know ledge 
of products, additives, sales assets and 
prices. Future reports, to be published 
will discuss (4 


soon employee dealer 


dealer associations, his 





705 Bank of Commerce Bidg 


1270 Ave. of the Americas 
IN CANADA, Du Pont Company of Canada Limited 


Prepared for the Petroleum Chemicals Division of E 


relationships 


Phone RAndolph 6.8630 
Phone UNiversity 4.1963 
Phone CApitol 5-115 
Phone MAdison 5.1691 
Phone COlumbus 5.2342 


PHILADELPHIA, PA 
PITTSBURGH, PA 

SAN FRANCISCO, CAL 
SEATTLE 
TULSA, OKLA.—P. O 





3 Penn Center Plaza 
Room 510, Alcoa Bidg 
Room 626, 111 Sutter St 
WASH Room 
Box 730 
Petroleum Chemicals Division 
OTHER COUNTRIES: Petroleum Chemicals Export 


E. ODELL CAMPBELL 


University of Arizona and George 
Washington University. He is a mem 
ber of the American Chemical Society 
Alpha Chi Sigma Fraternity 
American Association for the 
ment of Science 


and the 


Advan 


background and income 
and (5) the interrelationship of all the 
above factors such 
cle aler 
affect sales volume. 


educational 


us how station 


hours meetings and education 


Continuing market research 


Sponsored by Du Pont, the survey was 
conducted on a complete ly impartial 
National Analysts, Inc. It is 
nationwide in scope and part of the 
continuing market research work of the 
Du Pont Petroleum Chemicals Division. 
It follows the recent Du Pont survey of 
service station customer buying habits 

For more information about this sur 
vey, just get in touch with any of ow 
representatives o1 listed 
below. 


basis by 


sale ) offic CS 


.». through Chemistry 


hemicals 


Better Things for Better Living | 
} 





Wilmington 98, Delaware 


Phone LOcust 8-353) 
Phone ATlantic 1-2933 
Phone EXbrook 2-6230 
Phone MElrose 6977 
Phone LUther 5-5578 
80 Richmond Street West—Toronto |, Ontario 
Nemours Bidg 6539—Wilmington 98, Delaware 


4003 Aurora Ave 


du Pont de Nemours & Company (Inc.) 


Printed in U 





LANTS AND 


TERMINALS 


IT’S DOWNHILL all the way in Bryan-Cooper’s loading system. Truck at top right is 
unloading, via gravity, into tanks. Delivery truck, left, loads by gravity, too 


Gravity Cuts Bulk Storage Loss 


VY RAVITY isn’t on the payroll at 

J Bryan-Cooper Oil Co.'s Raleigh, 
N.C., bulk plant. But Phillips distribu- 
tor Swannie D. Bryan calls it a key 
worker in the plant’s efficiency ope! 
ations 

For Bryan-Cooper’s 
and waste loss problems have been 
solved by an unloading-loading system 
in Which gravity does all the work 

A Natural—aA sharply-sloping hill 
side site at the northern outskirts of 
Raleigh gave Bryan the raw material 
for his “gravity-load” setup. Bulldozers 
chewed into the hill and leveled off 
an elevated platform area. A battery 
of six storage tanks was installed on 
this platform above the tanks. Below 


evaporation 





National Petroleum News 


“And another tank of that 
Playing’ gas.” 


‘Long 
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near the base of the slope 
rack, City 


there 


the tanks 
loading 
trucks take thei 
feet below the storage tanks 

Simple but 


is the delivery 


loads several 
effective” is Bryan’s 
description of the system We let 
take ove! When 
light products with pumping you al 


gravity you agitate 
ways lose through evaporation,’ 
Under the gravity-load system trans 
ports can unload into the tanks at a 
rate of 61 gal. per 
ind kerosine, 48 gal. per 
? fuel oil. It 


it 5,500-gal 


min. for gasoline 
min. for No 
takes 90 min 
transport dump of gas 
100 


dump of No 


to unload 


unload a 
fuel oil 

product are 
orange for Regular 66 
Flite Fuel (the 
premium gasoline), black for kerosene 


oline, about min. to 

5 000-gal 
Pipe lines for each 

color-coded 

gasoline, maroon for 

dodo green for No. 2 fuel oil 
Three-Way Efficiency 

only part of a 


Csravity 
three 
point program used by Bryan-Cooper 


feeding 1s one 


to keep costs down while servicing 
about 2,000 heating oil accounts and 
50-75 Other 
parts of the program call for keeping 
relatively so that quick 


turnover will prevent oil from coating 


commercial accounts 


stocks small 


the tanks—and maintaining a close 
morning-and-evening 
tanks (two are 
two fuel oil, two kerosene; total « apac 
ity is 87,000 gal.) 
That says 
crepancy can be checked out on the 


spot ; s 


inventory over 


the storage gasoline 


way Bryan, “any dis 


NEWS 
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BOWERS 


BATTERIES 


BOWERS BATTERY & SPARK PLUG CO, READING, PA 


End Company Xmas 
Gift Problems the 
‘*Select-A-Gift’’ Way 


- ». « Customers and Employees 
Select The Gift They Want 


.. + You Pick The Price Range— 
Five Groups . . . $6.62 to $47.25 


Stop worrying if they have one if they 
want one what size or color. Pick your 
price range and we mail, or you give, a beauti 
ful combination Christmas Card-Gift Folder 
to each person on your list. Folder is person 
alized with your name, and/or your company’s, 
and illustrates as many as 24 of America’s 
most-wanted, nationally-advertised gifts. Re 
cipient tells us the gift he wants from you 
we ship it to his home 


Cost of Gift Covers Everything 


We handle mailing, packing, shipping, all 
details. You give more because your complete 
costs average 25% less than regular retail 
prices of the gifts alone. “Select-A-Gift’ is 
used and endorsed by hundreds of leading 
companies. Write to Dept. NPN for free fold 
ers Complete details 


Select-A-Gift 


Division of 
MARITZ SALES BUILDERS 
4200 Forest Park Boulevard 

St. Louis 8, Missouri 














POWER FOR AMERICH s ODEN CARS con 


every yvasoiine ta { inke ist | Keep pace Vitn the { 
demands for fuel, bu | ts eve nere are la y modern Marlo Vertical Self-Primin 
Centr fuygal ’ump on loading “ucK e! ( lk eed 1} gravity flow from above 
storaye tanks 


marlows do the job faster! 


Where performance counts, majors and independent marketers alike are using more 


Marlow Vertical Self-Priming Centrifugal Pumps than any other self-priming pump to 
speed deliveries. Marlow’s broad line of verticals has now been increased by the introduc- 
tion of many new models. They’re “tailor-made” for bulk plant operation. You can depend 
on Marlows for any bulk plant pumping jol modernize with Marlow. See your 


Marlow dealer or write for Bulletin PM-50 


MARLOW PUMPS « RIDGEWOOD, NEW JERSEY 


in Canada: PUMPS & SOFTENERS, LTD., LONDON—CANADA 
Division of BELL & GOSSETT COMPANY 








“ANGLE-LUME” RAPID START LAMP 


Model NALR 


Whiteway Manufacturing Company, pioneers in the 
manufacture of fluorescent outdoor lighting equipment 
for progressive petroleum products marketers, proudly 
presents its NEW NALR Series of RAPID START lamps 
in 6 and 8-foot increments. These lamps are priced 
right and made right for years of brilliant, rugged care- 
free service, giving you increased light output as the 
temperature drops to 0 F. Ideal for all climates! Read 
specifications at right, then write for name of nearest 
supplier. Catalog of complete new 1956 lights, lighting 
systems, supplies and accessories, FREE upon request. 


New AREA 
ILLUMINATORS 


1000 or 800 Milliamperes! 


Catch their eyes BEFORE they drive by 
with the NEW Whiteway Model AIR (1000 
ma.) and NAIR (800 ma 


* 4 or 6 Rapid Start Lamps! 
* High-intensity Lighting With Minimum Glare! 
* Low Operating Cost! 


* Sturdy Aluminum Construction! 


Light Angle Fully Adjustable! 





FITS YOUR PRESENT 
POST HOLE CENTERS! 


& Patented 15 angle (Pat. No 
168,924) throws MORE light 
over a WIDER area! 





Recommended for use where 
nighttime temperatures tall be 
low 60 


Made with genuine new GE 
Rapid Start components! 


8 and 6-ft. styles supplied with 
800 ma. Rapid Start single pin 
recessed sockets, of in ANY 
LENGTH USING COMBINA 
NATIONS OF THESE Two 
LENGTHS! 


6-tt. style also supplied with 
1000 ma. 5-pin Mogul base 
sockets, or in ANY LENGTH IN 
MULTIPLES OF 6-FEET' 


This new fixture also incorpo 
rates Whiteway features such as 
FULLY-ADJUSTABLE post mount 
ing brackets, SUPER STRENGTH 
"I BEAM construction and full 
28” WIDTH! 








MANUFACTURING COMPANY 


Whether ye are planning the building or modern 
ization o 


WRITE FOR FREE CATALOG 


one or a thousand service stations, you 


need our new value-packed 1956 catalog of out 
standing outdoor lighting equipment, systems, and 
accessories. Send (without obligation) for your 
FREE copy, TODAY! 


1736 Dreman Ave., Cincinnati 23, Ohio 


PIONEERS IN FLUORESCENT OUTDOOR LIGHTING EQUIPMENT FOR PROGRESSIVE SERVICE STATIONS 
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What goes on inside 
There’s An All-Revolving Mechanism With Liquid Capillary 


Double stainless steel bearings 
at either end of rotor shoft 


Main rotor bearings are 
pressure lubricated by 
turning this screw. 


Choice of visible reset register 

(shown), non-reset register or 

printing register. 
Liquid capillary seal—minute 
clearances between the re- 
volving rotor vanes and the 
chamber wall provide an ef- 


Lubricant inlet to adjustment fective, friction-free seal. 


chamber. 
~> 


Drain for removing condensate 
from adjustment chamber. 


| ) 4 HORIZONTAL 
eet Rh a . OUTLET 


All-revolving rotor assures 


Patented micro adjustment pro- 
smooth motion and long life. 


vides ultra fine increments for 
recalibration. 


Rotocycle meter with body sec- 


tioned to show original features. 


VERTICAL INLET 





a aN a 


FOLLOW THE ROTOCYCLE 





7 au . a 
INLET 

ROTOR POSITION 1: Liquid entering the measuring 

chamber through the inlet port encounters vane No. 


(1) which seals off further liquid progress. The seal 
is by liquid capillary action. There are no metal 


NLET 
ROTOR POSITION tt: Pressure under vane No. (1) 
forces the rotor to turn on its centershaft. Vane 
No. 2 has now reached position occupied by vane 
No. 1 where it forms a capillary seal with the wall. 


to-metal contacts between the vanes and the side 
wall of the measuring chamber 


Segregated between vanes (1) and (2) is a definite 
volume of liquid indicated in dark color. 
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Rockwell (izi,/Meters? 


Seals Turning On Stainless Steel Ball Bearing Mounts 


The Finest Engineering and Construction 
for Accurate, Long Lasting Measurement! 


The Rockwell Rotocycle has been designed to keep 
meter maintenance costs down and to extend useful 


Fe i @ | Cc ix Wy ee i i meter life. This is largely due to the ease with which 


these meters operate. The smooth motion comes 


through reducing resistance to flow and eliminating 

ROTOCYCLE metal-to-metal contacts. Liquid moves through the 

Rotocycle in a direct rotary ‘‘Flo-ward”’ path from 

ry t inlet to outlet. No winding passages obstruct the 

e e r Ss flow. The motion is identical to that of an electric 

motor and equally free. By operating with less 

friction and resistance, Rotocycles permit savings 

YOU CAN RELY ON ROCKWELL through the use of smaller electric motors to drive 
pumps, and through lessened power needs. 


ROCKWELL MANUFACTURING COMPANY ® Pittsburgh 8, Pa. 


Atlanta Boston Charlotte Chicago Dallas Denver Houston Los Angeles Midland, Texas 
Kansas City, Mo. New York Philadelphia Pittsburgh San Francisco Seattle Shreveport Tulsa 


Canadian Petroleum & Industrial Meter Sales: Peacock Brothers Limited 








THROUGH A “‘FLO-WARD”’ CYCLE 





INLET 
ROTOR POSITION ili: Vane (3) has reached the seal ROTOR POSITION IV: Vane (4) has reached the seal 
position. Between it and vane (2) is another meas- position and another measured volume is segre- 
ured volume. There are two segregated and meas gated. The volume between vanes (1) and (2) is 
ured volumes for each rotating cycle as indicated now discharging through the outlet port. These 
in dark color. Capillary seals eliminate wear and measured volumes are integrated on the register 
friction. in terms of gallons 
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SUPERLATIVE KELLY CELEBRITY KELLY PRESTIGE TUBELESS 


premium nylon cord, tubeless safety! great new safety bargain! 


KELLY SUPER ARMOR TRAC KELLY ARMOR TRAC 


rayon or nylon for highway trucking! dependable quality, low price! 
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You make the SALES! 


Kelly’s Leadership Line of new products, 


new selling features can build profitable volume for you! 


Today, any tire dealer who stays ahead of his 
competition must have an up-to-the-minute 
line of products to bring in enough volume for 
worthwhile profits. 

That’s exactly why it’s so much easier to get 
in front of the selling parade, when you’re 
handling Kellys. 


The tires you see on this page are typical of 


the entire Leadership Line. They all carry the 
high acceptance of one of the great names in 
quality tire-building. And they all give you 
something new—new benefits, new features, neu 
to sell! 


values 


Selling Kelly Tires is a 600d Business! 





con 


THE KELL 





The completeness of the Leadership Line is 
important, too. You get pace-setting products 
in every price bracket for every type of vehicle. 
You can build volume for profits in all three 
departments of the tire business—retail, com- 
mercial and associate dealer. 


More than that, as a Kelly Dealer you'll get 
powerful national advertising support and close 
personal cooperation in building your business. 
Certainly, a Kelly Dealership is an opportunity 
you should know more about. Write us today. 
The Kelly-Springfield ‘Tire Company, Cumber- 
land, Maryland. 





THE NEW KELLY EXPLORER 





conventional or tubeless, safety at lowest cost! smooth rolling, revolutionary traction tread! 
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IN PETROLEUM (Oil and Gasoline Additives) 


1M SURFACE COATINGS (Paint, Varnish and Lacquer) 


Enjay helps move 
products fast 


More and more industries in the petroleum, surface coating and 
chemical fields are relying on Enjay to help move their products 
fast. For Enjay supplies them with a complete line of uniform, 
high quality petroleum chemicals that assure dependable product 
performance and proved results. Enjay is also ready to assist 
you in developing new or improved products through chemistry. 
For petroleum chemicals backed by 35 years research, experience 
and know-how, nezt time, call on Enjay. 


Enjay Company, inc. - 15 West Sist Street, New York 19, N. Y. 
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IN CHEMICALS Rocket Fuels) 


PETROLEUM 
PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATAC 
PETROHOL 

Methy! Ethyl Ketone 
Dewaxing Aid 

Ethy! Ether 
Isopropy! Ether 
Reference Fuels 


RUBBER 


ENJAY BUTYL 
VISTANEA 


NATIONAL 


PETROLEUM 


SURFACE COATING 
PETROHOL 91 
PETROHOL 95 
PETROHOL 99 

JAYS 

Secondary Buty! Alconot 
Secondary Buty! Acetate 
Isopropy! Acetate 
Acetone 

Methyi Ethyl! Ketone 
Dicyclopentadiene 

Ethyl! Ether 

tsopropy! Ether 
Naphthenic Acids 
1s0-Octy! Alcohol 

Decy! Alcohol 
Denatured Ethy! Alcohol 


CHEMICAL 
PETROHOL 91 
PETROHOL 95 
PETROHOL 99 

JAYSOL 

1s0-Octy! Alcohol 

Decy! Alcohol 
Denatured Ethyl! Alcohol 
Tridecy! Alcohol 
Dicyclopentadiene 


Ethy! Ether 
Isopropyl Ether 
Tetrapropylene 
Tripropyiene 
Aromatic Tars 
Benzene 


Acetone 
Methyl! Ethyl Ketone 


35 successful 
years of 
leadership in 


serving industry 


NEWS * 


November, 


1955 








‘Nuclear energy devices will be best 
It will 
never be possible to use these devices 


suited to stationary structures 
for the propulsion of ordinary auto 
mobiles because of the weight of the 
shielding material, but it will be pos 
sible eventually to use them on boats 
or even large airplanes.” Dr. Glenn T. 
Seaborg, Director of Nuclear Chem 
istry Division and Radiation 
tory, University oOo} ( alifornia 


Labora- 


Recognition by the home-building 
industry that the use of gas appliances 
is a step toward home automation is a 
factor in the sales growth of gas appli 
ances.” Thomas T. Arden, president 
Gas Appliance Manufacturers Assn 


Continuation of price wars and the 
resultant hearings, antimonopoly litiga 
tion, appeals to government by one 
segment of the industry in violation of 
the interests of segment—all 
of these chaotic conditions will finally 


another 


bear fruit and I, for one, don’t want to 
that kind of John 
Harper, president, Harper Co 
Long Island City, N. 


taste poison.” 


Oil 


On the basis of estimates made by 
our Company, we expect steady growth 
in domestic demand during the decade 
1956-1965. Our for 1960 ts 
9,700,000 bbl. daily, or an increase of 
nearly 17°‘ 1955. And for 1965 
we additional 10% in 
Albert L. Nicker- 
Mohil Oil Co 


estimate 


© over 
forecast an 
crease 1960 
son, president 
Inc 


Ove! 


Son ony 


‘It will take all the resources of oil 
gas and nuclear 
energy and the time 
they are available on practical terms 
to satisfy the hunger 
energy. These will 
then, in the long run, be competitors 
but will be partners in power.” J. E. 
Dyer, president Refining Co 


coal, together with 


solar energy by 
tremendous for 


various fuels not 


Sine lair 


‘The petroleum industry, a vast o1 
ganization of both small and large 
businessmen and companies, is proud 
of its accomplishments in the nation’s 
service, of its contributions to the 
nation’s economy and to its security.’ 
P. C. Spencer, president, Sinclair Oil 
Corp 
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What Theyre Saying 


Considering the improvement ob 
tained to date, and the degree to which 
we can logically expect improvements 
turbine performance, 
hesitatingly maintain that the gas tur 
bine will be competitive, performance 
with the internal com 

A. A. Kucher, dire: 
Ford Motor 


in gas we un 


and costwise, 
bustion engine 
for 
if ~ 


scientific laboratory 


Asphalt will build half 
much roadway as cement and will cost 
considerably maintain me 
Petersen, president, Standard of Cali 


fornia 


auvain as 


less to 


that 


jobber activities and op 


Supplier policies attempt to 
circumscribe 
erations, limit sales to certain types of 
and prices 


under which the jobber cannot profit 


accounts establish cost 
ably compete are certainly conceived 
with little of for jobber 
and Martin H., 


Pennsylvania 


no regard 


position welfare 
Heine, 
Petroleum 


past president 


Assn 


By 


10 million passenger cars a year 


1960 there will be a demand for 
That 
means we have to do something about 
our highways. I am confident that we 
will bill 
long.” John J. Nance, president, Stude 
haker-Packard Corp 


get a good highway before 


ee? 

A check on outstanding truck 
tion-restaurant Combinations reveals a 
surprisingly 
for 
14¢ 1s spent 
chief 
Oil Co 


close figure which indi 
gallon of gasoline 
for food €. A. 


architectural lf 


CONMSUIET 
c hic ago 


cates that 
sold 
Petersen, 


Pure 


every 


ant 


We have the added threat of 
ral gas plus consumer rebellion against 


natu 


high distribution costs caused by 
keting The consumer's re 
fusal to pay list price is already reflect 


mat 
practices 
ing itself in our industry. He’s shopping 
for low oil prices and free service. It 
not possible to gage this effect on our 
should he 
size, the 
able to 
through re 


heating oil margins, but we 


prepared. Because of his 


will 


saving 


average jobber he 
make any great 
trenchment. His 
through increased efficiency 


L. Kundahl, pre 
Assn 


not 


must he 
Franklin 


Connecticut 


solution 


ide nf 
Petroleum 


NEWS 


PLEASE 


stop sending 


the checks 


and orders. 


Although we 


and 


printed several thous 


extra enough, we 


‘ opies 


thought to fill the expected heavy 


demand for this oil marketing refer 


ence annual 


| We have no more 


| 


copies of the 1955 


National 
Petroleum 
News FACTBOOK | 


Issue, 


Next NPN Factbook 
will be published 
in Mid-May 1956. 








Mc GRAW-HILL 


OMECT eae L18) BeOwitt 


McGraw-Hill Mailing Lists 
Will Help You 


Merchandise your advertising 
Conduct surveys 

Get inquiries and leads 

for your salesmen 

Pin-point geographical 

or functional grovps 

Sell direct 

Build up weak territories 

Aid dealer relations 


Direct Mail is @ necessary supplement to 
well rounded Business Paper advertising 

program 

Most progrettive 

portion of 


companies allocote a 
their ad budgets to this second 
medium at the same time os they concen 
trate on the best business publications 

600,000 of influences in 
McGraw Hill 
150 


ovt of 


the top 
fields covered by the 
mote vp 
your 
Direct 


buying 
the 
publications 
fists Pick 


Industrial 


ovr mailing 
prospects 


Mail 


ovr 


catalogue 


Write for your free copy of our industrial 
Direct Mail catoleque With complete 
information 














LIGHTER 


- : 
os 


\ TDA trailer axles 





Where payload decides the profit, lighter, stronger These Exclusive Advantages 
TDA Trailer Axles can be a vital asset to truckers of TDA Trailer Brakes Are 
Examples of Timken-Detroit 


Proved far stronger, more rugged and safer in all-out Hidden Quality! 


“Torture Chamber” tests, TDA ‘Trailer Axles are also 
many pounds lighter than any competing axle on the Pressed Steel Brake Shoes that save many pounds 
market today. Weight saving is possible through the per axle... give strong braking action with no dis 


vee P . ° tortion Patented liner shape gives longer liner life 
I'DA exclusive design and construction : | = 
with even wear. Liners riveted on no chance of 


Other hidden quality features that increase TDA life movement on shoe and liners are circle-ground 
and performance are forged alloy steel spindles, cam to insure absolute concentricity of liners and drums 


roller mountings in nylon bushin hined | 1 Rustproofed anchor pins locked in. Exclusive self 
. S / s 8, mac “dC: M4 : . 
B : 65, machined cam nead, aligning camshaft housings. Cam rollers heat 


cleaner cut splines and self-aligning camshaft support treated to roll smoother, wear longer. First with all 

brackets. Good reasons leading manufacturers and op- nylon camshaft bushings. Part for part TDA Brakes 

erators specify TDA. incorporate the finest quality materials, skilled 
workmanship and advanced design 








| Here, in the world’s largest trailer 
axle plant at Kenton, 
Ohio, are built the finest ee 4 La Sd 
trailer axles in the T i 
world. Continual lab 
oratory and high- A > 4 L . y 
way testing prove TDA ‘Trailer Axles to be the lightest 


and strongest; and for greater safety on the highway 
less maintenance and more pay load—make certain 
you specify Timken-Detroit “Quality-Built” Truck- 
Trailer Axles on your next trailer purchase 


ROCKWELL SPRING AND AXLE COMPANY 
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? EFOUIPMENT 


SERVICEMAN Hank Urcuoli guides car onto rack, where main 
aligning job and frame-straightening work are carried out 


‘SCUFF-GAGE’ tests toe-in and toe-out wheel alignment as 
customer's car approaches service pit at Joe Urcuoli’s station 


ema 


ELECTRONIC equipment is utilized for 
front-end alignments performed on rack 


BALANCER spins wheel, Hank Urcuoli 
checks it over to detect signs of wobble 


When Do The Pay Off? 


° ° ° ° ‘ Ihe Iydol dealer also has a “scufl 
Special station equipment is expensive, : 


gage’ for measuring wheel “toe-in 


ALIGNMENT test on headlights is part 


of the station's full service treatment 


and “toe-out” (variations from paral 


but one dealer finds it's worth it lel); a wheel balancer, and a light ad 
justment machine. All his equipment 
is made by Bear 


Urcuoli estimates he services 2,000 


| I LAKES a sizable investment in the total cost of that equipment four 


station equipment to offer a full cars in the shop during a year, bring 


times over 


line of wheel and light adjustment and 
other “extra” services. But it can result 
in huge profits 

Joe Urcuoli laid out $5,000 for spe 
cial service equipment when he went 
into the station business 11 years ago 
Now the annual gross revenue from 
those services at his Tide Water Asso 
ciated station in Rahway, N. J., pays 


November 195 NATIONAI 


Main item of equipment in his shop 
is a Bear “Telaliner an electronic 
unit that checks front wheels for 


caster” and “camber (variations 
from vertical), and detects out-of-line 
frames. This unit sits in a special pit, 
equipped with a rack on which under- 
body work and frame-straightening 


can be done 


PETROLEUM NEW 


ing in a gross of $20,000, or an aver 
age of $10 per car. He says “at least 
50-60% of this is profit, since his only 
two big expenses are labor and equip 
ment depreciation 

He trades in all his equipment every 
two years for Bear's latest models, at 
a cost of $2,800 to $3,100 


(Continued on p. 124) 





| =2J equipment 
(Continued from p. 123) 

Urcuoli does no advertising. He de- 
pends entirely on word-of-mouth pro- 
motion and “the reputation built up 
by quality work.” He says business in 
the service department has grown 
about 60% since he first opened it. 

Business Boosts—Much of his serv- 
ice business comes from other dealers 
who don’t do the work themselves. 
They take the jobs and farm them out 
to him. He gives them a reduced rate 
so they can show a profit. 

Another business boost is provided 
by the New Jersey vehicle inspection 
law requiring an inspection every six 
months. If a car fails to stand up 
under the state’s official inspection 
test, things can get pretty complicated. 
So motorists go to Urcuoli’s station to 
get their cars in shape before running 
them through the regulation inspec- 
tion line. 

He charges nothing for the inspec- 
tion, though it is common practice to 
levy a fee of $2. “It builds good will 
if we do it for nothing,” he says. “Do 
a man a favor and he'll come back. 
Thermoid’s specialized We depend entirely on the revenue 
from things we discover in the inspec- 
| tion that need fixing.” 
and top quality products The full-dress inspection routine 
can help you sell the | opens a wealth of prospects for serv- 
TBA market. ices and parts. The brake test might 
turn up bad brake linings. Shock 
absorbers might need replacing. The 
muffler may be defective. The list is 
long and varied. 

So how free is that free inspection? 
“Only two out of 10” cars pass it 
without requiring some kind of adjust- 
ment or repair, Urcuoli says. 

: Charges—Prices in Urcuoli’s serv- 
It's good business to do ice pn hold with the usual 
business with Thermoid. levels—$12.50 for wheel alignment 
Let us show you why. ($5 or $7.50 to other dealers), $5 for 
a complete balancing job; $1 for light 
adjustment; $1 for wheel rotation; $1 
= | to pack wheel bearings and $1 for 
testing toe-in and toe-out. Price of a 
| frame-straightening job depends on 


how hard it is, but the rate is $3 an 


merchandising experience 





A principal supplier to the automotive hour for labor. 
market for over 50 years Urcuoli operates the station with 
his three sons. William and Joe, Jr., 
Thermoid Co., Special Sales Division, Trenton, New Jersey both have attended training schools at 
the Bear factory. 
Urcuoli himself is a 40-year veteran 
of the service station business. His 
gasoline gallonage is about 15,000 a 
month. 
He got into the inspection and serv- 
ice business near the end of World 
War II. Before that, he did overhaul 
and general repair work. He dropped 
repair work for the new service de- 
partment because “the work is cleaner 
and there is more profit and less head- 
ache.” * 
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° bates OS 
Shure installation at Cliff and Paul 
Mehlville Shell Station, Mehlville, Me 


This 26 ft. long by 9 ft. high Shure unit sells more gasoline, oil, and TBA items, too. 


WITH SHURE MERCHANDISING FIXTURES 


Every square foot of space sells 
more service...more gas and oil 


Shure engineers are currently designing and manufacturing selling-fixtures that bring 
in greater sales and profits to many of America's leading oil companies. 


Your stations, too, will sell more home, garden, do-it-yourself, TBA items AND MORE 
GAS AND OIL when they're planned right with Shure-built interiors. 


Write for folder showing full line and suggested 
arrangements for sales-room and lube-room. 


2 Sens 


MANUFACTURING CORPORATION 


1601 S. HANLEY RD. «+ ST. LOUIS 17, MO. 
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WARREN ECLIPTIC VALVES 
are made in 3” and 4” sizes 
with either flanged-and- 
threaded or double-flanged 
connections 





Sturdy detent ball and spring 
arrangement locks valve in com- 
pletely open or closed positions 
Intermediate flow control by 
hand on lever. Note special 
“O” ring seal, made of Buna N 





WARREN Ecliptic Valves 
the new, lightweight quick-act- 
ing unloading valves —are de- 
signed especially for use on the discharge side 
of manifolds to replace faucets and gate valves. 

Original in design, WARREN Ecliptics 
are fabricated of quality materials throughout 
to provide the same safe, foolproof service 
that has made WARREN Manifold and Emer 
gency Valves and other WARREN transpor- 
tation tank equipment first choice of the 
Industry! 

Bodies are of seamless steel tube with stain- 
less steel stem, bronze disc, large stuffing box 
and brass gland. Although they weigh only 
7) pounds in 3” and only 12'2 pounds in 
i’ sizes, these new units are unusually rugged. 

WARREN Ecliptics are low in cost, easy 
to order and install. They require minimum 
maintenance, They will pay for themselves 
quickly in weight and time savings. 


BEIT 


FETTS MACHIME co. 





BUBBLE-TIGHT! 


PATENT APPLIED FOR 





WARREN Ecliptic Valve tandem assemblies for use with eductor systems 
on refuelers save unloading time and money. 











Write today for complete information! 


MANUFACTURERS OF WARREN SNAP SEAL 
SAFETY LAMPS AND CUSTOM BUILT MACHINERY 


MACHINE COMPANY 


Phage kien Hebel wtkon i tif BAK adh Be Since 190] 
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Heat Controller 


Continental’s redesigned Thermotrol 
heat exchanger is intended to increase 
truck and car engine life by regulating 
The maker says 
it reduces Operating costs and forestalls 


motor oil temperature 


engine overhaul at low mileage due to 
excessive short-haul and start-stop op 
eration. Increased filter cartridge life 
alone more than pays for installation 
of the device, says the company. Con 
tinental Thermotrol, Inc 
and Denton {ve New 
wy 


Falmouth 
Hyde Park 


C ircle No / on ( oupon p 


Conditioner in Quarts 


Silco diesel fuel conditioner now is 
available in quart cans. The product 
when added to diesel fuel, is designed 
to keep injectors clean, aid in proper 
and complete combustion and elimi 
nate hard starting, pounding and ex 
Petroleum Solvent 
Corp., 331 Madison Ave., New York 
t,o. 3 

Circle No 


cessive smoking 


> on Coupon, p. 12 


LPG.Ammonia Pump 

Aurora has designed a turbine pump 
for handling liquefied petroleum gases 
liquid ammonia and chemicals. Th 


November 1955 + NATIONAL 


PETROLET 


pump packing box has been replaced 
by various types of mechanical seals 
to meet specific pumping conditions 
Construction ts of iron or bronze with 
brass fittings. Capacities range trom 5 
to 60 gpm. tor heads up to 350 ft 
furora Pump Division of New York 
tir Brake Co furora, Il 


Circle No. 3 on ¢ 


ice-Melting Pellets 


Addition of a new chemical to Ice 
Rem ice and snow melting pellets is 
metal 


designed to retard rusting of 


parts of cars and trucks when the 


pellets are used on service station 
drives The chemical also 1s said to 
reate a moisture seal within the con 
tainel increasing the product's Stor 
age life Speco Ine "308 
fve., Cleveland 9, Ohio 


Circle No 


{yssocial 


$on Coupon, p. 128 


Dry Cargo Holder 


Load Holder is the name tor a 

tem designed to protect loads in dry 
argo vans trom crushing, breaking or 
jarring. Cartons or other pieces can be 
held in any position in the van by poles 
that run the width of the van and lock 
into recesses in the opposite walls. The 
maker says the recesses can be made 
in van walls without damage and at 
little cost 
plete perforations. Load Holder 
Box 151, Ocala, Fla 


because they are not com 
PO 


on Coupon 


Smith Goes Remote 


Latest major gasoline pump manu 
facturer to enter the remote pumping 
market is A. O. Smith. The Smith 
device is a submerged vertical turbine 
pump, which will serve up to eight dis 
pump is called 
Remoteway to match the Smithway 


name on the 


pensers The new 


standard 
Smit} 
Smuth 


company § 
pump island dispensers. A. O 
Veter Product 15 
way St., Los Angele Calif 


Circle No. 6 on € oupon, Pp 12& 
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new equipment Ce 
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Five Test Charger 


Franklin's new battery charger 


testel designed as a service station 
sales tool provides five different tests 


through which to battery 
trouble. The unit handles both six and 
|2-volt 


hattery protector 


pinpoint 
batteries and has a built-in 
to make fast charg 
inv sate. Franklin Manufacturing Co 
Vis al apolts VUinn 


Circle No 


on Coupon, p 128 


Wheel Aligning Line 


Hunter has brought out a new lin 
of wheel aligning equipment to sup 
plement its wheel-balancing and tire 
units. The 


rounding equipment ts 


designed to make a complete align 


ment check——caster, camber, turning 


radius, king pin inclination vheel 
track ton and 


only five 


center steering mn 


minutes. It is offered in | 
different groups, for use on the floor 
with a rack 
with a pil 
Hunter Ave 
4. Mo 


Circle No 


frame, or drive-on lift, of 
Hunter Engineerine Co 
and Ladue Rd Si Loui 


Yon Coupon, p 


Wrench for Tough Jobs 


IKF has designed its new one-piece 
open-end roller ratchet wrench for oil 
(Continued on p. 128) 





=y new equipment 


(Continued from p. 127) temperature changes [he “all 
burner service. auto oil filter attach breather” consists of a brass housing 
ment, work on oil, gasoline and brake that screws into the top of the tank 
lines and other hard-to-get-at jobs. A Into the housing goes a transparent 
special spring-expansion arrangement drying chamber filled with a chemical 
permits the wrench to fit over badly that changes color as it absorbs mois- 
burred or heavily coated nuts. It is ture. The chemical can be dried out 


available in nine sizes from %-in. to again periodically in an ordinary oven 


lin. T1KF Co., Fisher Bldg., Detroit 2 McIntire Co., Livingston 11, N. J 
Mich Circle No. 11 on Coupon, p. 128 


Circle No. 9 on € oupon, p 128 


e Oil Dispenser 


sf 


ia if ; A Swedish company has introduced 
bf a pedestal for metered delivery of mo- 
tor oil that looks something like an 
island air gage. Oil is delivered directly 
to the motor through a nozzle. The 
amount is recorded on a dial face. The 
pipe, which runs to an underground 
tank, can be insulated against cold 
weather or, in very cold climates, can 
be heated by a warm water coil 


Siphon for Remote Tecalemit Co., Stockholm, Sweden 


Bennett has developed a siphon sys Circle No, 12 on Coupon, p. 128 
tem enabling its remote-control pump 
ing units to serve two or more storage . —— a 
tanks. Gasoline passes through an Trigger Timing Light 
orifice in a special fitting attached to A trigger switch makes it impossible 
the pump discharge head, creating a for a new timing light (for testing the 
vacuum in the siphon line which pulls timing of car and truck motors) to “sit 
gasoline out of the second tank. The ond run” if the mechanic forgets it 
line vacuum is maintained when the Phe device is designed to fit into tight 
pump is not working, to assure a places and is said to produce a light 
steady siphoning action, John Wood 20% brighter than many other units 
Co., Bennett Pump Division, Muske It will operate from either six or 12 
gon, Mich volt batteries. Kal-E-quip Co., P. O 

Circle No, 10 on Coupon, p. 128 Box 567, Kalamazoo, Mich 
Circle No, 13 on Coupon, p. 128 


Tank ‘Air Dryer’ 


McIntire is marketing a device for ° 
reducing the moisture content of air Concealed-Hose Dispenser 
that enters service station and other A. O. Smith has added a concealed- 
storage tanks (SOO to 5,000 gal.) dur hose model to its Smithway gasoline 


ing transfer operations or because of dispenser line. The unit has 9 ft. of 


e FOR FURTHER INFORMATION 
On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


@ Readers’ information Service 
NATIONAL PETROLEUM NEWS 
330 W. 42nd St., New York 36, N.Y. 


Your inquiry will be forwarded to the manufacturer. Void after Feb. 25, 1956 
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hose coiled outside in the usual fash- 
ion. When additional hose is needed, 
542 more feet can be pulled out on 
rollers from inside the dispenser cabi- 
net. The retracting mechanism is de- 
signed to function efficiently even in 
sub-zero weather. A. O. Smith Corp., 
5715 Smithway St., Los Angeles 22 
Calif. 

Circle No. 14 on Coupon, p. 128 


More Light at Stations 


Up to 44% more light at normal 
temperatures than former models is 
the claim made for Guardian's new 
7000-RS series of service station T 
lights. As the temperature drops, 
Guardian says, efficiency increases, so 
that the lamps yield twice the light of 
other models at O° F. and five times as 
much at 10° F. Four of the new 
lights are designed to replace six of 
the type now in use. Guardian Light 
Co., 500 N. Boulevard, Oak Park, Il. 


Circle No. 15 on Coupon, p. 128 


Maneuverable Charger 


A “golt-cart” handle is designed to 
provide maneuverability in tight spots 
for Sun's new portable battery charger 
Built to help out during rush periods, 
the unit charges fast, then settles down 
to a slow charge until shut off manu- 
ally, allowing the serviceman to get 
back to his other work. A clear plastic 
cover fits over the meter and controls 
to protect the charger from bad 
weather. Sun Electric Corp., Harlem 
& Avondale Ave., Chicago 31, Ill. 


Circle No. 16 on Coupon, p. 128 


Truck Mirror 


Iwo telescoping arms have been 
incorporated in the new Big Boy truck 
mirror assembly to eliminate vibration 
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GEORGIA 


THERE'S A 


Garsboy PUMP 


FOR EVERY SiZt CONSUMER ACCOUNT 


MECO, INC. 


Magazine Ave., Savannah, Ga 





INDIANA 








Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 





IOWA 








TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALIT) 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
i4th St., Des Moines, towa, Phone 62-197 
National Ol! Equipment Jobber Associatios 





MISSOURI 








TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
516 Southwest Bivd KANSAS CITY 6 MO 
Phone HA-2335 
Member National Oll Equipment Jobber Association 

















NEW JERSEY 





EQUIPMENT 
for the 
OIL INDUSTRY 


Rebuilt 
PUMPS—METERS—REGISTERS 
* 
PARTS FOR MOST PUMPS 
* 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson, 3, N. J. 











NEW YORK 








RENICK & MAHONEY, INC. 


380 Second Avenue 
’ NEW YORY. 10, N. Y. 
Service Station Equipment 
Bulk Plant—Truck Tank and 
Member of National Asseciction 
Of Oil Equipment Jebbers 
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The mirror is designed to fit either side 
of all truck cabs and has a replaceable 
glass face measuring 5'2 x 8'2 in. A 
rubber guard protects the glass. K-D 
Lamp Co., Cincinnati, Ohio 

Circle No. 17 on Coupon. p, 128 


Fume Remover 


Durkee-Atwood’s system for remov 
ing exhaust fumes trom closed service 
station bays and shops can be assem 
bled in any number of multiples by 
the use of “Y” connecting joints. The 
hose, available in lengths of four, six 
and eight ft., 1s designed for resistance 
to oil products. Adapters will fit over 
all tailpipes from 1'4 to 3 tn. in diam 
eter The kit includes a metal door 
vent for passing the hose through the 
door of the lube bay. Durkee-Atwood 
C’o., Minneapolis 13, Minn 


Circle No. 18 on ¢ oupon, p 128 


Safe Fuel Tanks 


Master Tank & Welding has devel 
oped an offset weld in an attempt to 
build a higher degree of safety and 
crash resistance into its new line of 
truck and tractor fuel tanks. The new 
tanks feature overlapping heads that 
place the weld a full inch from the 
point where the head starts to curve 
[his means that under any sudden 
blow, the metal will fold instead of 
shearing Ihe tanks come in 35 to 
60-gal. sizes. Master Tank & Welding 
Co., Dallas, Texas 


Circle No. 19 on ¢ oupon, Pp 128 


Framed Display Boards 


Framed peg-boards now being dis 
tributed by Woodall can be used as 
tool-holders in the shop or display 
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EQUIPMENT SALES CO. 


164 


Factory Representative fer 
Westinghouse, 0.P.W., Linceln 
Neptune, Huffman, Goodrich. 
. Mydrauile and Gas 
Hose and Coupling Service. 
SALES—PARTS ENGINEERING SERVICE 





PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Bivd. of Allies Pittsburgh 22, Pe 
Rutledge Service Station Fieed Lights 
GGB Equipment—Buckeye Valves 6 
Fittings 
Grance Pumps G Meters—Air 
Compressors 











E. O. HABHEGGER CO. 


24th & Fairmount Aves 
PHILADELPHIA, 30 
Engineering G Equipment 
BULK TERMINALS TRUCKS 


SERVICE STATIONS 
MEMBER NAOE) 





WEST VIRGINIA 








SMITH METERS 
H. H. TRUITT 


1403 8th Ave 
Huntington |, W. Va 


Westinghouse Air Compressors 
Service Station of Bulk Plant Equip 





WISCONSIN 





JABAS EQUIPMENT COMPANY 


Quality Equipment Lines 
Wayne-OPW-Granberg-Gates 
Grayco-Brown-Revere-Steel Shelving 
Complete Sales Service 
1226 Velp Ave Green Bay, Wisc 











Oil Marketing 
Equipment Jobbers 


This Is Your Market Place! 


Write today for Advertising 


Space Rates. 


NATIONAL PETROLEUM NEWS 


330 West 42nd Street 
New York 36, N. Y. 




















—} new equipment 


boards for accessories in the station Dressing Up Seloil is nO increase in price for the new 
showroom. The units are made of models, Modern Metal Products Co 
perforated hardboard framed with Modern Metal Products has added Greensboro, N. ¢ 
lightweight steel tubing. Cost is about a new feature to its Seloil island oil Circle No. 21 on 
$1.50 per sq. ft. of panel space for display units. Stainless steel guard 

upright models with spread-type legs trips have been attached to the oute: 

Easel units with removable panels ar edges of the channel dividers between 

lightly highes Woodall Industri rows of cans, to hold the cans in place 


Coupon, p. 128 


Inc., of California, 1970 Carroll Ave Since cans are in contact only with the 


San Francisco, Calif strips, this also eliminates scratching 


Circle No, 20 on Coupon, p. 128 of the painted channel surfaces. There 


It Will Pay You Well to Specify and Install 








Vio NA 


MANHOLES 


Now standard with many tank builders, major oil 
companies, and carriers. Ihe “Auto-Gard” battery discon 
nector switch, which guards against 
TIONA All-Stee! 10” Fill and 16” Manhole (Also available in Stainless Steel) electrical fires on oil tank trucks, now 
is in full production. The device also 
is designed to protect against battery 
leaks or short circuits when the truck 
is not in Operation. The switch oper 


Battery Disconnector 


ates from the dash and can be con 
nected either to the positive or nega 
tive side of the battery. Price is $14.95, 
with a 40% discount on orders of a 
dozen or more. Jayco Sales, 500 Fifth 
Ave., New York 36, N. ) 


IIONA Manholes have been idopt das standard because Circle No, 22 on ¢ oupon, p. 128 


they provide haulers with something important; a new man- 
hole, simple in design, light in weight, with greater safety Credit Card Sorter 


in case of accident or fire Oil companies that use the punch 
Jut get the complete facts! Write today for catalog con- card system in billing credit customers 
‘ 48 Of + 
taining full information on TIONA Manholes. Vents and can sort 4 0) cards in hour with 
Remington-Rand’s new — electronic 
sorter. The unit will sort alphabetically 
Check These Features: et syponcree: gt a rena" ot 
; roth systen te ab 
v FUNCTIONAL DESIGN Lew elineuctte. Easy 10 install. pe te stems 1 sorter yg ibout 
Only one clamping bolt, located outside manhole 0 on an outright-sale basis, or 
4 LIGHTER WEIGHT—Only 141% Ibs. for manhole, 51 Ibs. can be obtained on rental for about 
for collar. Total: 20 Ibs! $80 a month. Remington-Rand Divi 
iw GREATER SAFETY—Exceeds ICC & API requirements. sion, Sperry Rand Corp., 315 Fourth 
Ww LOW COST-—-Low original, installation and maintenance cost, Ave., New York 10, N. 
t , ice of standard or multiple vent. ircle No, 23 on Coupon, p. 12: 
IMPROVED VENTING—Cl f lard ltip] t Circle No, 23 Coury p. 128 
iw 
iv 


Patent applied for 


Accessories 


SIMPLE OPERATION Quick opening and closing. Foot 
operation. Few parts 

SUPERIOR GASKETING—Gaskets will not pull out, yet are 
easily replaced, Asbestos gasket available for hot oil and 


asphalt service Burner Chart 


LITERATURE 


Iron Fireman has condensed what it 
calls “practically a complete catalog 
of its automatic heating and power 
equipment (for oil and other fuels) into 

TIONA All-Stee! 16” MANUFACTURING COMPANY two sides of a 3442 x 22'2-in. sheet 
lacpection Manhole Warren, Pennsylvania The three-color poster which carries 
illustrations of the company’s products 
and their available sizes, can be hung 
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used as a direct 


Vie ( 


on the office wall o1 

lron 
Ohio 
No 


inail piece Fireman 
Cleveland 
Cire le 


4 on Coupon, p 


Foam Fire Fighting 


for 
flammable liquid fires 


Foamite systems fighting gaso 


line and other 


are covered in a 36-page booklet issued 
Included in 


fixed 


by American LaFrance 
the book ts 
systems, portable equipment and semi 
portable units tor handling all types ot 
fire extinguishing jobs around a bulk 
plant or terminal. American Lak rance 
Elmira, N.Y 


No 


information about 


Corp 


Circle 5 on Coupon, p. 128 


Home Tank Gages 


Krueger has issued a six-page bro 
chure on its line of home heating oil 
Ihe 


tanks installed indoors 


tunk gages models, tor 


various 
outside or un 
derground, are designed to avoid over 
fills and spills by providing a guide to 
the deliveryman. The brochure 


devotes a page to the company’s gages 


also 


and 
Produc 18 


stoves 
Sentry 


barrels and for 
Krue ver 
Wis 


No 


for space 
heaters 
Green Bay 


Circle 26 on Coupon, p. 128 


Who Uses Cummins 


You can find out which truck makes 


and models use Cummins diesel en 


gines as standard or optional equip 
ment with a new booklet issued by the 
engine firm. The booklet the 
name and address of the truck maker 


gives 


a listing of the model and the Cum 
used as a 
Co Ine 


mins diesel that is 
unit. Cummins 
lumbus, Ind 


Circle 


powell 


Engine Co 


No. 27 on Coupon, p. 1248 


Versatile Lift Truck 
K wik-Mix 


brochure 


devotes an 
to telling the 
Moto-Bug materials handler—a 
motor-powered unit that can be 
as a forklift 
by 


eight-page 
story of tts 
small 
used 
hopper or platform car 
The 


low-cost unit is designed for small op 


rier switching attachments 


erations such as bulk plants or small 
Kwik Mix Co 


warehouses 


Wis 


terminal 
Port Washington 


Circle No 128 


8 on C OUpONn, P 


———._ MANUF ACTURERS———_ 


Vulcan Containers, Inc., 
expand storage and warehousing fa 
Bellwood, Ill, plant to 
the national demand 


plan to 


cilities at its 


hetter serve 
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Ihe 


the en 


for steel pails and drums new 
building will up 
boxcar loading 


The 


accommodate a 


next to 
dock 


is ce signed ik 


ku 
losed built in 
1YS4 warehouse 
complete modern 


materials handling system 
>] 
Sun Electric 


maker of 


Corp. of 


automotive test 


Chicago, 
equipment 
launched a this 
fall at 


I he 


new training program 


its ST.S million training center 


course covers four weeks and in 


THER NEW 
ANG iaior Oil Company 
Loading Rack in Action... 


Ce 


cludes WeeK-long sessions in operation 


of test equipment, attomotive elec 


fricity, modern tune up procedure and 


merchandising, Information ¢ 


om W. W 


of education, in 


CT VIVE 


iVatlable ! VICE 


Squier 
president ind director 
ure Of the company at Harlem and 


Avondale Ave ( 


hicago 31 


. 
“Kex"” National Service, industrial 
cloth 


conservation program 


wiping manufacturer, is offering 


inew to sery 


operating with OILCO 
LONG-RANGE LOADER 


To meet tl 

justry 

marketers h 
assembly of extre 
new 
ting, loads tran 
in a jiffy 


i0es its work 


loader whi 


, 
NO intri 


efficiently 
This Sprin 
, 


nT 
Cc dea ¢ 
iugces NO 


shock- 


proof loading 
) 


friction-free 


Sizes 3” and 4” 


valve, and two 

wing joints equipped with 
tapered roller bearings to 
ilignment and greater 
2ad capacitie 


tration 


line 
Aode! 857 
TIMKEN 
n 


iT@ positive 


nowsa 
installation employing 
Spring-Matic loaders 
performing the job for 
ntended and doing it 


1iiu 


se new 


7 
wel 


Write for Folder A-7 for complete description 


OIL EQUIPMENT MA 


/ ge 


3100 VERMONT AVE 


LOUISVILLE 11 


NUFACTURING CO. 


EO 


KY 





Modernize Your Station Now XJ new equipment 
with the All New 
All Aluminum Steber Skyliner! ice stations and other customers. The 


program includes free posters asking 
employees’ co-operation in conserva 
tion of supplies, tools and materials 
The company’s wiping towels also 
carry conservation slogans 
e 

Jano Machine Co. of Escondido 
Calif., is preparing a nationwide pro 
motion for Jano “Sure-Start” battery 
terminals, which were developed in 
France in 1948 and have had good 
luck in the European original equip 
ment market. The terminals, which 
feature oil-filled cups that surrround 
and protect the battery posts, are said 


The Steber Skyliner is new, different, better than any you’ve to eliminate corrosion and sulphation 
seen! New wrap-around doors provide more light emitting and to increase battery life 25% 
area—give you more light to attract customers, more light— 
more gales! A// aluminum construction means easier installation, — —PERSONALS 
easier maintenance, longer-life, beauty, lower lighting costs! 

James A. 
All Aluminum Construction Buchanan is the 
new sales man 
ager for Ever-Tite 
Coupling Co 
Inc., maker of 





Chassis is heat treated extruded aluminum for 
lightweight and great strength. Aluminum cover 
and reflectors are finished with exclusive Steber 
Anoda!l process making them impervious to cor- 
rosion, All other parts are specially treated to pre- ; couplings, adapt 
serve their original appearance. Total weight is ers, fill caps and 
only about half that of steel fixtures. Two men other oil market 
can easily install eight foot sections without me ing equipment 
chanical assistance! Steber Skyliners can be joined The 
to make up a single unit of any length in multiples 
of 4 feet! 


appointment 








Sh Gaalieeee was made, the 

company says, to 
Exclusive Steber sliding pole Greater Light Output meet the pressure of expansion 
fitter fastens anywhere along Buchanan, with Metal Hose and Tub 
Waters Gennee ing Co. for many years before moving 





New “wrap-around” doors provide a light emitting 
area more than 60% greater than other units. Extra ; 
“selling” and “attraction” light is emitted through to Ever-Tite, will be located in the 
the curved edges of the door. In addition, ribbed New York home office 
Tenite II used in the doors is highly resistant to * 
breakage from any cause and has a much higher Edward P. Muller of Denver takes 
light transmission factor than glass over the Rocky Mountain division for 
Champion Pneumatic Machinery Co., 
air Compressor manufacturer. He re 
places Walter F. Vogel, who died re 
cently. 


Sliding Type Pole Fitter 


Regardless of pole spacing, Steber Skyliners are 
easy to mount. Vise type Almag pole fitter fastens 





at any point along the fixture channel so that pole 
. 
spacing is no longer a critical factor. No matter 


where fitter is located there is a service knockout. F. W. Langner, packaging co-ordi 

nator for Socony Mobil Oil Co., New 

Steberlites can be mounted singly York, is one of eivht executives ap- 

a a Ye or in clusters up to six. Top channel pointed to American Management 
on 8 foot models allows re . of Skyliner is tapped and fitted with Assn.’s Packaging Planning Council 

moval of lamps in any order, ) closures oo 

' Thomas F, Hally, Jr., will sell oil 

and industrial meters on the West 

Coast for Neptune Meter Co., with 

The Complete Steber Line Includes: | Write for headquarters at the district office in 


Steberlite Sealed * Aluminum Lamp Steber “‘T’’-light i Los Angeles. He formerly managed 
Beam Units Standards Catalog No. 140-55 / Hally Equipment Co. in Topeka, Kan 





Lamps come straight down 





Open & Enclosed Mushroom Lights 
Floodlights Reflectors 
Elliptical Floodlights 


* 
D. C. Oswill moves up at Shields 

Harper & Co., Los Angeles, from as- 

sistant to the general sales manager to 

STEBER MANUFACTURING CO. manager of service station and auto 


/STEBER\ Or CALPORMA motive equipment sales. C. F. Schroe- 


SEs So, Andareen St, der, former sales representative in 
Los Angeles 33, Califor ° p 7 : 
STEBER MANUFACTURING co. STEBER-WOODHOUSE ive. San Francisco, now is division opera 


Dept. 88, Broadview, Illinois 33 Ingram Drive, Toronto, Canada tions manager in Oakland 


eve eee eeree eee eee 
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Ernest E. Haupt, national accounts 
manager of the B. F. Goodrich Indus 
trial Products Division for five years, 
now 1s sales development and national 
accounts manager for the division. He 
will remain in the New York office 


frhomas J. 
Delaney will di- 
rect White Motor 
Co.'s enlarged 
advertising and 
sales promotion 
department, __lo- 
cated at Cleve- 
land. R. A. Fryer 
will be second in 
command The 
two promotions 
were made in line 
with consolidation of the White and 
Autocar sales promotion departments 
and expansion of the sales program 


r. J. Delaney 


. 

R. G. McCain, formerly in the 
Houston office, is running American 
Can Co.’s new district sales office at 


Fort Worth 


R. F. Edgar 
heads the indus- 
trial sales depart 
ment at Warner 
Electric Brake 
and Clutch Co., 
Beloit, Wis. He 
will be respon 
sible for planning 
and controlling 
all marketing 
functions in the 
division Edgar 
joined Warner in 1947 and moved up 
to manager of the Midwest region in 
1954, 


RK. F. Edgar 


. 

Herbert J. Reid, former factory 
manager of the Fort Wayne, Ind., 
plant, moves to New York as assistant 
general manager of the United States 
Rubber Co. mechanical goods division 

« 

Barr Crawford, former district man 
ager at Pittsburgh, shifts to the same 
job at St. Louis for International 
Harvester truck division, replacing 
C. A. Samuelson, who is retiring 
Other moves caused by Samuelson’s 
departure are 

H. A. Herman, Fort Wayne district 
manager, who goes to Pittsburgh to 
replace Crawtorc 

M. J. Gowen, Richmond, Va., dis- 
trict manager, who moves into Her 
mans spot, 

R. W. Maxwell, assistant manager 
at Richmond, who moves up to replace 
(sowen a 


HEATED TERMINALS 


WITH KIM HOTSTART installed on your trucks you 
don’t need heated terminals. These inexpensive elec- 
tric pre-heaters circulate hot water through engines 
when they aren't in use. Engines remain warmed-up 
and ready with full power at the touch of the starter. 


KIM Hotstart saves money in other ways: 
Reduces engine wear and depreciation. 
Prolongs life of batteries. 

Increases mileage from fuel. 


There's a KIM Hotstart for every gasoline and 
diesel engine. To get the details of how you 
can save the construction and maintenance 
costs of heated terminals and improve the out 
put of your equipment, see your 

leading automotive supplier 

Or write for literature 


KIM HOTSTART 
Four models MFG. COMPANY 


Easily installed West 917 Broadway 
Spokane 1, Washington 





Increase Warm Weather 


TBA Sales with 


KOOL KOOSHION 


Since 1920 





TBA sales jump when your customers 
“SIT ON A BREEZE” 
on KOOL KOOSHION .. . the best 


made and fastest selling auto cushion 
in the world! 


KOOL KOOSHION is cooler, cleaner, 
softer and more comfortable than or 
dinary auto cushions. Constructed 
with sturdy galvanized wire, strong 
Vinyl plastic covering makes it dur- 
able—will not lose shape. So perfectly 
ventilated you can see through it! 


KING SIZED CUSHION 
Our 35th Anniversary Special... a 
big 2214 inch seat! 
For information, and folders write KOOL KOOSHION 


direct of contact our representative MANUFACTURING COMPANY 
in your area. OKLAHOMA CITY, OKLAHOMA 








BE SURE YOU GET THE GENUINE KOOL KOOSHION 
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REGIONS 


New “Emergency” Tax 


Pennsylvania is collecting a cent 
more in state gasoline and diesel motor 
fuel taxes, bringing the state’s take to 


6¢ a gal. The additional cent tax is an 


limitation 2 
to help pay for road and bridge 


August 


emergency measure 
years 
repairs made necessary by 
floods 

Oil men in the Keystone State, how 
ever, are suspicious of temporary 
taxes, but the present law was pre 
sented in such a manner that they 
couldn't openly object. Had the tax 
come up in the regular course of 
events—not as a flood relief measure 
oil men say there would have been 


plenty of opposition 


Worth Tapping 

New York Oil Heating Assn. ts 
wiling distributors they can tap a mat 
ket with a potential of $106.5 million 
in sales if they go after it in an ex 


tensive newspaper-radio-television pro 
motional campaign that will cost 
about $250,000, That's the potential 
in the five-boroughs of New York City 
itself, The association says the poten 
tial is double the city figure if the 
metropolitan area—all in a SO-mi, ra- 
dius of the city—is included 
Here's what can be sold in the city 

area, according to the oil heat group, 
at an investment of $20 per $50,000 
annual gross 

§,000 oif burners in new homes 
for a total of $4.5 million 

100,000 replacement 
coming to $20 million in sales 

300,000 tankless water heaters, 
an outlay of $45 million 


burners 


134 


Added oil sales as a result of these 
tankless hot-water heaters, put at $20 
million 

100,000 additional storage tanks 

two tanks per home—that are now 
permitted under city regulations, for 
total sales of $15 million 

180,000 more service contracts, 
coming to $2 million 

Not figured in the city market po 
tential are new boilers to be sold with 
some of the replacement burners and 
the added gallonage if city dealers sold 
5,000 new burners for new construc 
tion 


Private Branders Split 


lr. Irving Reingold and Philip Stark, 
who ran one of New Jersey’s largest 
private-brand operations for five years, 
are going their separate ways. Reingold 
now Operates the Hackensack service 
station, where seven pumps pushd out 
1.5 million gal. last year, and his for 
mer partner has the 24-pump station 
on Rt. 17, Paramus, where 3 million 
gal. was sold in 1954. Both will con 
tinue as private branders 

A disagreement is the cause of the 
split. It was first planned to auction 
the two stations and a seven-acre tract 
17, Hasbrouck 
Heights, but it was later decided to 
split the property. Stark, according to 


of vacant land on Rt 


Reingold, gets the seven-acre tract. 
As a result of the break-up, Rein 
gold finds himself back in the station 
he opened in 1948 as a self-serve until 
the state legislature banned self-service 
But Reingold doesn’t plan to remain 
with one station for long. He is think 
ing about building a new station but he 
won't say where it will be located. He 
says hell continue to operate under 
the old partnership name, Rein Gase 


ferias 


Unions Merge 


The new International Petroleum 
and Chemical Workers Union, a mer 
ger of four independent unions at 
Standard Oil Co. (N. J.) and Esso 
Standard Oil Co. plants, thinks it may 
take a year to line up 36 other Stand 
ard-Esso independent unions. At pres 
ent, IPCWU represents 4,000 oil work 
ers. If the other independents join, the 
union will speak for 30,000 workers 

J. Henry Benhoff, Ill, who heads 
the new organization, says the main 
reason behind the consolidation is to 
put the workers in a better bargaining 
position on fringe benefits—retire 
ment pay and seniority rights 

As small independents, each plant 
union, he says, isn’t able to get changes 


NATIONAIT 


made at the local level because the 
company men the unions deal with 
don't have the authority to switch com- 
panywide policy. Now IPCWU thinks 
it will have the power to talk things 
over with the top policy makers in 
each organization 

Because it is a new union, IPCWU 
will have to be recognized by the 
Standard units as the bargaining agent 
lhis, Benhoff says, can come by agree- 
ment or through a National Labor Re 
lation Board election. Both compan- 
ies, Benhoff thinks, will have more to 
lose if they force a NLRB poll. 

The nucleus of the larger union Js 
composed of members of Independent 
Petroleum Union, Inc., Baltimore; 
Standard Refinery Union and Bayonne 
Marine Employes Union, both of 
Bayonne, N. J.; and Esso Bargeman’s 
Union, New York City 


By Leonard Castle 


The Farm Market 


Phillips Petroleum Co. has com- 
pleted a study for its farm marketers 
listing the number of tractors in each 
state, the number of farms using trac- 
tors, the average number of farms per 
county, and the average number of 
tractors per county 

Phillips is using the information pri- 
marily to emphasize to its LP-gas dis 
tributors which include many oil 
that there's a wide-open field 
for promoting the conversion of trac 


jobbers 


tors to LP-gas. But the figures could 
be of value for all rural oil jobbers in 
determining what their potential farm 
market is and whether they are sup- 
plying a fair share of the market 

Use of LP-gas as a tractor fuel con 
tinues to grow, with more than 200, 


000 now estimated to be in use 
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throughout the country. Most of these 
are in the Southwest, although conver 
sions are occurring slowly but steadily 
in some sections of the Midwest 
Here are the tractor figures for Mid 
west states, with A meaning total num 
ber of tractors in each state, B number 
of farms using tractors, C average 
number of farms per county, and D 
average number of tractors per county 
Michigan——A. 158,026; B. 111,375 
1.875; D. 1.859 
Indiana—A. 162,221; B. 106,052 
52, ah 5,108 
Illinois \ 257.913: B. 140.965 
1,900; D. 1,382 
Wisconsin A. 187,992 
494: C, 2,374. D. 2.647 
Minnesota A. 228.804 
688; C. 2.058: D. 2.630 
lowa A. 270,377. B 
7.052; BD. 2.13! 
Missourt—A. 168,672 
2.000: D. 1.466 
North Dakota A. 109,538 
340; C. 1,234; D. 2,066 
South Dakota 4 99.435: B. 56 
267. C. 977; D. 1,462 
Nebraska A. 142.067: B. 87,710 
joe. w&. 130 
Kansas A. 160,570; B. 96 
1.252; ©. 3,552 


Milton Still Grows 


The Milton Oil Co. of St. Louis 
which this year is celebrating its 35th 
anniversary as an oil marketer, ts still 
growing It recently purchased the 
New Era Oil Co. of Belleville, Ill 
supplier of five controlled and several 
leased stations. New Era also has a 
large burning oil volume and is a lead 
ing distributor of TBA in the area 


Credit Group Forms 


Because of last summer's drought 
through much of the Midwest, farm 
credits and collections will be one of 
the most critical problems facing rural 
jobbers this fall and winter. The sub 
ject iS Certain to receive great attention 
at most of the annual jobber conven 
trons 

A new agency for exchanging idea 
on credit problems will be availabl 
for consultation, advice and assistance 
This is the North Central Petroleum 
Credit Assn., patterned after similat 
organizations in other sections of the 
country, that was formed recently in 
Omaha 

Seventeen petroleum credit men a 
ended the organization meeting I he 
new association will serve lowa, Kan 
sas, Minnesota, Missouri, Nebraska 
North Dakota, South Daktota. Colo 
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Y 
Job-Paoved DEPENDABILIT 
. L ON THE MOVE..- 


SERIES 3600 PUMP 
PRESSURES TO 90 P.S4 
SIZES 40-300 G.P.M 


The Roper Tank Truck Pump and other Series 3600 
Pumps for general purpose delivery, answer your needs 
for essential equipment in petroleum handling 
Self-lubrication, long-life mechanical seal, anti-friction 
shaft and thrust bearing, adjustable relief valve, 

and hardened gears of equal size contribute to 
dependability. The Roper principle of only two moving 
parts results in quiet operation and high efficiency 
Series 3600 Pumps are available in sizes 40 to 400 
G.P.M., pressures to 90 P.S.I. You can rely on Roper 
... preferred as original equipment — widely 


accepted for replacement. 


ROPER 
Rolary Fiumys 


GEO. D. ROPER CORPORATION 
48) BLACKHAWK PARK AVE, ROCKFORD, KL 





Trade 


Mark 


Registered 
Pending 


/ 


TANK/) 
GARD\) 


Seam RE MB 


GIVES POSITIVE PROTECTION AGAINST 
CORROSION IN UNDERGROUND TANKS! 


When an underground tank corrodes, you 
suffer costly gasoline loss. You are often 
forced to break up expensive drive-way con- 
crete to repair the corroded tank. TANK 
GARD gives you complete tank protection by 
attracting to itself all the corrosive elements 
in the ground. Each year the oil and gas 
industry saves millions of dollars by using 
TANK GARD on pipe lines and other under- 
ground installations TANK GARD is 
inexpensive, easily installed and maintenance 
installing your next under- 
ground tark, it will pay you to look into the 
money-saving advantages of TANK GARD. 


free. Before 


} 


further wmpormation coulact “vy nearest 


Oil Equipment lobher, or write ect 


Corporation 
7000 East 41st Street 


@ Tulsa, Oklahoma 





For that new service station or remodeling job 
. Reduce gasoline pump installation costs 
Plenty of room to make 
suction pipe, electrical, water or air connections. 


Saves concrete 


No Chipping or Cracking 
Stays Neat and Attractive for Years 


WRITE FOR INFORMATION OR PRICES 


W. B. GOODE COMPANY 


2915 W. LEIGH ST * RICHMOND 21, 
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rado, Montana 
ern Canada. 
V. H. Gibson of Skelly Oil Co., 
Kansas City, was elected president and 
Jack Geddes, Pure Oil Co., Minne 
apolis, executive vice president 
Regional vice presidents named 
were: A. C. Thornton, Socony Mobil 
Oil Co., Denver; F. L. Browne, Deep 
Rock Oil Co., Omaha; E. S. Holsten, 
Socony Mobil, Omaha. A. M. Ham 
mond of Continental Oil Co., Kansas 
City, was chosen secretary-treasurer 


Wyoming, and west 


By Marvin Reid 


Jobbers Save Refiners 


The steady growth of oil products 
pipe lines with termination points 
along the upper Mississippi River has 
indirectly resulted in an additional 
source of supply for private-brand 
jobbers on the Texas Gulf Coast 

rhis latest products source—some 
thing the private branders can always 
use more of—is the Texas Gas Corp., 
which has a plant at Winnie, Tex 

Texas Gas is a company that, until 
January of this year, restricted most 
of its selling to either upriver buyers 
or to bigger refiners along the Texas 
Louisiana Gulf Coast 

But the pipe lines, either directly 
or indirectly, have taken over a lot 
of the business Gulf Coast barge sell 
ers once had. And Texas Gias was one 
of the losers in this game 

Ihe company could see its troubles 
coming toward the end of 1954, but 
kept hoping something could be 
worked out with its former customers 
When the last big one did not renew 
its contract, Texas Gas found itself 
with few buyers in sight 

Then the company had to start 
looking for other customers. It found 
them right at its back door 

A quick survey revealed many pri 
vate-brand jobbers operating 
along the Texas Coast. Some of these 


were 
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jobbers have operations in several 
states, and they are always looking 
tor supply sources near their retail 
outlets 

These big operators, as well as small 
er unbranded ones, responded favor 
ably to invitations to buy when Texas 
Gas revealed it was looking for cus- 
tomers. In fact, the company found 
these jobbers were eager to buy from 
any refiner with a good product to sell 
at the right price if the refiner’s plant 
was located nearby 

But Texas gas claims it was and ts 
able to offer quality as well as “the 
right price,” so since January, the 
company has built up a good, steady 
private-brand jobber business 

What started out as a temporary 
makeshift transport loading dock has 
become a modern transport loading 
facility, and the jobbers now have 
their choice of several grades of gaso 
line they can buy from the company 

Everything is sold strictly FOB re 
finery, with these jobbers moving the 
gasoline out in either their own, or 
for hire,” transports 

Fexas Gas is not publicizing its 
sules volume, but an officiai said the 
company is selling as much gasoline 
now to these jobbers as it formerly 


sold to other accounts 


Self-Serves Are Gone 


You have to look long and hard 
these days to find a self-service station 
in the Southwest 

Ihe “Self-Serve,” or stations in 
the Southwest cities have just about 
vanished. And only four or five years 
ago, at least one major in Texas was 
thinking of trying the idea out 

There are still a few around. But 
you don't see many, and the ones you 
do find usually don’t look too suc 
cessful 

Instead of “self-serves” in the big 
ver cities (and the small ones, too 
where they're located on man high 
ways), multi-pump stations with plenty 
of attendants working the driveways 
seem to be the trend 

One thing that tempered the “self 
serve” enthusiasm was the action taken 
by a number of towns and cities in 
passing ordinances against them. The 
fire hazard, some cities felt, was too 
vreat, 

But also, customers had a lot to do 
with wrecking the idea. As a major 
company official in Dallas said 

We have pampered our customers 
and they like it. The day might come 
when the average one will think th 
saving of 3¢ or 4¢ gal. is more impor 
tant to him than the service the aver 

(Continued on p 138) 
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RUST-B 
OSION 


Inside or out—in any climate—on storage tanks 
or finely-machined parts—you can depend on Humble 
RUST-BANS to stop corrosion. 


Industries of all kinds in 28 different 
countries around the world are solving 
their corrosion problems with the RUST- 
BANS, and other products in Humble’s 
complete line of protective coatings. 


Humble makes a family of protective 
coatings for use in a variety of locations— 
even under severe working conditions. 


x 
Send for the Humble book- 


let, ‘Protective Coatings.” For 
advice on corrosion problems, 
call on the Sales Technical 
Service Division of the Hum- 
ble Company. No obligations, 
of course. 


HUMBLE OIL & REFINING 
COMPANY 


P. O. Box 2180 Houston, Texas 


NEWS 





— regions 


137) 
age station gives today. But that day 
isn’t here yet 

Once he tries to put that gasoline 


(Continued from p 


in himself and save those few pennies, 
and maybe spills a little on himself, 
that's usually the end of his patronage 
station,’ 


to a ‘self-service 


Trading Stamp Action 
Volunteer efforts by Colorado sery 
ice station dealers to end the trading 


stamp nuisance have generally failed 
Retailers 


no solu 


Leaders of the Petroleum 


Assn. of Colorado, Inc., see 

tion but legislative relief 
The association plans to get behind 

a bill that the 


also 


State’s independent 


grocers hurting from trading 


stamps—will push at the session of the 

state legislature opening in January 
Spasmodic efforts by the association 

to eliminate stamps over the last 18 


months met only lukewarm success in 


How Alvey-Ferguson 


Engineered Conveying Systems 


Are Engineered to Reduce 


Handling Costs! 


As industry moves more and more to automation, /eading oil marketers 


depend more and more on A-F Engineered Conveying Systems to make 


the one kind of savings now possible 


operational savings! So, let’s face 


the facts! Certainly you may be able to buy lengths of various types of 


conveyors at low prices 


but only an A-F Eneinecered Conveying System 


assures you of the efficient operation you need for appreciable opera: 


tional savings, in the handling of your lubes, greases, anti-freeze, etc. 


Now is the time to discuss your products-handling problems with the 


company that fownded the package conveyor business in 1901. 


Perhaps it will pay you to even scrap the conveyors you now have—for 


an A-F Automatic System 


Write for our 

Bulletin of Engineered 
Conveying Systems 
today 


AF 


YOU CAN St Tht SuPtarORiTy 
OF At CONVETOR INGINEFOING 


A-F ENGINEERED 
CONVEYING SYSTEMS 


Also Pre-Engineered Conveyors 
Wheel, Roller, Belt, Trolley 


THE ALVEY-FERGUSON CO., 613 Disney St, CINCINNATI 9, OHIO and Azuso, California 


NATIONAL 


Denver 
Springs 


The bright spot was Colorado 
where a concerted dealei 
move last spring virtually crushed the 
stamps 

A mere half dozen of the city’s 110 
service stations are giving stamps now 
Dealers organized a committee last 
March to visit dealers 
almost unanimous 
abandon stamps 

James A. Coffman, executive direc- 
tor of the Petroleum Retailers, blames 
part of the trouble on supervisors for 
some 


The result was 
agreement to 


“when a 
dealer's gallonage falls off or isn’t up 
to what they think it ought to be, they 
start needling the dealer into offering 
stamps.” 

The grocers’ bill would fix high 
license fees On stamp companies and 
ask a stiff from 
dispensing stamps with sales. The com- 
panies would need licenses in every 
county they operate in 


major companies 


license fee retailers 


The aim is to 
make business costs prohibitive 

Over half of the 650-700 stations in 
the Denver metropolitan area give 
stamps. Says “Buzz” Coffman, “Every 
body wants to get rid of them, but it's 
like a dog chasing his tail. Every 
dealer says he has to give the stamps, 


because other dealers are doing it.” 


By Frank Pitman 


Gulf on the Move 


Major marketing expansion in the 
Rockies is high on Gulf Oil Co.'s 
agenda this year. It’s a two-point plan 
in which Gulf simultaneously invades 
unexplored” territory and 
established outlets 

The expansion will be built entirely 


enlarges 
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through jobbers, except in Denver 
Chere the company built 12 


stations in the last 1&8 months 


has new 
Possibly 
an even larger number will be con 
structed there in the next year 

G. F. McMillan, zone 
ager, supervises a nine-stale area from 
He predicts 


bit as 


sales man 
his Denver headquarters 
that 
much 


next will see “every 


Gult 


yea 
maybe more expansion 
as in this past year 

Latest Gulf moves include a jobber 
Salt Lake City and the 
a jobber in northern Colo 
rado—a new area for the brand 

Williams Oi! Co., owned by Howard 
J. Williams, is Gulf’s Salt Lake 
City (NPN, Oct., p. 83). The 


firm projects wide expansion, aiming 


switch in 
signing of 


new 
jobber 


distribution at 
Utah 

Pioneer Oil & Gas Co., Fort Collins 
Colo., will handle the Gulf line in Fort 
Collins, 


important points in 


Loveland, Longmont, and 


other northern Colorado cities. Own 


Harold and Roland 


They now supply seven sta 


ers are brothers 
Griffith 
tions, but plan to expand 
Gulf’s zone takes 
rado, Wyoming, Utah, Idaho 
Montana, Kansas, New 
Nebraska. Smallest activity is in 
braska Kansas 
Montana 
will 


in ¢ olo 
Arizona 
Mexico 


Denver 


and 
Ne 


and (one jobber in 


each) and (no jobber). Ex 


pansion place more jobbers in 
these states 


As a 


prowing program 


base of operations for the 
Gulf has leased the 
ninth floor of Denver's new 
Club building 


1956 


Petroleum 
It's due for completion 
in early 





By William Kearn 


Dealers Seek Stamp Law 


Atlanta service station Operator » are 
in the midst of an all-out effort to curt 
activities in 


the stat 


premium trading stamp 


The y have asked 


ther area 


November NATIONAIT 


PEL TROLEI 


attorney 


t 


such 


tion of a 


such redemption 


to consider passing the necessary legis 


| 


if any 


bad 
ness practice that works to the detr 
They eithe: 
up of must 


veneral and the state legisla branded trading stamps “a bus! 


ule 


@ lo take action under state laws ment Ot Customers say 


for recovery to the state “ol prices must go service 
suffer when dealers use such stamps 

Milton F. Allen of Decatur 
secretary of GAPR 
lution stemmed trom widespread con 
the 
stamp 

The 


urzo 


unclaimed property represented 


»y unredeemed stamps upon termina execu 


reasonable time limit for live said the reso 


cern over a sudden increase in 


the 


operating in this area 


e It the state has no escheat laws 


selling” activities of five 


ition tor such recovery 


I he 


Association of Petroleum Retailers has 


companies 
several weeks 


He 


started 


Allen 


Atlanta chapter of the Georgia big push 


iccording to says two ol 


GOODKS 


he Keep Delivery Cos Down 








“LONG - LIFE” 
FUEL OIL HOSE 


The hose that has everything to assure 
important savings in handling and replace 
ment costs. Light weight and extreme 
flexibility—for quicker, easier deliveries 
Strong, durable molded-and-braided con 
struction—for longer service life. Brown 
wear-resistant Synplastic (R) cover. Sizes 
1” 1%" and 1% 


“NEWTY PE" 
GASOLINE TANK TRUCK HOSE 


Another Goodall hose designed to cut de 
livery costs by providing maximum service 
efficiency. Kinkproof construction retains 
full inside diameter even on sharp bends 
assuring fast flow. Details include patented 
circular- weave carcass 
brown abrasion. and weather-resistant oil 
proof cover, with yellow spiral stripe for easy 
identification. Sizes 1'4" to 4”, |. D. Light 
in weight and very flexible 


GOODALL HOSE is made to specifications based on 85 years of hosebuilding 
experience. Its quality and reliability are demonstrated in daily use throughout 


wire reintorced 


every division of the Petroleum Industry 


Contact Our Nearest Branch for Further Information and Prices 


GOODALL RUBBER COMPANY 


EXPORT DIVISION, TRENTON, N. 3 


r wg dianup Cheag Y row 


BSP> 
G ee 


GENERAL OFFICES, MILLS and 


Branches P New York Detrom 


Angele 7) Fra 7) eattle por - Porttand ult Lobe City Denve: 


los 
Est.1870 ouster Goodell Ohdber Compeny of Coneds, is , Distributors in Other Principal Cities 





Want To Chew Thinge Over? 


yA 


ct 8 


There are never any muzzles on an independent Richfield 
Distributor! When he wants to talk things over he can pick up 

his telephone and talk direct to top Richfield officials in 

New York. Richfield officials are never “too busy”, and you can 


always count on their helpful cooperation! 


Richfield does not compete with its distributors. Moreover, 
you get the effective backing of big-lime newspaper advertising 
and strong point-of-sale merchandising by Richfield. 


All this, and you stay independent, too. 


If you'd like this kind of independence, along with strong major 
brand backing of big-time advertising and merchandising . . . chew 


things over with Richfield. Write, wire or phone 


(tres RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 
Serving the Eastern Seaboard from Maine through Florida 
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the majors are pressuring their dealers 
to use Certain stamps 

Allen said that should the state act 
on the group’s request, the premium 
companies would have to declare the 
annual unredeemed value of their 
stamps and pay that amount to the 
state as unclaimed property, rather 
than take additional profits from them 

He added that stamps issued by one 
such company cost dealers using them 
$15 per book of 5,000, and although 
the companies claim that a very low 
percentage go unredeemed, a law firm 
representing the attorney general of 
New Jersey estimates that up to 70% 
of the stamps are not redeemed. Allen 
said he understands New Jersey has 
such an escheat law under which it can 
recover the value of unclaimed prop 
erty represented by such stamps. The 
‘reasonable time” for redemption in 
that state is five years 

Here are some of Allen’s principal 
contentions: 

@ One source has determined that 
the stamp company collects $3.12 
from retailers for every $2 given away 
in merchandise. 

© Premium stamps can spread just 
like a price war, They cost dealers 3% 
of gross sales. On such a basis stamps 
will wipe out 42% of dealer’s profits 

GAPR, whose 3,400 members make 
it the largest member of the National 
Congress of Petroleum Retailers, is a 





Long Leases Aren't 
Their Cup of Tea 

U.S. dealers aren't the only 
ones who have lease problems. 

Over in England, dealers and 
suppliers are locking horns over 
leases. But the problem is there 
that suppliers want 10 and 20 
year contracts with their outlets. 
Dealers say it’s a blinkin’ plot. 

British dealers offer the same 
arguments against long leases as 
their American counterparts do 
against short-term contracts 
They say suppliers will use them 
as a club 

“I’ve always been a bloke who 
paddled my own canoe,” says a 
leader of the dealer group. “I 
don’t like people trying to dic 
tate policy to me.” The dealers 
fear suppliers will try to tell 
them what brands of motor oil 
and TBA they can sell if long 
contracts become standard. So 
they want shorter leases with 30- 
day cancellation clauses 
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long-time opponent of premium stamps 
It has yet “to 
find one case where such stamps have 
benefited any station in the long run,” 
Allen says 


as a business practice 








é 


By Richard R. Elwell 


Signal Suit Ends 


The suit and countersuit between 
Signal Oil and Gas Co, and Olympic 
Progress Oil Co., a Los Angeles gaso- 
line retailing operation headed by 
Marc Leh and David Brown, were 
settled out of court last week. 

A suit, brought in March of this 
Signal charged Olympic 
Progress with failing to pay for $500,- 
000 worth of gasoline sold and de- 
livered. Olympic Progress, in turn, 
charged that Signal had breached a 
purchase contract, and asked $2.5 mil 
lion damages 


veal by 


Neither side announced the exact 
terms of the settlement, in which Sig- 
nal was given certain real property 
owned either by Olympic Progress or 
its principals. Olympic Progress has 
heen out of the marketing business 
since the supply disagreement devel 
oped with Signal 


A Recurring Haunt? 


Echoes of the George Moore Case 
are being heard in California in the 
complaint of Sydney Brenner vs. the 
seven West Coast majors filed in U.S 


District Court in San Francisco in 


September 

Brenner is charging that he was 
forced out of business as an independ 
ent station operator by the refusal of 
the companies to supply him with 
gasoline. He has estimated his dam 
ages at $35,000 and can be awarded 
treble that amount if he wins his case 
In addition to damages he is asking 
that the companies be divorced from 
retail operations 

The suppliers named were making 
no statements for publication about 
the case, but privately some indicated 
apprehension that this may only be the 
first of a rash of such cases, following 
Moore’s $240,000 award in Seattle 

One Los Angeles dealer group has 
decided to call off legal action insti 
tuted in the heat of a price war. Attor 
neys for the San Gabriel Valley Petro 
leum Dealers Assn. have dropped the 
group’s suit against three major dealers 
in the area. The suit charged price 
cutting with the intent to injure com 
petition 

Dismissal of the suit 
dealers will mean that the 
counter suit, charging the association 
with acting in illegal combination, will 
also be dropped, according to Attor 
D. Fred, who represented the 


against the 
dealers’ 


ney A 
three dealers 


Phillips Goes North 


Coldiron and Peeples Oil Co., Red 
wood City, Calif.. distributors will 
handle Phillips 66 motor oils in their 
introduction into Northern California 
In addition to sales through Coldiron 
and Peeples’ “Lucky 7” multipump 
stations, Phillips motor oils will be 
sold through other 
auto agencies, and garages 


service stations 


independent Sells Out 


The price situation in Baldwin Park 


may be in for a change. Don C. Lynn 
a Baldwin Park independent, recently 
sold his big multi-pump unit, and the 
new owner upped prices 1¢ 

Lynn, a cut-rate operator in the Los 
Angeles area for the past 25 years says 
he does not know if he will stay out of 
the gasoline business or not. For a 
while at least, he says, he intends to 
devote his time to his real estate busi- 
ness. Lynn was widely regarded by 
San Gabriel Valley dealers as 
price factor in the market, and the 
sheriff was 
donnybrook in his station at one time 
during the price war when protesting 
dealers were touring Baldwin Park in 
force a 


a big 


called to curb a near 


November, 1955 + NATIONAL PETROLEUM NEWS 


- inery 2 
ra 


HANNAY 
HOSE REEL 


and 


GUIDEMASTER 


Trade Mark 

Now you can make deliveries quickly 
and easily to the right or left sides of your 
truck, without scuffing hose or turning 
truck. With the Hannay Guidemaster, you 
just set the guide arm for left, right or 
Straight positions and unreel the hose 
Level rewinding is a one-hand operation, 
with the motor switch controlled by a push 
button on the handle 

Combined with a rugged, dependable 
Hannay Hose Reel, you have the ideal 
combination for more profitable deliveries, 
Send for specifications and bulletin 


WANNAYN 
HOSE REELS< 


tS tea. new vou! 


“PATENTS PENDING 


Send me complete details on 
Hannoy Hose Reels and Guidemaster 


NAME 
COMPANY 


ADORESS _ 


CLIFFORD B. HANNAY & SON, Inc. 


105 Oak S1., Westeric, N.Y. 





ASSOCIATIONS 


cluded separate issociation business 


Tri-State 
meetings, a joint session of tri-state ex 
ecutives, joint seminars featuring cur 
rent problems, joint lunches with 


speakers and 


First Joint Meeting 


Something new in jobber meetings prominent oilmen as 
was undertaken by the Alabama, Mis joint entertainment 
sissipp! and 
they held a joint convention for the 


Total registration 


Tennessee groups when was 395, including suppliers and 
guests 
first time last month at Biloxi The two most 


popular seminars 
Ihe convention, smoothly organized were discussion of 


jobber financing 
up-and-coming new (see December issue) and one on bet 
executive secretary, Jim Ritchie, in ter 


by Tennessee's 


management methods, conducted 


NEW MODEL 1091 
Vertical Check 
Valve — cover and 
poppet assembly 
iff out as one 
complete univ 


now better: than ever! 


. 
@ Stroiner screen on every * With a new easy-to-get-at vertical 
valve insures protection e 
against dirt . a 
e standard, and the addition of several 


check valve, a strainer screen as 


@ A new, easy-to-get-at 
vertical check valve 


other models and sizes, the Tokheim 


valve line is now broader and better than 
@ Single and double 
poppet types 


ever. Every valve is subjected to a dry 
vacuum test, Self-cleansing. Won't stick, 
@ Available in 


several sizes oe 


BUY TOKHEIM -—~there'’s no better value in any valve! 


leak or impede flow. See your Tokheim 


representative or write for bulletin, 


General Products Division 


TOKHEIM CORPORATION 


Desiqners Builders of 
1650 WABASH AVE 1901 
1309 Howard Street 
Canadian Distributor: H. 


and Equipment 
FORT WAYNE 1, IND 


San Francisco 3, California 


Supertor 
Since 
Factory Branch 
Reeder, 205 Yonge Street, Toronto, Ont. 
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by L. T. White, Cities Service. Other 
seminars: comparison of commission, 
lessee and company-operated stations; 
simplifying jobber contracts and pre- 
miums 

Premium Fight Keynote of the 
premiums discussion was sounded by 
Jim Perkins, Nashville jobber who ts 
also in the premium-stamp business 
Said Perkins, “I tell you that the pre- 
miums are here to stay, so vou might 
as well accept that fact. It’s a vicious 
proposition, but it's a necessary evil 
30,000 stamp-savers in 
(pop. 174,000 by 1950 


There are 
Nashville” 
census) 

Ralph Pendergraft, Jackson, Miss 
jobber, said the Mississippi state legis- 
lature will propose that premium 
stamps be considered monetary and 
levied on them 
W. W. Gresham, Indianola, Miss., sug 
gested that jobbers unite to ban the 
use of premium stamps 

Blast at O1IC 
touched off by Sam B 
ford, Conn., 
luncheon session 


that a sales tax be 


Fireworks were 
Wilkes, Hart 
jobber who addressed a 
Condemning com- 
mercial account malpractices, Wilkes 
said the National Oil Jobbers Council 
may support legislation revising the 
depletion allowance, on grounds that 
major suppliers use benefits from the 
allowance to subsidize marketing op- 
erations. Wilkes urged that the inte- 
grated companies not be permitted to 
benefits from producing to 
subsidize marketing losses 


use tax 


As a further slap at the majors, he 
asked the three associations to pass 
resolutions withholding support from 
the Oil Industry Information Commit- 
tee. At the same time he asked for 
NOJC support 

The three endorsed 
NOJC enthusiastically. But they de 
clined to take action on the anti-Oll¢ 
resolution, The jobbers found them 
selves split in a heated discussion 

Shrimp and Shrines—Biloxi, a Gulf 
Coast pleasure spot, served up some 
Deep South entertainment and cuisine 
Nearly 500 turned out for a first-night 
jamboree of mountains of 
shrimp, fried oysters and stuffed crab 
Monday brought a chicken and spare- 
rib barbecue, the windup was a steak 
banquet. Between times, convention 
goers golfed, cruised, fished and visited 
the home of Confederate president 
Jefferson Davis 


associations 


seafood 


Whether they will get together again 
is up in the air. Tennessee has already 
committed Nashville next 
year. So the others will have to go for 
Nashville if they 
joint meeting 


itself to 


want to repeat a 
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Florida Jobber opposition to such local laws State Matters—On the state level 
; : expressed in a resolution—will be jobbers want to repeal 1953 law that 
Supplier-Relations Talk passed on to officials of cities of more bars turther use of bonds by jobbers 
than 10,000 population, to county The statute didn't kill the use of bonds 
What jobbers should do about authorities and to the Florida League outright because it let jobbers hdlding 
commercial account raids by suppliers of Municipalities bonds continue to use them. Under the 
occupied a lot of time at the Daytona The jobbers also set up a committec law, bonded jobbers have until the 
Beach meeting of the Florida Petrol to study another urban trend—limiting Sth of each month to pay motor fuel 
eum Marketers Assn. But it wasn't the size of storage facilities at stations taxes on product purchased the pre 
the only matter discussed \ report is expected at the March ses ceding month. Jobbers who can't get 
The marketing committee, headed sion bonds say they need more capital in 
by Forrest C. Mobley of Mobley Oil 
Co., West Palm Beach, drafted what 
it thought was a good resolution on 
commercial accounts. But when the 
resolution got to the floor of the T h ° 
general meeting, the idea that the oss your at into 
Justice Department should be called 
in to probe for possible violation of P ah ° j ° f 
anti-trust laws was challenged e winner 5 cire e 
The opposition, led by Stewart I : 
Pomeroy of Lee & Pomeroy Oil Co 


Pampa, wanted to put off calling the More major oil company service 


cops until other methods were tried 


Finally, the resolution’s language was men wear Lion Uniforms 


changed to ask that the National O1l 

Jobbers Council “be requested to in ; = than an other brand 
Stitute an investigation to determine "a y ) 

the practices of oil Companies : : / 

and the results presented to the ap 

propriate Congressional committee 

government department or commis 

sion” so that necessary steps to halt 

possible law-breaking activities could 


be taken 


Price War Allowance— Ihe Florida 
group wants another change in jobber 
supplier relations. They want depressed 
market prices in any area to become Successful service station business men know from 
normal tank wagon postings after 15 \ experience that good grooming is a requisite in 


days. The way things are now, accord . “A building volume. That's why they're wearing Lion 
ing to the jobbers, the supplier charges : 


Uniforms in ever increasing numbers 
part of any depressed price to them 
The marketing committee suggested Lion leadership is based on quality. Jackets, shirts, 


that each member work on this matter : trousers and caps of wool, orlon, dacron or cotton, 
with his supplier are made only from fine fabrics, laboratory tested 
The jobbers took a dim view of 

tor resistance to wear, color permanence and clean- 
trading stamps and premiums to boost 
gallonage. They called it “poor busi 
ness and economically unsound 
Stamps are used in several areas. They eA : every Lion uniform 


ability. You make no mistake when you rely on Lion 


for good dress —for that tailored look is built into 


* aa gasoline outlets from near-by Switch to Lion for the finest in style, for comfort- 
food chains 


Pant" ; able fit, for ality f j t 
Training Courses— The directors of it, for quality fabrics that stay fresh and new 


the association got the go-ahead signal longer. Switch to the uniform that is the choice of 


to plan dealer training courses at one most leading companies. Write for more information 
or more Florida’ universities The 


achion came after ¢ Wylie Stalter 


head of NOJC’s educational commit EX : 
{fi \ = mp UNIFORM INC 


tee, urged such a step 
Zoning Gripes—Jobbers are dis ren © Sr 
turbed over city legislation that re . 44 Webb Street 
stricts the number and location of ; 
service stations. For example: Orlando 
hars any new station within 750 ft. of 
a present outlet and within 1,000 ft 
of a church or hospital. About half a 
dozen other cities have the same curbs 
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= associations 


order to stay in business 

J. H. Stephens of Central Florida 
Oil Co., Ocala, head of the committee 
checking the matter, says state officials 
fee] that if bonds are made available 
again, more than 400 jobbers will take 
advantage of the new law. That means 
Stephens reported, that the state sees 
a very big sum of money tied up for a 
period longer than the state wants to 
wait for it. Stephens contends, how 
ever, only about 100 jobbers will use 
the new law. The difference, he says 
hinges on the definition of the term 
jobber 

No possible change in law is looked 
for, however, until a decision comes 
in a court test case undertaken by 
Kayo, Inc., of Miami 

Refund Wanted—Jobbers asked th 
state for a 3% refund to cover spillage 
credit collecting 
state fuel taxes. At the same time, they 
asked to be permitted to pay all taxes 
directly to the proper governmental 
agency 

They went on record against mo 
nopoly sales of fuels, food, and service 
on limited highways, saying 
motorists on such highways were “en 


losses and costs of 


access 


titled to all the benefits of 
petition 


free com 


And although the jobbers favor an 
expanded federal-state highway pro- 
gram, they don’t want any new motor 
fuel taxes levied until taxes are spent 
exclusively for highway purposes 

Relief Wanted—On the national 
level group asked Con 
gress to refund the 2¢ gal. federal 
gasoline tax when fuel on which tax 
has been paid is destroyed by fire or 
other disaster 

Phe Florida oi! men think Congress 
should help out the small businessman 
by upping present corporation tax ex 
emptions from $25,000 to $50,000. At 
the lower figure, jobbers say, the small 


the jobbers 


businessman doesn't have enough 
funds left for expansion after he pays 


his taxes 


Boston 


Satisfaction Guaranteed 


The main 
Heat 
of automatic oil 
market this year 


pitch of Better Home 
Council’s $115,000 promotion 
heat in the Boston 
guarantees the cus 


HAMPIONS 


a tg “HEART OF STEEL” 


‘Action-Built for Dependability... Economy ...longer Life! 
Every Champion Air Compressor has a ‘‘heart 


of steel’. 


. . precision-designed with proven 


automotive-type features for dependability and 
economy ... action-built of the finest mate- 
rials for stamina! For 34 years, Champion has 
been famous for its ability to stand up /onger 
under grueling service demands! Put a 


CHAMPION to work for you 


your operations years longer! 


Write for Champion's NEW 
Cataiog Today! Choose trom 
64 Business-Buliding 
Models—new simoplitied 
charts and diagrams make 
job-matching taster and 

~ @asier! 


j 


HAM PION 


AIR COMPRESSORS 


let its ‘‘heart 
of steel'’ pump added profits into 


Champion Pneumatic Machinery Co., 846 N. Pleasant Street, Princeton, Ill. 
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tomer will be satisfied with his newly 
installed oil burner 

If he isn’'t—and he’s the sole judge 
of that—he’ll get: 

@ Full cash refund 

@ His old equipment, o1 
substantially the same equipment, re 
installed at no cost 

The council is 
of “satisfaction or else 
in all advertising. Behind the guaran 
tee is a $10,000 
indemnifying the council 

Test Period Coming—— Ihe 
tee idea will get its first test this com 
ing heating season. If it works out, the 
council thinks other oil-heat promo 
tion groups are ready to take on the 


heating 


featuring its claim 
within a yeat 


insurance policy 


guaran 


same idea. 

How It Works 
to anyone buying oil-burning equip 
ment from any council member. The 
council dealer-members a 
serially label that 
the equipment and the guarantee 

For his part, the 
agrees to: 

Install good quality 
Use adequately trained men fo 
the job. 


The guarantee goes 


sells to 
numbered goes on 


dealer member 


burners of 


Iry to satisfy any customer who 
has a complaint 

Notify the counci! of the com 
plaint 

The Better Home Heat group will 
‘watchdog” dealer attempts to make 
the customer happy and will step in 
and try to do the job if the dealer falls 
down. The council, if it’s necessary, 
will give the dealer a certain time to 
carry out the terms of a guarantee 

What It Does—Under the terms of 
the council-member agreement the 
council will pay any dealer $160 if 
he has to pull out a burner to cover 
his labor costs. 

So far, the plan has had this result 
among council members: Each has 
agreed to lend his technical help free 
of charge to any member having diffi 
culty with a customer 

Reason for Program—Up to now 
oil men say, they’ve been in the dark 
fa 
automatic oil-fired 


late to do 


satisfied with 
until it’s too 
about it. The 
comes in a 
former oil customer 
he’s switched over to gas heat 

Under the council’s plan, the heat 
ing oil distributor will know what's up 
because a dissatisfied customer will 
complain in order to get his refund 

The plan is the result of more than 
one year’s work by the council and its 
advertising agency The idea first 
came up in April, 1954, was given 
preliminary study over the summer, 
and adopted last fall. 


customer was not 
heat 
anything 
usually 
which the 


notice letter in 


Says 
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Connecticut 


Now They Know 


When Connecticut Petroleum Assn 
holds its next jobber management in- 
stitute, its officers and directors will 
know what to include on the program 
At the end of this fall's institute, job 
bers indicated on an evaluation sheet 
what they thought future programs 
should cover. They want more infor 
mation on 

Oil sales promotion, particularly 
how to develop a good program and 
how it should be advertised 

Dispatching and degree-day ope 
ating methods 

Truck selection and design 

Credit and collection policies 


Ohio 
Marketers Speak Out 


Commercial account discounts and 
federal highway legislation took top 
billing at the fall convention. of the 
Ohio Petroleum Marketers Assn. in 
Cincinnati 

The Ohio, marketers adopted six 
resolutions dealing with highways 
commercial accounts, tax refunds 
natural gas and unemployment com 
pensation. The resolutions urged that 

e Suppliers stop selling product to 
commercial consumers at prices below 
or the 
jobbers 

e Both the Ohio Assembly and the 
U.S. Congress insure equal chance for 
competition by small marketers and 
prevent “monopolistic operations” on 
the state and federal highways 

e Congress approve tax refunds to 
jobbers for gasoline and oil lost 
through theft, fire, flood and othe: 
casualties 

e The Senate pass the Harris Bill 
to free independent natural gas pro 
ducers from Federal control 

e OPMA members to vote against 
the ClO-sponsored petition in the 
state election this month that would 
increase the amount and duration of 
Ohio’s unemployment compensation 
henefits 


same as those charged to 


Intermountain 


Commercial Accounts 


Intermountain Oil Jobbers Assn. is 
preparing to war on suppliers who cut 
prices to commercial accounts 

The threat of action took place at 
the annual election meeting of the 
group Sept. 16 at Fort Douglas Golf 
Club when retiring president Spencer 
C. Baggs of Ogden said 

We very much regret that certain 
supplying companies are selling gaso 
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line to commercial accounts 
close to, or below, the cost to jobbers 
Arvin W. Grant, Salt Lake City 
executive secretary of the association 
said the matter probably will be put 
into a resolution at the group's Febru- 
ary convention in Las Vegas. The 
association represents jobbers in Utah 
Idaho and Nevada 
No resolutions were adopted at the 
election session and the identity of the 
companies making 
count concessions were not disclosed 
Baggs did alert jobbers to the con 
tinuing dangers involved in congres 
sional action on financing the admin 
istration’s highway bill. He said action 
by jobbers in fighting the Fallon Bill 
at last session were, in part, 
mental in defeat of the legislation 
Baggs warned that so long as the 
tax 1s included in the price of products 
to jobbers, it would be necessary for 
the jobber to hike his capitalization in 
He said that 
the “jobber also pays the tax on any 


large 


commercial ac 


instru 


order to support the tax 


gasoline or Diesel fuel lost or spilled,” 
under the proposed legislation 

“We have contended that the na 
tional highway 
national defense consideration and not 
a burden the 
alone.” 


program 1s one of 


motorist must carry 


Baggs said 


Neal Olson, president of the Beeline 
Oil Co., North Salt Lake City, Utah 
was elected president. Denton | 
Dunn, president of Dunn Oil Co., was 
named vice president and Howard J 
Williams, president of Williams Oil 


Co., was elected treasurer. 


( olorado 


Associates Approved 


The Colorado Petroleum Marketers 
Assn. voted at its first annual conven 
tion in Glenwood Springs, Colo., to 
allied suppliers to assoctate 
membership in the association 

The non-voting memberships will 
be available to transport companies 


accept 


pump manufacturers and TBA distrib 
utors and dealers 
George Calkins 
Merchants Oil Co. of Denver 
elected president ot the 
. B Grand 
president of the Severson Oil Co., was 
elected vice president J. P. McCusker 
Ir., of Denver, secretary-treasurer of 
the Red Dot Oil Co., was renamed 
New 


president of the 
was re 
association 


Severson of Junction 


secretary-treasurel directors 
elected are Frank Tallman of Pueblo 
J. D. Hartman of Fort Collins and 


Roger McDonald oft Denver 7 


h n 
Only AV E R-Tl T E auick Comins 


can make all these claims 


Superior quality 


—precision nedinde” 


Uniform wall thickness 


—no weak spots haa 


Extra heavy reinforcing rim 


Larger diameter cam ears 
for longer service life 


Extra 
Hi-Strength 
forged 
handles 
— greater 
economy 


Stainless 
Steel pins 


—greater 


longer 
service 


Uniform heavy wall thickness 


—no weak spots 


Recess retains gasket 
in coupler and assures 
proper placement 


safety and 


Superior quality 


— precision machined 
— accurate tolerances 


EVER -TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 
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MARKETS AND PRICES 


istillates Plentiful in East, on the Gulf 


BY FRANK HOLMAN 
NPN Market kditor 


GAINST a background of record 
A stocks and warm weather, it was 
anyones guess at mid-October as to 
when summer-full discounts for distil 
lates would end in some of the larger 
consuming areas. Sun Oil Co. tried it 
on the East Coast Oct. |, but four days 
later cut its postings O0.5¢ gal. when 
other suppliers failed to go along in 
discontinuing their discount: 

Relief was brought to tight supply 
situation in Pennsylvania lubricating 
oils when 10-week strike ended at 
Pennzoil Refinery’s 12,000-b/d Rouse 
ville plant. Elk Refining’s 5,000-b/d 
plant, struck Aug 29, was still down 

While not actually buoyant, distil 
lates in the Midwest were better off 
than at Atlantic Coast terminals and 
at the Gulf. Cool nights in the uppes 
central states gave these fuels thei 
first signs of life, and a number of 
traders said better handling of inven 
tories at Great Lakes Pipe Line ter 
minals also made for stability 

At the Gulf, meanwhile, because of 
the back-up of product from the East 
there were reports that light 
fuels were available at discounts on an 


Coast 


immediate basis. An upriver terminal 
operator also said that indications at 
the Gulf pointed to likelihood of dis 
counts, but tightness in barge trans 
portation made it pointless for him to 
even try for a commitment 

Although heavy fuels were firm to 
‘trong at the Gulf, Sun Oil said it was 
recognizing “general deterioration” in 
the Philadelphia market by cutting its 
No. 6 prices. Philadelphia prices were 
down 10¢ to 15¢ bbl. under New York 
Harbor 
have been the same at the two points 

Heavy fuels in the Mid-Continent 


were closely held and traders said only 


postings; historically, prices 


a hike in price, enough to slow down 
or shut off cokers, would increase sup 
plies. November was seen as the be 
ginning of a particularly critical period 
for heavy fuels unless prices reach at 
least parity with coke and coke by 
products 

Retail gasoline price wars still fig 
ured large in special marketing prob 
lems in eastern cities. Some new points 
were added in the Midwest areas 

Late in September, Standard of In 
diana lowered its prices to dealers for 
Red Crown (regular) in amounts rang 
ing from I.lé to 2.4¢ in widely scat 
tered towns along western shore of 
Michigan Rapids 


including Cirand 


146 


Originally, this price-disturbed area 
overed a strip about 175 miles long 
and roughly 35 miles wide. At NPN 
presstime, dealer tank wagon price for 
Red Crown at Grand Rapids remained 
down J.l¢ at 16.3¢, ex taxes, but 
points north were back to 

Another area hit by price cutting 
Wis Minneapolis-St Paul 
dropped a total of ¢ gal. at major 
brand stations from Sept. 20 to Oct 


normal 


Prices 


mecting private 
14.9¢ for 


12 with major dealers 
brand ex tax prices of 
regulat 

In both the 
Michigan, dealers blamed premiums 
and discounting for their troubles 


Iwin Cities and in 


Despite appearances al retail, gaso 


line was strong at wholesale and 


closely held by refiners. There were no 
sellers of prompt gasoline at the Gulf 
Some refiners said they had none to 
In the 


everal refiners were 


offer for lifting prior to Dec. | 
Mid-Continent 
hort; others said they were scarcely 


in balance 
Strength in LP-ga 
parent in most markets. At Philadel 


prices Was ip 


Shreveport and New 
contract quotations for pro 
pane were up 0.5¢. In other markets 
0.5¢ advances made by principal sup 


pliers had not been met generally, but 


phia, Houston 
Orleans 


traders declared it was only a matter 


of time until they would be 


DISTRICTS 


Atlantic Coast 


Market situation for both light and 
heavy fuels was an open disappoint 
ment to suppliers along the Atlantic 
Seaboard, Speculation as to why major 
suppliers failed to eliminate summer 
fill discounts for light fuels along with 
Sun on Oct. | 
these main reasons 

1. Most resellers had their storage 
filled by 


: 
prices advanced 0.2¢ to 0.34 


seemed to settle on 


mid-August when distillate 
Removal 
of the discount, therefore, would not 
spur liftings 

» Distillate fuel stocks were at rec 
ord high and still mounting. Until this 
inventory starts to move to secondaries 
and consumers “in earnest traders 


said it was doubtful higher prices 
would hold 

Poor market conditions at Philadel 
phia (Sun Oil called it a 
deterioration’) brought a cut of 10¢ 
bbl. on regular No. 6 and 15é bbl. on 
No. 6. Com 


pany s prices for regular No. 6 went to 


general 


maximum 1 sulfur 


NATIONAI 


$2.58 and $2.55 bbl. for tank cars and 
barges/ships’ bunkers; low-sulfur fuel 
$2.68 and $2.65 for tank cars and 


Darges, respectively 


Midwest Wholesale 


Light fuel prices to spot unbranded 
trade moved up 0.125¢ for both No. | 
and 2 fuels at Minneapolis/St. Paul 
and up 0.125¢ on No. | fuel at Chi 
Capo 

Improvement in the Twin Cities 
market followed a marked drop in 
local discounting. Less discounting 
also was reported in Chicago District 
prices, but traders said the open end 
nature of some discount sales meant 
jobbers would be picking up material 
through October and even in Novem 
ber (depending on weather) at “low 
prices 

Continued discounting at Chicago 
was not entirely confined to independ 
ent river terminal operators, either 
One large company declared his regu 
lar accounts were being “raided” by 
other major suppliers with “unbeliey 
ably low” spot offerings 

Gasoline and heavy fuels” were 
strong in both Chicago and Twin 


Cities markets 


Western Penna. 


Ending of the strike at Pennzoil’s 
Rouseville plant brought some easing 
in the tight market for lubes in West 
ern Penna, While bright stock and 
neutral oils were tar from being free 
they were available in = small lots 
Cylinder stocks were closest held of 


the base lubes 


Gulf Coast 


Gasoline was tight and suppliers be 
lieved the tightness would last through 
October and probably well into No 
With East Coast demand re 
maining slack for light fuels, these 


vember 


yrades were readily avatlable for im 
mediate shipment. Heavy fuels held a 
relatively firm position 

Reports revealed Mexico was in th 
Gulf market for both light and heavy 


products 


Mid-Continent 


Farm consumption of gasoline in 
creased following widespread rains in 
mid-Continent and Central 


states. The return of mild weather 


uppe! 


however, slowed the input of distillates 
to the Great Lakes Pipe Line. Heavy 
fuels were strong and virtually unob 


tainable on a spot basis for October 


PETROLEUM NEWS « Novernther, 195 





MARKET BAROMETER 


PRODUCTS VS. CRUDE GULF COAST 
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prices REFINERY AND TERMINAL 


1 from September 9 except as note MOTOR GASOLINE 
MOTOR GASOLINE Okla. (Okla. shpt Oct. 14 Oct. 7 Sept. 30 
Gult Coast Cargoes Sept. 23 94 oct prem 12.626-18.6(4) 12.626-13.5(4 12.625-13.5(4 
97 ort prem (4)13-18 1 )14-13.6 , 6 3-13 86 oct reg 11.875-11.76 11.375-11.75 11.37 76 
95 oct prem 212-11 ) 4 (2)12-12 2)12-1 60 ect M & below (2)10.5-10.975(2) (2)10.5-10.876(2 
93 ot pren 15-1 I 2)! Mi NN h2 Okla. Group 3 (Northern shpt 
0 oct reg | | li~tl He11.f 14 oct pret 12.25-13.5 
oot reg y12 2 d 10.1 86 oct reg | i 
9A oct reg 10 10! 10-10. § 60 oct M & below 
42 oct re ) 9.876-10.125(2 9.876-10.125(2 
70 oot s 7% "a 1% ‘ 875 , - ih) Pn N. Tex. (Tex. & New Mex. shpt 
70-72 oct M 97 oct pre 14-15 3 3 
leaded ‘ 4 ‘ ‘ 15 ort prer 13.125-144 125-14.55 
" 86 oct reg 1} 625-12 95 
Albany, N.Y 84 oct reg 11.626-1 11. 625-12.5 


95 oct pre ) ) 60 oct M & below (2)10.75-11 2)10.75-11.8 
AY oct reg 1hi4 4 
W. Tex. (Tex. & New Mex. shot 
14.8 


Baltimore, Mid 17 oct pret § 
96 oft prer 16.2 2 d 5 oct ~sate 
AY oct reg oct oF 

wt prer 


Boston, Mase 86 oct reg 
1§ oct ore / 4 1 { ‘ 1¢4 R4 oct reg 11 
89 oct reg H0octM & below 11 


Buffalo, N.Y E. Tex. (Truck transport lots 


6 oct pret a 17 oct pr 5 
pre 


KA oct reg 


t reg ‘a ; . F yo 
Sherleston s ; , cae . 84 oct reg 11.5-12 
ee an +08 a 4"- i 60 oct M & below (2)11-11, 125 
Cent. W. Tex. (Truck traneport lots 
oct pre 75 


89 ort reg 
Chicago, Ii 


05 ort pre +. 71 . . 
92 oct pre ’ 
94 oct pret 13 13 coat , 
89 oct reg 19 Of ”) 12.2 6 oct reg 1 875 
RA oct reg | | y Ark. (For shot. to Ark La 
44 oct pret 12.76 


oct pre 


Corpus Christi, Tex 
95 oct prer og ¢ 
RO oct reg pot eos. 
84 oct reg 
Houston, Te 
A pr pe . . . . Kans. (For Kans. destinations only 
det ta . ; iy . Jo M4 oct pret 4)12. 75-13. 25 
RO oct reg Re ¢ ree 5)11.5-11.75 
lacksonvitle, Fla 84 oct reg 11 
95 oct pret 1 14{ 1 l ( 60 oct M & below (2)10.5-11 
89 oct 4 $ ‘ ) 
gcckge Western Penna. Bradford-Warren 
Miami, Fla 1 oct pre 5 
96 oct pren Y 


89 oct reg 


vot reg 
Olli City 
Mole-St. Paul, Minn 4 oct pren 
94 oct pren 14 l 7 ) ) 76-1 ) vet reg 
& 4 y ' f | f ne 
6 oct reg ote Pittsburgh 
Mobile, Ala 1 oct prer 15. 1 
95 oct pre 4 1 h(3 4 oct reg 45 l 
49 oct reg 2 ] 


R 9 
5 

3 45 

Ohio— Quotation of § 0 for delivery to Ohio point 
New Haven, Conn RH oct reg 

i oct prem 


Centrai Michigan 
‘ 94 oct pren 4)14.75-15 

New Origans, La 88 oct reg (4)13.25-13.5 
pe oct pres + ae ; : Callfornia Los Angeles District: 

oct reg y 16 Rack 
New York Harbor 93 oct prem 
1K oct pres 145 i ‘4 84 oct reg 

to baru ) , Tank Car 

) oct reg , "hi j 93 oct pret 

do barge » OF 84 oct reg 
Norfolk, Va Tank Truck (406 
95 oct pre 5 5 ! ’ 13 oct pret 
89 oct reg 7 13 ; 84 oct reg 
San Francisco District 
13 oct pre ] 


SG ort reg 


Pensacola, Fla 
95 oct pren 
89 oct reg ! 2(2 y 
Philadelphia, Pa DISTILLATES & FUELS 
On , ‘ 
fren “ ah4/ , +h , Gulf Coast, Cargoes Oct. 14 Oct. 7 Sept. 30 Sept. 23 
oct re 13 1 
41-43 w.w. kero 2)8. 75-9 75(2) (2)8.75-9.75/2 5 2 2 
Pt. Everglades, Fla No. 2 fuel 4 4)8 5-9 25. (B)R 5-9 55 
06 oct pren , ' 4 53-67 di. gas of]. (3)8.75-9.25(2) (2)8. 75-9. 25(: 
89 oct reg 48-62 di. gaa oil 2)8.625-9.125(2) (2)8.625-9.125(% 
Portland Me 43-47 di. gas oil, (2)8.5-0(2 (2)8.5-9(2) 
15 oct pre 7 No. 4fuel,0-10p.t. $2.90 2.90 
AY oct reg | | Bunker C fuel 4)$2.10-2.15 (4)$2.10-2 
Providence, R. | Bunker C fuel 
1 ot pret vax 1% eulfur 
40 oot reg f i \ i f Aibany, N. Y 
Savannah, Ga Kerosine/No. | 
95 oct pren } ) 2146 ‘ No. 2 fuel 
, Diesel oil, at 


75-9 
fF 


5-a 


. 
s 
. 
x 


AO oct ree 
planta 11(5\(a 
Tampa, Fla No. 4 fuel $4 01-4 07 
95 oct pren } . ; No. 6 fuel 
*O oct reg ! 2 | ) ruar 
gu 
Wiimington, N.C No. 4 fuel 
95 ort pren ' (2 { 452 ’ MH) { » 35 sulf 
RN ort reg , 5.196 was 


Refinery and tern aly wit re re iced fror t's i r tr ranspor 1 lesigt ? » in cents per 
ram Price Survey, a daily ¢ od | " allor y ‘ ' latun where dollar 
Prices shown in refinery rn | » sales . 1 t ‘ shown, in dollars per | ( ie I Prices d 
tions, or general offer f . t f y refir s, | [ t t id x r insne 1 fees 
pipe line terminal t by t ‘ [ t and I t le oil produc lawf 
terminal operators, f curret 4 ‘ t - t rt t . ted a r ed by Oilgram and Na 
specified t yuarar r subs bers’ private use 
Following types . ] 
theretore are not ine 
cified price 
prices arrive 
of sale. Prices ‘ a t nt f k except where lett 
also are not <« ider bles t t belo g is by ASTM Motor Met! 
Prices shown are fo " u " k car lots, or tr J Parenthetical figures indicate 


tranaport lots or barge | » appl g ] o barge lotsa, or ' r more quoted the price shown 
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REFINERY AND TERMINAL 


hanged epte DISTILLATES & FUELS 
DISTILLATES & FUELS Jacksonville, Fla Sept. 30 


Baltimore, Md 14 Oct. 7 Sept. 30 ypt. 23 Kerasine/N Shetty 
Kerosine/N ‘ 0 &(9)(a 0. 8(9)(a . : , 


ot. any 
00 4 » a 


” 
Light Diesel 

bunke 
Heavy 

} 


KunkerC. bu 


Baton Rouge, Lz . 
Keros s Mois-St. Paul, Min 


alige 


No. 6 fuel 
guar 
ue ne “4 Mobile; Ala 
bunkers 
Heavy D 
bunker 
Bunker ( 


” 


sulfur 


Boston, Mass 


New Haven, Cons 


N 


to barges 
ght Dies 
bunkers 
Heavy Diesel 
bunkers 
snker C, bunkers 
New York Harbor 
Kerosire/No 
jo harzes 


Cleveland, Ohio 


Corpus Christi, Tex 
No. 6 fuel, no sulf 


Bunker ¢ k 
Detroit, Mich 


Norfotk, Va 


af 


Pensacola, Fla 


aty allowance 
itary allowance 
to reaellera or 


to resellers ouly 


ker (C, bu 


Vovember 





—{e] prices REFINERY AND TERMINAL 


DISTILLATES & FUELS 


Oct. 7 


Toledo, Oftia Oct, 14 
Priladeiphia, Pa ik 


i} 


ii.¥ 
Kerceine/ No j ( ‘ i s ” 11.Y 

lo barges 11.66-12 06 
No. 2 fuel 10.66-11 05 

dou barges $ 25(3 
Liewe! oi), shore 7.753 

plants 
‘0. 4 fuel 
‘o 6 fuel 


». 6 fuel, no sull 


Okla. ‘Okla. shot 


14 w.w. kero 

Pt. Everglades, Fila ange ¢ 

Kerosine/ No 
io. 2 fuel 

Diesel 
plate 

» 6 luel, ne 


ou shore 
aul 
@uaer 
lo barges 
Light Diesel 
bunker 


Okla. Group 3 


bunke 14 ww. kero 2 5 5 9 


vu 


11.66-12.06 
10.66-11.05 


25-9 


DISTILLATES & FUELS 


Sept 


° il 
o 1 
le 


6 
5-11.05 


iV 


3 


o(6) 


9.125(2 


Portland, Me 


Kerosine/ No 
if 


§ 25-0.6 
$.626-0.125(4 
uel 8 


ieee (Ol shore 


$! 
plants 

». 6 fuel, no su 

guar 

du barges 2.6 N. Tex 
bunke b Ht at > ar : 1 


Tex. & Niw Mex, shpt 
44 ww. kero y 2-10 
& abv. d 


Diese! 
6 fuel 


Hunker f 


Providence, A. 1 94.765 


1 80-2. 01 
Kerowne/ No, | $1 80-2.00 


» 2 fuel 


ol, shore 
plants 


‘, 
ns) 


W. Tex. (Tex. & New Max. shot 

42-44 wow. ker 10.75 

» 1 fuel 9 75-10. 25 

Yo, 2 fuel 9 125-9.5 
6 fuel $2.1002 


fue 9 7h 
10 6 fuel, no sulf 4g 
guar 
do barges 
¥o. 6 fuel, max 
1% eull 
do barges 
Light Diesel 
bunkers 
Hynker(, bunker 


E. Tex. (Truck transport lots 


42-44 ww. kero a 75(2 5 
os & abv. d 
Diesel 


» AT 


Savannah, Ga iel 


Cent. W. Tex. (Truck transport lots 


Yo. 5 fuel j 1 42 


» 6 fuel, no sulf 4 


44 wow. kero 
& ab: | 
Diesel 

2 fuel 
Light Diesel 6 fue 


Hhunkert. 1} 


wuar 
do barges 


inker 


Kans. (For Kans. destinations only 
Tampa, Fla 7 
; ; {2 44 ww. kero 4)9.5-9.75 
. : !&bel. di. Diesel 9.126 
ves 8 & abv. di 
Diesel oil Diesel 
plants 1¢ mie ‘ 1 fuel 


No. 2 fuel 
Yo. 5 fuel 
No. 6 fuel 


49 5 


Kerosine/No 9 


shore (2)9. 125-9 375 

(4)9.125-0.375 
8. 26-8 75 
$2 30 

2)$1 85-2.25 


» 6 fuel, no sulf 
euaer 

do barges 

ght Diesel 


er 


8.2 
2.30 


a) Some seller 
' eller flor 


SOUTHERN TERMINALS 

Panama City, Fla 
Birmingham, Ala 
Montgomery Ala 
Columbus, 6a 

Greenville, Miss 
Knoxville, Tenn 


Highest Quality 
Petroleum Products 

e Gasoline 

e Kerosene 

e Diesel Fuel 

e Heating Oils 


Hopewell Yo 
Wilmington, N. ¢ 
Charleston, 5. ¢ 
Savannah, ba 

Port Everglades, Flo 
Tampa, Fla 


NOW 
AVAILABLE 








NATIONAL PETROLEL 


75-1. 90 


5-9 75 


4-2. 00 


125 

(2)9 125-0. 375 
(4)9.125-9 376 
2)$1. 85-2 25 


offer 0.5¢ “voluntary allowance 
1¢ bbl. “woluntary allowar 


5.25-0.6 
626-0.125(4 


5.625-9.125/4) 
§-8.5(4 
$1.75-1 90 


5(4) 


76-10 75 
75-10. 25 
125-9.5 


ie 


4 4 
9.75(2 


y 14 
9 125 


9.75 4)9.5 


(2)9. 125-9. 375 
(4)9.125-9 375 
8 25-8 75 
$2. 4 
] 


ATLANTA, GA. 
1401 Peachtree Street 
PITTSBURGH, PA. 
Benedum-Trees Bidg. 
TEXAS CITY, TEXAS 
Refinery 
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REFINERY AND TERMINAL 


DISTILLATES & FUELS 
DISTILLATES & FUELS Oct 14 et 
Oct. 14 Oct. 7 Se q 

Ark. (For shpt. to Ark. & La 

12-44 ww. kero 9.126 

tractor fuel 

92 & bel di. Diese 

ms & abv. d 


Western Penna 
Bradford-Warren Pacific Coast 
eD f San Pedro, Calit 
5-4 gravit , 5 inker ps4 
Oil City Sen Franstoen, Cait 
Ker | 


inke 


Seattle, Wash 
Lp lese ! 
Hunk PS4 


Portiand, Ore 


Pittsburgh 
Ker 


t Mexico 


Guaymas 


; ravit 
Central Michigar Manzanillo 
46-49 wiw. ker l 
Kange 


Minatitiar 


Salina Cruz 


Tampico 


Veracrul 
California - Los Angeles District 
Rack 


NATURAL GASOLINE 


FOB Group 3 


FOB Breckenridge, Tex 


Propane 


San Francisco Distric 


‘ j 





so hie PTUIP TAL ; 
additive c 


none orrrenr . ss 
PATENT CHEMICALS H 


Para 


30 £. 40 St., N.Y.C. EV 8-4100 Paterson 4, New ovine 








PETROLEUM CORPORATION 


INDEPENDENT 
MARKETERS 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION PS 


New York Boston NEW YORK 20.N. Y 


Maine to South Carolina 
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—feJ prices REFINERY AND TERMINAL 


plember 16 prices unchanged from Bepteusber 9 except as noted LUBRICATING OILS 
LUBRICATING OILS Oct. 14 Oct. 7 Sept. 30 Sept. 23 
Weetern Penns Out. 14 Oct.7 Sept. 30 Sept. 23 Neutral Olle— Vie. at 100°; 06 v.1.; 0-10 p.t.: 
Viscous Neutrale—No. 3 col. Vie at 70° F ) 2)17-19(2) (2)17-19(2 
200 vis. (180 at 100°) 420-426 fi. +4 3)17.6-19.5(2) (3)17.5-19.6(2) 
Opt 2 9 4 2 3) 18-20(2) (3)18-20(2) 
toy 1) 20 ) 500 vis 3) 18.5-21(3) 3)18.5-21(3) 
rpt 18. 6-20(2) 2)18. 5 20(2 l 
“160 vie. (143 at 100°) 400-406 fi. Vis. at 100° F FOB 8. Tex. refineries for domestic and/or export shipment 
ipt a) y. 
t+ +4 , rT Pale Olis: 
hpt n(2) 18-18 612 7-18 &(2 17-1 17 t 100 vis. No. 144 
2 


217-102) 
$)17.5-19.5(2)x 
3) 18-20(2) x 


3)18.5-21(3)x 


on 
— 
& 


Wo OO 
Qo“ 
St 
n= 
—?- 


col 2.25(6) 2.26(6) 12. 26(6) 
Gright Stock 200 vis. No. 2-3 


146-166 vie, at 210°, No. 8 col col 3.76(6) 4.75(6) 75(6 
pt 21 ‘ 400 vis. No. 2-8 
+7 ) M) ) 0) col 25(6) 25(6) 14. 25(6 
Spt 2 LZ 2 118. 6-20 20°* 500 vis. No. 24% 
ept. 16 price F A) 3% col 76(6) 75(6) 7616 
Cylinder Mocks 760 vis. No. 3-4 
(00 of. filterable 14-14 13-14 ' ) col... ; 
HO ar 214-16 i 214-1 1200 vis. No. 3-4 
400 flush q 116. 6-16.6 5-16 § 2)16.! col 15. 6(6) 15.6(@) 
ahs 16.61 2)16.6-1 16 BI 2)16. 5-17 2000 vis. No. 4 col 16(6) 6) 16(6) 


15(6 5(6 6(6) 


Oo” 


ept. 16 prices: 600 flash, 14.75 16; 640 flash, 15.76-17 Red Ollie: 
Mid-Continent 100 vis. No. 5-6 : ik , 

FOR Tulsa basis, for domestic shipment only, bright stock, vie. at 210° oeutrals, vie cv 26(6) 26(5 25(6) 
at 100° 0-10 pp . No ae 8 7516 5(t 
Bright Stock Conventional ‘ hale cate 
00 vie. D, ( ) 14 2516 

10-26 pp 2 i 500 vis. N 26(6) 26(6) dicate 
e10p) a col 14.75(6 14, 75(6) 

v , . 76 5 
oo D f i m 15(6) 15(6) 
20 via. 1 
0-10 pp ' , . 1200 vis. No. 5-6 
col 15. 5(6) 15.6(6) 
Bright Stock -- Solvent 2000 vis 5-6 
150-160 vie col 16/6) 16(6) 16(6) 

0-10 p.p., 96 vi. (6)21-22 (f 
Neutral Olie -Conventional. Pale Olle 
60-85 vis AVIATION GASOLINE 

No. 2 col 12.76 \ ‘ 16 (MIL-F-5572) 

86-110 vis. 

No. 2 col 13 : Guilt Coast, Oct. 14 Oct. 7 Sept. 30 
160 wis. No. 2 col, 13.76 ’ 4.7 Cargoes 
180 vis. No, 3 col 14 1 ( i 
200 vis. No, 3 col 14.26 y ‘ 3.0 yao 110/130 
260 vis. No. 3 col f : 3 

Grade 91/96 
280 vis. No. 3 col 14.76 { or 
100 vis. No. 3 ool 16 Sn oa ine 

rade r 
Neutral Olle -Soivent—96 v.! Grade 91/96 
170-180 vis (3)16. 6-17.63 $)16.6-17.6(3) Grade 80 
200-210 vie (4)16.76-17.76(3) (3)16.76-17.76(3) (3)16.75-17.7! 
00 vie (3)17,25-18.25(2) (3)17.26-38.26(2) (3)17.26-18.25(2)(3 18,26(2)** Boston, Mass 

Grade 100/130 

**Hept. 16 prices: 170-180 vie, (3)16.5-17.6(3); 200-210 vig. (3)16.7 ; Grade 91/96 
$)17.25-18.26(2) Grade 80 
Cylinder Stocke Charleston, 8. C. 

60 ar., 


Grade 100/130 
olive green 16.5 16.6 16.5 Grade 91/96 
Gulf Coast~-Solvent Refined Oils from Mid-Continent grade crude; FOB ship at Gull Grade 80 
for export 


“(5)21-22 


Houston, Tex 

Bright Stock vis. at 210° Grade 100/130 

160-160 vig.; Grade 91/96 
0-10 p.t., 96 y ; Grade 80 





This Is Your 
Market Placel 


Write today for Advertising 
Space Rates. 
NATIONAL PETROLEUM NEWS 


330 West 42nd S., 
New York 36, N. Y. 


GORBETT BROS. invite your inquiries about ANY 
kind of Semi-Trailer Tank you may need in your 
hauling operation. GORBETT BROS. Tanks are cus- 
tom designed and built for specific jobs and needs. 
Present your Tank problems to GORBETT BROS. 
and they will design and build what you need. 











) UNIFORM HIGH QUALITY 
) DEPENDABLE SUPPLY 


Dept. E, 2548 N. E. 28th Street * Phone MArket-1238 * Fort Worth, Texas yaey HOKE Oil sents 


GORBETT BROS. 


Tank Manufacturing Co., Inc. 
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REFINERY AND TERMINAL 


ange er scepted a 


AVIATION GASOLINE 
MIL-F-5572 

Oct. 14 Oct. 7 Sept. 30 
New Orleans, La 
(Frade 100/130 1” 18 
(grade 91/96 65 16.6 
(rade 80 6 16 
New York, N. Y 
(rade 100/130 
Grade 91/96 
yrade 80 


Norfoik, Va 
Grade 100/13 
(jrade 91/96 
(irade 80 


Toledo, Ohio 
Grade 100/13: 
Grade 91/06 

Grade 80 


JET FUEL 
MIL-F-5624 
Gulf Coast Oct. 14 Oct. 7 Sept. 23 
Cargoes 


rrade JP-4 


NAPHTHAS & SOLVENTS 


Oct. 14 Oct. 7 Sept. 30 Sept. 23 
Baltimore, Md 
Mineral spirits f 16.5(4) 16! 54 


Boston, Mass 

V.M.&P 
naphtha 

Mineral epirite 


New York Harbor 

V.M.4&P 
naphtha 

Mineral spirits 


Philadelphia, Pa 

V.M.&P 
naphtha 

Mineral spirite 


Providence, R. | 
M.&P 
napbtha 

Mineral spirite 


FOB Group 3 


Stoddard solvent 
Cleaners naphtha 
VM. &P 
naphtha 
Mineral spirits 
Rubber solvent 
Lacquer diluent 
Kenzol diluent 


Western Penna 
nl City 
toddard solver 


Pittsburgh 


toddard solve U 14 


Ohio— uota 

VM. &P 
naphtha 18 

Mineral spirits 17 

Stoddard solvent 

Rubber solvent 


» for delivery to Ohio 5 


E. Tex. (Truck transport lots 


“toddard solvent 2.20 
Cent. W. Tex. (Truck transport lots 


toddard solvent 


PARAFFIN WAX 
Oct. 14 Oct. 7 Sept. 30 


Western Penna. (t.c. in bulk) 
124-4 AMP white 


crude ecale 


(2)6 25-6 46 2)b 26-6 % 
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Atlantic Seaboard 


PARAFFIN WAX 


Melting points are AMP, 3° bigher than EMP. Prices for carioad lots Domestic prices 


FOB refinery; scale in 
bags or bbis.: fally refi 


New York Domestic 
24-6 white crude 
scale 

123-5 fully refined 
25 7 fully refined 
28-30 fully 
refined 

33-6 fully refined 
45-7 fully refined 

138 40 fully 
refined 

43-5 fully refined 
49-61 fully 
refined 


New York Export 
124-6 white crude 
le 


oa 
(23-65 fully refined 
25-7 fully refined 
28-30 fully 
refined 
30-32 fufly 
refined 
33-6 fully refined 
135-7 fully refined 
18-40 fully 
refined 


43-5 fully refined 


Western Penna. 

+ Bble.; carloads 
now white 

soft white 

Lily white 

‘ream 

Soft yellow 

Light amber 
mber 

Red 


bos or bble.; fully refined, slabs loose Export prices FAS; arale in 
ned in bags or cartons 


Oct. 14 Oct. 7 Sept. 30 Sept. 23 
7.4(2 


7.06-8 45 
8.4513 
8.4513 
§ 65(3 
8 5513 


§ 554 
8 5612 


10 65 


PETROLATUMS 
Oct. 14 Oct. 7 


nk cars, 1-1. 5¢ less 


4 


2)7-7.876 
2)6.875-7.225 9 


k 
io-6 4 
5 
5.45 
x 


) 
) 
»25-6.4515 





DAILY Prices 


use Platt's 


OILGRAM 


Price Service 


for Complete DAILY Oil Prices Direct 
from the World's Leading Oil Centers 





Timely, reliable market information delivered to your 
desk by fastest mail—every morning! 


Accurate daily reporting of more than 800 prices of 
refined petroleum products 


Plus up-to-the-minute news of events affecting oil 
prices and markets. 


SPECIAL! Try OILGRAM for two weeks at our ex 
pense. Learn first-hand how valuable it can be 


Platt’s OILGRAM Price Service 
McGraw-Hill Publishing Company 
330 W. 42nd St., New York 36, N. Y 


Yes—/ want to try the OILGRAM Price Service. Please 
send me a two-week subscription without obligation 


NAME TITLE 
COMPANY 

STREET 

CITY 











prices TANK WACON 


gal 


taxes r ‘ at fied 


gf0iine ire 
als iy nd 40 gasoline; Ark 
tank wagon prices also ¢ t ) ‘ $2 M 


ind ated in ff tn 


Socony Mobil 


Mobilgue Aircraft Mobilgas 
(rade Grade Grade Regular Grads Mobilfuel Mobilheat 
(Lasoline 80 91 1oo ( Mobil Kerosine No. 2 Fuel 
faves TW rw rw Yard r.W Ww Yard 
jew Yor 
Mant 
Bronx 
Kings 
(Jueens 
Kichmond 
hany, N. Y 
nghamtor 


Viattaburg 
lLochester 


yracume 
Bridgeport, Cons 
ldantur 
Hartford 

New Haver 
sjangor, Me 
Portland 
Hoaton, Maas 
(oneord, N.H 


Lancaster 


eoxx«x xx =x mM MM MOM me 


2 


Manchester 


Vortamouth 10 
Providence, K. I 21.3 10 
turlington, V ) a ] 12 2 2 5 1] 
ltutland 4 


ex x x = = 


fank Wagon Prices Buffalo Bost Providence 
Minera Spirits 19 5 | ) 20 g 4 19 
V.M. & P. Naphtha 21.5 19.5 22.5 2 ) 21 
Taxes; N.Y. prices are ex / nlew te ucuse prices ex 
Discounta: Mobile Keronine New Yor ity (all bore is) and Mt. Ver 

Mobilfuel Diesel All point tank wagon leas 0.be for deliverie 

Mobilheat.— Ne York Cit all boroughs) and Mt. Vernon, tank 


\ , 
votes: Premium-grade gasoline t.w. prices e above regular. Jame 


hf e date ‘ x}. @&) “() 


Ohio Standard 


Seohio X-Tane Gasoline 
ras.-Clon Regular Grade Naphtha & Solvents Cons. TW 
Sohio Sohio (Clon- K SK pc, V.M.AP Sohio Kerosine No 

(-unoline Avia Avia Avia , Sol- Naph- Naph- Varno- Sol- iW Sohio- 

luves 80 100 vent tha tha lene Heat 
\kror 7 23 24.7 2 5 ‘ 21.6 23.0 23.0 22 22 15.3 
(anton f 2 é 2 ) 23.0 23.0 
( nnat io j y. ’ y ] i y y. ’ 23.0 23 
leveland ) 2% ; ) 27.75 21.5 23 0 
Columbus 70 28 75 28.76 ‘ 1h ‘ +3 , 2 23.0 23 
Dayton 23 |" 24.75 75 ‘ 20 2 23.0 
Lima 
Manafield 
Marion 
Portamoutt 
Poledo 
Y oungetowr 


faxes: Hang 
upplier 
Discounts obi nti i t to he : oper re and 
Notes K erosine ‘ rn or mor 0 99 we -44 ga 
Naphthas & i fc vy. and drum deliveric 


Vremium-grade gas mre ee , above regu ‘ re 2 e regular 


Fuel Oil« Ww Chicago, 


Indiana Standard Heater O11 
1 99 gals 16 6 
100-149 gals 

150 gala. & over 

100-399 gals 

100 gals. & 


Tan 
{ Indine 


Red Crown Standard Furnace Oil 

Keg. Grade . - 1 1n0- 100- 175- Oo 
(lone itr 1-09 uals 174 149 R19 wale u Fuel ¢ 
iw rw gale A over gals uale gale A over & over 1-749 gals | xo 
( hieag if | ’ j ; 750 gals. & over { xs 


uth Bend, Ind 9.5 ! ) +0 7 1 ; , Taxes t. Louis, Me 
Detroit, Mict 17 3 ) : ; 14 ¢ ity tax. Des Moines 
oil prices do not inelu 
Mpls.-St. Paul, Mint ales occupation, Consumer and 
« Moines, la } ; | ‘ added, where applicable 
t. Louls, Mo j 1 ! « Discounts: Red Crown CTW 
points subject t i 
Wichita, Kans tity deliveries 
Omaha, Nebr ! ‘ Note: Premium-¢ 
WI 7 erally 2¢ above regular 
Vasge, 8. D , ¢: *“Temporary” price 
Huron, 5. D 


Milwaukee, Wia« 


xb ffective Se 23 
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Standard of CHEVRON Imperial 


~ Kegular) Av. 80/87 Cane- per 
California 1 1.7 


line Oil 


400 Gals. over Taxes Easo Gasoline 


San Fran., Ca Regular (-rade 
Los Angeles 0 Dealer Casoline 
Fresno 7 2 ) rw Taxes 
Phoenix, Ariz 


22 7 St. Ji ) 17 5 il 
Reno, Nev 23 t. John’s, Nfld +4 Humble ne ‘ >- Kerostne 
Portland. ( : : Halifax, N.S 21 24.7 , cast k R 
Fort and, Ore ) St. John, N. B 2 > lime tan ' ; 
Seattle, Wast Charlottetown, P. F ? i3 27 2 UW. Retail Tares Wagon tat 
Spokane 19 ¢ 
‘Tacoma 


Montreal, Que 22 yf 2 I) , i4 8 9 0 is 8 
Boise, Idaho 


Toronto, Ont 2 l ) 2 ' rt 19 § 7.0 13 
Hamilton, Ont 2% ( : : | ) rT i 

Salt Lake 

Honolulu, T. H 


| 

Winnipeg, Man 2 { 4 ar tor } ) 7 13 
Brandon, Man 4 ‘ 4 

Fairbanks, Alaska we "3 = 

Juneau 


‘ 
‘ 
4 


Regina, Sask 
Sask 

Standard Standard lgary, Alta 
Diesel Standard Stove dmonton, Alta 
heros * “© ancouver, B. ¢ 


an Fran 17.6 
Los Angeles 17.1 
Freano 
Phoenix 20.3 


= | CUT YOUR FREIGHT COSTS | 


Boise 


Salt Lake 5 : ; 

Honolulu 7 , 

Fairbanks 33.7 —_ 

Juneau SEATTLE y 
xEffectiy it ; 

Taxes: 4 
Boise —Sc gas tax applies to motor fuel only 

iveas taxes are 2c federal, 2.5¢ atate PHILADELPHIA 
Salt Lake—‘7e gas tax applies to motor fuel e 

nly; avgas taxes are 2c federal, 4c state | 


Honolulu--10.5 gas tax applies to motor fue CHICAGO 
only: avgas taxes are 2c federal, 3.5¢ terri SAN FRANCIS< 
torial. Standard Diesel/furnace oil price is ex ® 
le territorial liquid fuels tax. All T.T. prices > 
are ex Hawaiian gross income tax of 1° to FALLING ROCK 
reseller, 2.5% to consumers LOS ANGELE 

Alaska —7e gas tax applies to motor fuel or 
iv@as taxes are 2c federal tc. territorial ed 
Standard Diesel/furnace oil prices are ex & 
territorial 





Notes: | Ww RLEAN 


Gasoline—For other deliveries of Chevron * ee 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0¢ for 40-199 gals 
O.5e for 200-399 gals., except for deliveries t« 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. deliveries; for less than 40 gals 
add 5.0c gal.; except at Honolulu add 5.0¢ for 
less than 40 gals. to Marine trade and les 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 40/87 at Salt Lake City ap 

to all quantities in excess of 40 gals 

for Chevron Supreme (Premium) are 

’.79¢ gal. higher, except at Boise and Salt Lake 

vhich are 2.59¢ gal. higher than Chevror 

(Regular) for quantity delivered. For less thar 

10 gal. deliveries, add 5.0¢ gal. to 400-gal-and 
over price, except at Honolulu, add 50.0c ga cident . 

for less than 40 gals. (Marine) and less than | Kk has modern storage facilities located at the points 

00 gal. (Shoreside). Add to Chevron Aviation | . P - . 
0/87 quantity delivered prices, 2.0¢ for 91/98, | indicated on the map above. These modern, nearby facili- 

fe for 100/180 and 8.0¢ for 115/145 | 7 P 

Kerosine--T.T. prices apply to deliveries of | ties can save you freight and also keep your inventories 
100 gals. and over. For other deliveries: leas : ’ 
than 40 gals., and lle. 200-399 gals., add % trimmed—safely! 
40-199 gal add 6c; tank car/truck trailer, 
deduct 5.b¢ Our sensible customer-supplier agreement protects you 
Standard Diesel/Furnace Oil and Standard | 3 : ‘ ; ; 
Stove Oil—T.T. prices are for deliveries of 400 against sudden market price increases and immediately 
gals. or more. For other deliveries: 40-199 gals 7 
add 1c; 200-399 gals., add 0.6c; less than 40 gives you the benefit of price decreases 
gals., add h« 


"Standard N > Burner Oil 


Fire-Chief Gasoline 

Texas Regular Grade) Kerosine 
Co. Dealer Gasoline Dealer 

r.W Taxes rw 
Dallas, Tex 70 3.3 
Ft. Worth 7 | } WRITE, WIRE OR PHONE 
—— 7 13.3 for samples and details, without 
Tyler 5 7.0 33 obligation. Important: We do 


F) Paso 7.0 


San Angelo 5.0 1 ; not “high-pressure” our pros PANY 
fie 6 : : ro Ae pects. We tell you the merits REFI ¥ | § G COM 

Houst mn) : f sit d let 

San Antonto im +t age lly tr megaman Charleston 24, W. Va. 


Po " 7 ' be the judge 
rt Arthur 0 Refiners of Highest Quality Pennsylvania Grade 
Notes: Dea! t ) ypl ll 
iaens Gf eonenunese minimum delivers Petroleum P.G.C.0.A. Permit No. 25 
f 66 wale FOUNDED 1913 


Premium-grade gas 
above regular 
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: —«f prices TANK WAGON 


Atlantic 
Casoline 
(Regular Grade) 
ae Dir 
Ww. 


Ww 


Atlantic 
Refining , 


Tax . 
Allentown, 
"a 
Altoona 
Erie 
(jreenaburg 
Harrisburg 
Philadelphia 
Pitteburgh 
Reading 
Wilkes Barre 
Williamsport 
Wilmington, 
Del 
Hartford, 
Conn 
New Haver 
Hoston 
M ase 
pringfield 
Prov., Kh. I 
Camden,N.J 
Newark 
Albany, N.Y 
Hinghamton 
Kuffalo 
KM imira 
Kochester 
yracuse 
Watertown 
Haltimore, 
Md 
Richmond, 
Va 
(harlotte, 
N. ¢ 
Jackson ville, 
Fila 
Miami 


OO 02 Of Of Of Of GP of on oe 


xSoereer~=x 


Mineral Spirite V.M.AaV 
r.W 


Pa 14 


19 i 


Philadelphia 
Pittahurgt 


Fuel Oils 


Va rs 


Heavy 


Phi oR 


adelphia 


Notes 


Premium-grade 
rewular except I 

Kerosine Thru Pa. & Del., 
for t.w. deliveries of less than 
time. Camden-—-Add le for 
100 


gasoline t.w prices 
) 


shove lorida 2 


add le 
100 wa 


at 
deliveric 


wal te for less than gala 


Minera! Spirits prices also apply to Stoddard 
Solvent 
Effe 


(,aseo- 
line 
laxes 


Crown 


Kentucky 
Standard Deals 


Covington, K | 9 0 
Lexingtor 17 9.0 
Lau aviiie 
Paducah 
Jackson, Miss 
Viekaburg 
Birmingham, Ala 
Mobile 
Montgomery 


9 { 


J 
4 
9 ( 
, 
) 


0 ¢ 
1.0 
1.0 
\tianta, (a » 
\ugusta é 8.5 
Macor rm 
avannah 

Jackson vy 

Miami 
Pensac 
Tampa 


ola 


laxes 
(yasoline tax me ' i . y & 
Mobile, 2¢ y; Birmingham, 1: 
mery & le county 
Other not included ir 
mntec 


inty taxes 
Monta 
acola, | ity 
Boat rgia 


inty 
Pen 
pric 


Cn mery 


kere 


niinentais tank 


ing price 


because 


Jurrent sel 


those showr 


1000 Demand 
Srd 

(rade 

Wagon 


Cor 
N-Tane (,ase- 
regular 
Dank 
‘,rand J 
Pueble 


W 


enne 


asper, 
Che 
Billings, Mo 
tutte 
(reat Falls 
Helena 

alt Lake, t 
I'winjFalls, Ida 
Albuquer, N. M 
Koswe 

anta Fe 

M ush 


vee, Okla 





VENTALARM 


RAok MAeR HG 


‘the Original aud Dependable 


WHISTLING TANK FILL SIGNAL 











15 ty 10 
atety 


Saves from 


costs, Assu 


on 


re and cleanline:s 


VENTALARM § 


Laboratorie l 


nels are 
ted and 
Satety A 


approved 
Leading Fire and sthorities 


of 


new f 


A full 
tank 


models + 
ld 
PROTEC 


variety 
ondition 


FULL PATENT 


t 


deliver Y 


' 
Oo 


Unde rwriter 


by 











SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 
Canadian Branch: SCULLY SIGNAL LTD 


286 King St. W., Toronto, Ontario 











Pl cee rn 
ss 





NATIONAL 


Taxes 


udes these city 


Roswell, 9.5¢; Santa 


Gasoline tax ine 
Albuquerque & 


le; Casper, le 


columfr 
taxes 


Fe, lc. Cheyenne 


Discounts: 

Salt Lake City Falls 
kerosine prices apply for deliveries of less thar 
400 gala 


and Twin gasoline and 


; 200-399 gals., deduct 0.5¢ 


deduct le 


200 gals 


and over 
Notes 
TW 


Premium-grade 


prices are to consumers and dealers 


9 


gasoline t.w. prices 2.5« 


above regular at Oklahoma & N. Mexico points 


2 2e elsewhere 


beso Gasoline 
ne gular Grade 
nsoline 


Esso 
Standard 


Atlantic City, 
Newark 
Baltimore, Md 
Cumberland 
Washington, D. ¢ 
Danville, Va 
Petersburg 
Norfolk 
Richmond 
Roanoke 
Charleston, 
Fairmont 
Parkersburg 
Wheeling 
Charlotte, N. ¢ 
Hickory 

Mt. Airy 
Raleigh 
alisbury 
Charleston, 
Columbia 
Spartanburg 
New Orleans, 
Baton Rouge 
Alexandria 
Lake Charles 
Shreveport 
New Iberia 
Knoxville, 
Memphis 
(Chattanooga 
Nashville 
Little Rock, 


oS 


W. Va 


SSO eDeOwmnmne 


Ie two -Io 


La 


I— 2 


Tenn 


Ico oe 


Ark 


Effective dates: xSe 


Naphthas T.W. & Steel Bile 

J Min. Spirite V.M.aP 
& over 18.0 19 
24.0 25 


Newark, 
3,600 gals 
Steel bbls 

Baltimore, Md 
3,600 gals. & over 16.7 
Stee! bbis 25 

Washington, LD. C 
3,600 gals. & over l 


19 


OLLS 
No 


14 
14 


Atlantic City, N. J 
Newark 

Baltimore, Md 
Washington, LD. ¢ 
Danville, Va 
Petersburg 
Norfolk 
Richmond 
Roanoke 
Charlotte, 
Hickory 
Mt. Airy 
Raleigh 
Salisbury 
Charleston, 
Columbia 
Spartanburg 


N. ¢ 


S. ¢ 


Taxes Iuisiana kero 


ude le state tax 


City prices 


add 


00 gals 


Kerosine 


deliveries of 31 fala. or 


Notes 


are for more ; 


00-299 gals thar 


Premium-grade 


heve regular 
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CRUDE OIL Domestic in $ per bbl. of 42 U.S. gals. at the well 


FIELDS EAST OF CALIFORNIA 


SCHEDULE t eg TT i j 
Gravity 

Below 12 

12-12 

13-18 

14-14 

Below 


ton 


oh bo 


e 


torte rrr 








Prices in fields east of California were ef MISSISSIPPI—Fayette & Other Fields rEXAS—North, North Central 
fective as of 7 a.m., June 15, 1953, except aa Schedule O: | Pure Sehedule A Continenta . 
noted. Prices as shown by states and by gen neha > tar ind, Texaes 
eral areas in most states. Details of tields MISSISSIPPL—Overton & Other Fields 
where each company posts and exceptions to Schedule N: | rEXAS—Northenast 
uravity schedule as shown above will be fur (Asphalt Crudes) 
nished on request to NPN. Scattered fields on MONTANA—Sweet Crude ayuga @ Other Fields 
wravity schedule as well as fields for which S Carte > » 
flat prices are posted are shown in the Flat t ——— : ? I oy ya = va 
Price Section y : , 

MONTANA—Sour Crude Schedule L: Hum 
GRAVITY SCHEDULES Behotale BR: Carter, ( 


rd lTEXAS—-Panhandle 

ARKANSAS—Sweet Crude Schedule A: Gulf 
Schedule A: Arkansas Fuel, Kaso, Gulf, Mag NEBRASKA—AIl fields ' I , 

nolia Schedule A: Pure 


rEXAS—Southwest 
ARKANSAS—Sour & Other Grades NEW MEXICO—lIntermediate ( rude Bianes a & Other 
Schedule M: Ark. Fuel, Kaso, Ohio O Schedule s° Atlar = Citic ‘ a Schedule I: Cities 
ental, Gulf mble ug! . P ure my idan a 
COLORADO—Sweet Crude f y & Ot f 
Schedule A: Continental, Philliy ru NEW MEXICO Schedule H: Humble 


: Sour Crude ’ 

clair Texaco Schedul ( rp ae fiirar & Other ( ide 

. e ‘ ‘ 
Ss , y J 

enta } iumble, Magr chedule G (24-29 Gravity 


KANSAS—AIl fields tar 
Schedule A: Carter, Cities nt 
nental, Gulf, Phillips, Pure, si i NORTH DAKOTA—AII fields Schedule G (206-40 Gravity) 
tanolind, Texac Schedule tar nd ervice Humble, Pt l 
2¢ below Schedule ( Sohi 


“ nelair Sur Texa 
Refugio & (ther Cr les 


LOUISIANA—Central OKLAHOMA—Sweet Crade TEXAS—West Central 
Catahoula Lake & Other Fields Schedule A Carts { es ‘ ‘ Schedule A Humble Ma 
Schedule N. Faso ente Gulf, Mag Pt i en, Pexa 
Hamphill & Other Fields alr tanolind re 
Schedule O: Easo, Gulf, & ‘ d TEXAS—West Texas Sweet 
Olla & Other Fields OKLAHOMA—Seur Crude Schedule A Atlanti Cities 
Schedule P: Ark ‘uel, Fas Schedule AA i* Se “ Humble, Magnolia, Phillips, P 
Carter Cities ervi a stanolind, Texac« 
LOUISIANA—Coastal 55), Texne 
Edgerly & Other Fields — TEXAS—Weat Texas Intermediate 
Schedule F: Gulf Schedule D ‘ Cit ‘ 
Eunice & Other Fields rTEXAS—East Texas Field Humble, Magnolia, Phillis i ‘ 
Schedule FE (24-29 wravity $2.90 Flat Price: A Fk 4 ntie tie air tar nd, Texaco 
iain ervice, Gulf, H ble, Magr 
—— Pt ; me . ar . TEXAS—West Texas Sour 
. . : ae Schedule Atlantic, ( 
LOULSIAN A—East Humble, Magnolia, Ohlo 
Delhi & Other Fields rEXAS—East Central ail <7 
Schedule N: Exso, Sun Schedule B: Hum : 
Fairview & Other Fields WYOMING ‘ 
Schedule O: Ess: rEXAS—Gulf Coast eo erty ee 
Schedule A Carter, { 
Aldine & Other Fic : p 
LOUISIAN A—North Sehedule P: Pan Ame t's 
Athens-Petit & Other Fieids 
Schedule M: Easo. Gulf Anal e & Othe eld WYOMING--Sour Crude 
Caddo, Homer & Other Fields Schedule F Cities P j i Schedule R Carter. © 
Schedule A: Ark. Fuel, Faso, Gulf, Magr —— ee Pan A ay . Pure , 
ibli he nela 
Arcola & Other Fix 
LOUISIANA—South Schedule J: Atianti« uy VLAT PRICES 
Schedule P: Cities Service, Continental Pexac 
Gulf, Magnolia, Pure, Sheil, Stanolind Goose Creek & Other Low d ‘ ‘ listings also include some fields on gravity 
Texaco Schedule E (24-30 Gravity Humble ‘ schedules 
“ie, ARKANSAS 
weer Hastings & Other Fields meet ler ' Kas 
MISSISSIPPI—Eucutta & Other Fields Schedule E (24-40 Gravity): Atilar i Kaw 
Schedule Q: Faso, Gulf Humble, Pan Americar tar i . | I Gulf 


he la tan 


Americar tanolind lexa 
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fj prices CRUDE OIL Domestic in $ per bbl. of 42 I Ss 


ILLINOIS 


the well 


MICHIGAN PENNSYLVANIA—Penn. Grade 


nce t lec 
| } j Only lowest a h t postings of each com , ¢ J ! 


Allevany, N. Y¥ Sinclair 16-5 
Kradford, Pa eep, Tide Water 
LO-16 Eureka, W. Va (Seep 
Elmwood $2 Middle Penna. (Seep 
except fields be Lake Ge 7 2 Southwest Penna (Seep) 

lll, (Bohio, 10-1-54) Dudley field Leonard Pi; b-1-f Zanesville, Obi Ashland 
lil. (Sohio, 10-1-54) Elbridge @ Stoy Clare City 
flelda “ Fork & other 
Viymouth ‘ Pure 
Adan & Dee 
INDIANA Coldwate 


Ibumit julf ‘ ; pany are at 
awit ‘ P btained or 
yi 4 ) Maui ad ay Pipe |! 


other poetings may 
Dh 


Pure 10 ‘ and ' 
at 


Price were owl 
VPN 


TEXAS 


Agua Dulce (Republic) 
Grant 2 i 2 Atlee (Republic) 
Barrytut i ( 4) ; Kenedum Condensate (Shell) 
Cayuga Condensate (Pan American) 
Chapel Hill 
Condensate (Sinclair) 
Crude (Sinclair) 
Charlotte (Humble) 5¢ above 
Clay Creek (Sun) 
Conroe (Humble, Sun, Texaco) 
Darst Creek (Humble, Magnolia, 
Texaco) 
Pearsall (Humble) 5¢ below 
Quitman-Paluxy (Pan American) 
Tomball (Humble, Magnolia, Stanolind) 
Van (Humble, Pure) 
Willamar Pan 


KENTUCKY 
Mutler ¢ 
MISSISSIPPI 


Sehedul 
Haxterville 


Condensate 
Crude (Gu 
Central Mi 
Fayette 
Gwinville 


Schedule 
LOUISIANA & 
iayou Pigeon (Me; 
ltiear (Continental 
Htivens (Atlantic) MISSOURI 
Creole (Pure) ] t. Charle 
Haynesville-Smackover Lime 
Condensate (Ark buel 
Orude (Ark. Fuel, Gulf) 
‘enle (Atlantic) Darling (Carter) 
orth Louisiana Condensate Pondera (Phillip 
Cotton Valley ‘f ») Hidden Dome (Ohio Qil) l 
Gloyd (Kase) OHIO North Sand Draw (Sinclair) Schedule 
outh Louisiana Condensate (Kean 4 Cleveland & other fields (Sohio | Oregon Basin (Ohio Oil, Stanolind 
weet Lake (Pure 2 Corning (Ashland 1-1 Texaco, 4-16-55) l 
Urania (Ark. Fuel) Z Corning (Seep, 11 4 Riverton Dome (Stanolind) Schedule 
Ville Platte (Continental Lima (8.0. Ohio) Wertz (Sinclair) Schedule 


Schedul 
Americar 


WYOMING 


seaver Creek (Stanolind) Schedule 
Big Sand Draw Condensate (Sinclair) 2 
Byron (Ohio Oil, Stanolind, 4-16-55) l 
Garland (Ohio Oil, Stanolind, 4-16-55) I 


MONTANA 











CALIFORNIA 


S. 0). California prices elective Il eruvities above those quoted take 


SCHED LS SCHEDU Lk : 15 
Cravity 
24-24 9 
25 9 

) 26.9 
1979 
2h Yo 
29 9 

no 9 
$19 
32.9 
33.9 


wren 


l 
9 
) 
? 
> 4 
9 
9 
9 


SS Sew ewwnrrnrrr 


2h 9 


SCHEDULE 
(-ravity 
12-12 9 
18.138 9 
14 

6 

16 

17 

18 

19 

20 

21 

22 

23 


24 


- 
= 


- 
NS ee 
BS BS BS PO PS PS bb 


BNW NVHP NHB NHKNN-— 


-” 
ey 
om 
_ 


ot 


~ 


to to te te th 


So 0S PO PS PO BS 


~ 


DS PS 0S PS OO PO I PS BO BO 


wrewener 


WHNMN NS HSN MH wh — 


tere 
rormrnrw sn 
wo wee 


ann 


SW PorS Po rors roe won 


SSS KSKSCKH NNO NN HNHNWHMMH WNW — 


SSeS essevseseeOnwnrenwnnn 


Seheclule headule Schedule Schedule 


Midway Sunset 82 


Sehedt 
Alliso Canyor Elwood 
Belridge 7 Gato Ridge M iasion 2° 
Buena Vista Hills Greeley Montalvo West (Colonia 
Canfield Ranch (juijarral Hille Pool 2% 
Coalinga Huntington Beac} 2! Montalvo West (MeGrath 
Colee Levee Inglewood 2 Pool 


Oxnard Signal Hill (Long Beach). | 
Pleasant Valley Tejon Hills 1 
Race Track Hil! Torrance 2 
Raisin City Wasco l 
Richfield 27 ; Cat Canyon 


Cymrie Kern Front 

De! Valle Kern River 
Rast Coyote Kettleman Hills 
Edison Lakeview Ares 
Bik Hille (Shallow Leffingwell 

Elk Hilla (Stevens Zo Lost Hills 

bk! Segundo MeKittrick 


158 


Montebello 

Mountain View 

Mt. Poso 

Newport-Anaheim Sugar 
Area 

Newport. Other Than 

Anaheim Sugar Area 
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Rosedale 

Rosedale Ranch 
Round Mountain 
Santa Fe Springs 
Santa Maria Valley 
Seal Beach 


anyon 
quoc Zone 
West Coyote 
Wheeler Ridge 
Whittier 
Wilmington 
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CRUDE OUL roccier—in 5 ver bei. of 42. U. 8. nals., excent 


Venezuelan Crude Prices 


Prices pr 


Crude 
Bachaquero 

lia Juana Heavy 
Lagunillas Heavy 
Tia Juana Mediun 
Tia Juana 102 | 
Tia Juana Light 
Mara 

(umarebo 

San Joaquir 
Oficina 

Cuanipa 


rigre 


Temblador 
Pedernales 


West Tarra 


La Cruces/I 


agoma 
Mara 
(abimas 
Lagunillas 
Bol Dist 


Hea 


var 


Joaquir 


Middle East 
Prices are per bl 


I 


rat 

M 
Hasrat 

Esso Exp 
Irar \ 


B 
1 


an (¢ 
P Trad 
ae 


Crude-Prod 


BLS I 


os Manueles 


Creole Petroleum Corp 
(,ravity API Kbl 
tet 16.9 
18 


FOR 


Las Pledras or 
LaaPiedras « 
Las Piedras 1 
\muay is 
Amuay 

Amuay 

Las Piedras 

rucupido 

Puerto La 

Puerto La 

Puerto La 

Puerto La 

(aripito 

(_aripit« 

Caripit 

Boca de Uracoa 

Capure (Pede 


lid 


Cardov 
ardor 


Price bk tleotive Date 


6.6 ) 
5.9 
Fl 


26 
> 


+e) 18 , : 
at Canadian Crude Prices 


rots wree 


ed 


nales 


Colon Development Co 
37 .0-37 .9 2.99 
100-80 .9 2 58 ( 
Compania Shell de Venzuecla 
i i ] rue 
2 p.4 Puer 
bat 3.9 ard 
$1] } ard 
»-29 9 Cardor 
22.4 Cardor 
15 § Cardor 
12.9 Bae Cardor 


“Og 
*22 0) 

Approx 
**19 


Socony=-Vacuum Oil Co. of Venezuela 


12. 0-4 
‘4 5 


Puerto La Cruz 


Puerto 


2.9 
49 La Cruz 


Crude Prices 


f4 
Oy} 


Persian Gulf 


Cravity Price Crude Gravity Price 


Saskatchewan 


Valle 


lurner 


Far East Crude Prices 


( weneke 


hastern Mediterranean 


Price tompan 


(sravity (rude (.ravity ric 
art 


(oravity 
rice 
ron 


b Mleetive Dat 








ues Up 


OU GRAN 


ucts Index Contin 


p NPN Gasoline Index 


Dealer 1.W lank ¢ 
(cents per gal.) 


(yf 

“ 

Change 

Sept. "55 
vs 


Aug 


Change 
August vs. 
July “55 


August 
1955 


Sept. 
1954 *S4 


) ; 








YATIO TRO! 


NAL PI 








STATISTICS 


Gasoline Consumption by States, June, 1955” 
American Petroleum Inetitute figures 


lax Kate! Month of 6 Months Ending With 

June May 1955 Jume 1955 Ju 1954 June 1955 June 1954 

Cente Callons Callons Callons Callons Callons 
Alabenin y 69 ,643 , 000 69 ,621 , 000 64 , 302 , 000 399 , 229 , 000 374,675,000 
Arizona { 80 , 042 ,000 $1,155,000 28 , 864, 000 174,710,000 159, 749, 000 
Arkansas V4 43,614,000 48 019,000 43 ,691 , 000 247 , 307 , 000 238,571,000 
California 480,471,000 524,604,000 56 557,000 2.767.009 000 2.551.342. 000 
Colorado 49 , 435 ,000 58 , 702 , 000 53 , 832,000 281,785,000 263900, 000 
Connecticut 58 ,607 ,000 63 , 762,000 5,865,000 325 , 823 , 000 299 927 | 000 
Delaware 12, 663,000 12,980,000 002 , 000 68.117.000 61.478_000 
Distriet of Columbia 17,140,600 17,272,000 5 050, 000 100 564.000 99'854_00u 
Florida 7 107 , 086 , 000 108 , 507 , 000 5, 625 , 000 697 , 354 , 000 632,709, 000 
Georgia 92' 645.000 97,991, 000 5,391,000 541,530,000 503 650.000 
Idaho 21,948,000 24 524,000 23,105 , 000 111,069 , 000 108 , 260 , 000 
Llinois 262, 164, 000 252,743 , 000 241,816,000 354,228 , 000 288.324 000 
Indiana 159, 865 , 000 560,682,000 139 814,000 804,858,000 747 , 608. 000 
lowa 114,271,000 112,033,000 103,212,000 555 ,097 000 519.960 000 
Kansas ( 89 , 309 , 000 102 ,947 , 000 110,178,000 503 ,928 , 000 463 , 664, 000 
Kentucky 68 , 403 , 000 70,148,000 65,496 , 000 374,018,000 $53,778,000 
Lavuisiana 4 68 , 604, 000 69 , 082,000 62,358 , 000 400 168,000 54.802 000 
Maine 27. 653, 000 24.649, 000 25 ,904 000 129 626/000 120,527, 000 
Maryland 66 ,656 , 000 67,340,000 63 , 380 , 000 865 912,000 339 , 866, 00U 
Mansachusetts 103,826,000 106 , 030, 000 99 575,000 569 , 765 000 527.081 _000 
Michigan 216, 107,000 218 , 223,000 208,610,000 166, 118,000 076,719, 000 
Minnesota 107 , 5686 ,000 111,041,000 106 , 100 , 000 535 , 238 , 000 501.775 000 
M tool ned ppl 63,175,000 48 , 830,000 48,172,000 286 295.000 272.524 .000 
M issourl , 136 ,646 , 000 146 , 557 , 000 135 , 250 , 000 762,550,000 722 , 383 , 000 
Montana " 23,561,000 29 073,000 27 632,000 123 249000 119.977. 000 
Nebraska 51,215,000 55,705 ,000 55,114,000 271.616 ,000 261.677. 000 
Nevada 10,679,000 12,416,000 11,241,000 58 694.000 : ; 
New Hampshire 18 , 967,000 15,520,000 14,796 ,000 76,822,000 
New Jeraey 4 154,516,000 160 , 493 , 000 157,578,000 847 , 274,000 
New Mexico 27 623. 000 25 838 , 000 28 245,000 155,715,000 148.772. 000 
New York $06 , 666 , 000 $11,377,000 293 , 646 , 000 649 , 790 , 000 138 ,679 , 000 
North Carolina l 108,177,000 4,478,000 95,654,000 608 5621 000 60.996 000 
North Dakota 29 915,000 34 7,000 30 ,025 , 000 138,314,000 129.795 00 
Ohio 253,117,000 264,907 , 000 238 , 278 ,000 , 395 , 730,000 308 , 890.000 
Oklahoma 77,124,000 : 000 85 , 566 , 000 441,600,000 409 696.000 
Oregon 5 »3 , 495 , 000 56 , 968 , 000 52,004,000 286 , 000 , 000 271.253 .000 
Pennsylvania 247,181, 000 252,678,000 236 ,637 , 000 360 816 000 265 937, 000 
Khode Island 19,660,000 19 , 406 ,000 18,292 , 000 110,666 , 000 100 056 , 000 
South Carolina 7 51, 930, 000 54,674,000 51,639,000 804, 184,000 291,283,000 
South Dakota $1,894,000 30 , 464,000 30 , 095 , 000 150,282 000 141.072 OOU 
Tennennes 85,970, 000 89 964,000 86 , 942,000 471.772 000 160 , 323, 000 
Texas 375 697 , 000 413,200, 000 424 651,000 2,246 740.000 2 221 942.000 
Utah 2: 8.000 27 508,000 25,001,000 136 648 000 125.945.0000 
Vermont 26. 000 12,487, 000 10,729 , 000 54,362 .000 50.901 “000 
Virginia 4194 000 100 860.000 91,852,000 549 413,000 507.677 000 
Washington 13. B08, OOK 72.499, 000 72,289, 000 397,113. 000 376. 484.000 
Weat Virginia ; 
Wisconsin l 


14.473. 001 121 . 867 000 109,161,000 87 533.784 000 
Wyoming 13 


597 O01 16 892 000 16,543, 000 on 71.158 000 


Total 47 States and 1). of ¢ 4.710.956. 000 907 , 448 000 4,614,554, 000 25.981 665 000 24.396 .794. 000 

Daily Average 151,966, O04 163,582,000 153,818,000 143.545 .000 134.789 OOU 
Change from previous year 
‘Total change 292 894,000 + 1,584. 871.000 
Percentage change in Daily Average 16.38% +66 

*In general, these figures include all gasoline sold or consumed within the confines of the state, regardless of whether for taxable or nontaxable purpose 

|These are State tax rates per gallon. In addition there is the Federal Tax of two cents (2¢) per gallon 

Notes (a) (b) and (c): Maine tax increased 1 cent; Michigan 144 cents, both effective June 1; West Virginia increased 1 cent effective June 10. It is possibl 
because of these situations that consumption figures based on tax collections for May and perhaps even April are overstated No information is as yet availab|: 
from Weat Virginia as to the amount taxed at either the five or the six cent rates during June ; 


° ° *,° Birmingham, Ala 16.40 21.90 10.00 41.90 
Gasoline Prices for 50 US. Cities Vicksburg, Miss 16.00 23.40 9.00 12. 40 
Memphis, Tenn 15.30 20.90 9.00 29.90 
Lexington, Ky 14.40 d-18.90 9.00 27.90 
ported by The Texas Co. to American Petroleum Institute. Figures in Youngstown, Ohio 16.30 20.90 7.00 90 
¢ per gal.; (i) and (d) indicate increase or decrease as compared with south Bend, Ind 17.70 90 OO 90) 
September | Chicago, Ill 16.80 74 1OO 29°74 

" : Detroit, Mich 17.30 23.27 00 2 
Posted Gasoline ; Milwaukee, Wisc 17.30 22.90 00 

Dealer Service Pax Service Pwin Cities, Minn 16.30 d-18.90 LO 

t/wprice Station (incl. 2¢ Station Fargo, N. D 16.40 11.70 800 

(extax) (extax) federal) (incl. tax) Huron, S. D 17.20 1) 61) 7) 





Averages of prices for regular-grade gasoline on October | as re 


Omaha, Neb 15.80 20.90 00 
Average U.S i-16.26 d-21.43 RO : Des Moines, la 15.90 21.40 8.00 
Portland, Me iS 20.90 9.00 St. Louis, Mo 16.40 21.90 00 
Manchester, N. H i-16 20.90 1.00 ‘ Wichita, Kan 14.90 19.90 OO 
Jurlington, Vt 22.90 1S) Fulsa, Okla 1§.20 19.40 
Hoston, Mauss 17.90 oOo é Little Rock, Ark 15.30 20.40 
Providence, RK. | 1§.90 6.00 , New Orleans, La 15.00 20.50 
Hartford, Conn d-14.90 8.00 7 Houston, Tex 14.70 20.00 
Buffalo, N. Y 23.0 6.00 Albuquerque, N. M 17.40 23.50 
New York, N. Y 23.90 6.00 , Denver, Colo 16.60 d-14.50 
Newark, N. J 90 6.00 . Casper, Wyo 17.450 25.00 
Philadelphia, Pa 90 8.00 é Butte, Mont 19.90 26.50 
Dover, Del 21.90 OO , Boise, Ida d-19.00 i-25.10 
Baltimore, Md 5 90 8.00 : Salt Lake City, Utah 17.50 d-23.50 
Washington, D. ¢ 22.10 8.00 Reno, Nev 19.10 25.20 
Charleston, W. Va 90 8.00 . Phoenix. Ariz 19.40 »? 
Norfolk, Va 20.90 8.00 San Francisco, Calif 16.70 
Charlotte, N. ¢ 22.90 9 00 Portland, Ore 17.20 
Charleston, 8. ¢ 21.50 9.00 Spokane, Wash 19.50 
Atlanta, Ga 00 8.40) *) Includes 1¢ city tax 
Jacksonville, Fla 90 900 , (**) Includes 0.5¢ city tax 


160 NATIONAL PETROLEUM NEWS * Novernher, 195° 





PARTS 
SALES 


L_— 











—_ == 5 7 
= | LUBE 
JOBS {ia% 


SERVICE STATIONS ACROSS THE NATION 





INCREASE PROFITS AND VOLUME 


WITH GLOBE  Frame-Kontact’ HOISTS 


FASTER LUBRICATION 


Wheels and suspensions 
hang free; and every lube point 
is within easy reach, permitting 
service men to work faster, 
easier, without obstruction. 





These increases are reported by a dealer 
in Norfolk, Va., who recently changed to 
a Globe “Frame-Kontact’” Hoist. And 
dealers everywhere find that nearly all 
service jobs are more efficiently handled 


on these revolutionary time-saving Hoists. 


From lubrications and tire changes to 
replacing mufflers and tail pipes profits 
are going up and up as the volume and 
quality of these services are raised 





“BEST LUBE HOIST IN U.S... 

“l think it is the best lubrication 
Hoist in the U.S. It is faster, easy 
to drive onto, and the suspen 
sion is free.” 

St. Cloud, Minn., dealer 


NEAT APPEARING 
it is a very efficient and neat 
appearing piece of equipment 
much easier to work around 
on the grease rack than the con 
ventional type.” 
Philadelphia, Pa., dealer 


BEST FOR CHANGING TIRES 
it's the best Hoist | have ever 
used for changing tires, putting 
on chains, packing wheels, and 
adjusting brakes. Very easy to 
work under.” 
Yorkville, N.Y., dealer 





The principle of “Frame-Kontact”’ ifting was in 
vented, pioneered, patented and licensed by Globe 
Hoist Company under the following U.S. Patents 
2458986 — 2593630 — 2593635 — 2612344 — 2612355 
2654443. Other U.S. & Foreign Patents issued and 
pending. 
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“HELPS SELL MERCHANDISE 
"We find 'Frame-Kontact’ Hoists 
save 25% on labor operations, 
besides it helps us sell additional 
merchandise.” 
Canton, Ohio, dealer 


‘BEST ON MARKET — BAR NONE 
"We think our 'Frame-Kontact 
Hoist is the best on the market 
bar none. We can install the aver 
age muffier in 15 minutes.”’ 
Grand Rapids, Mich., garage 


NEWS 


GLOBE HOIST COMPANY 
East Mermaid Lane at Queen Street 
Philadelphia 18, Pennsylvania 


NPN.706-FKH 


Please send me complete data on Globe 
vat Host 


Frame Kon 
nm thew superior lower 
bearing « . low o control 


y Globe 


state 





Oalionals De luxe adding machine 


Live keyboard” with keytouch adjustable to each operator! 





Saves up to 50% hand motion — and 
effort! Never before have so many time- 
and-eflort-saving features been placed on 
an adding machine. 

Livery key operates the motor—so you 
motor bar. No more 


from keys 


can now forget the 
back-and-forth 


to motor bar. 


hand motion 


Keys are instantly adjustable to each 
operator's touch! No wonder operators 


They do 


less 


are so enthusiastic about it 


their work faster with up to 50% 


THE NATIONAL CASH REGISTER COMPANY, vavron 9, ono | 
Minn 


effort. New operating advantages, quiet- 
beauty! 

“Live” Keyboard with Adjustable Key 
touch plus 8 other time-saving features 
combined only on the National Adding 
Machine: Automatic Clear Signal 


Subtractions in red... Automatic Credit 


ness 


Balance in red \utomatic space-up of 
tape when total prints ... Large Answer 
Dials . Easy-touch Key Action... 
Full-Visible Keyboard 


Ciphers . . . Rugged-Duty Construction. 


with Automatic 


977 OFFICES IN 94 COUNTRIES 


162 


NATIONAL 


She saves 
half 
the time... 


Boss saves 
all 
the cost. 


| cocina tietioentiestientinentibetiend 


j A National “De luxe” Adding Machine 


PETROLEUM 


pays for itself with the time-and- 
effort it save 
yearly profit. One hour a day saved 
with this new National will, in the 
othee, 100% 


investment, See 


, Continues savings as 


average repay a year 


on the a demon- 
stration, today, on your own work. 
Call the National branch 


office or dealer. 


nearest 


TRADE MARK REG. U6. PAT, OFF. 


Wialonal 


NEWS * November, 1955 





$ Union Oil dealer John Kimble (right) 
delivers a commuter-load of customers in 
downtown San Francisco, after a seven- 
mile ride from his station in suburban 
Daly City. Their cars will be serviced 
at Kimble’s station during the day. He 
operates his commuter service on a 
regular schedule and route, and features 
it in his advertising. He says it accounts 
for 30% of his $1,000-a-month lube 
business 


$ 

A “something-for-nothing” deal 
used by Carter dealer Bernard Lynch 
in Spokane, Wash., drew a 60% re 
sponse. To get new customers he 
mailed postcards offering to clean and 
adjust spark plugs free of charge to 
Carter credit card holders. 

Another Carter dealer, Harry 
Schmidt of Scottsbluff, Neb., has 
branched out into a new line. When 
he noticed that carts in a supermarket 
were hard to push, he asked for—and 
got—the business of regular lubrica 
tion of the carts. He makes money on 
the deal and makes a hit with the 
store manager and his customers 

Sure-fire leads to new customers 
come to Sinclair dealer Lawrence 
Kellerman of Mission, Kan., from the 
neighborhood milkman. The milkman 
tells Kellerman of a new family, Kel- 
lerman pays it a visit, and gives 
away a free can of household oil or 
lighter fluid. In a year’s time his sta- 
tion gallonage has jumped from 9,000 
a month to 25,000 a month 


~ 

A home-made sales kit is used by 
the Leo J. Peirick Oil Co., Union 
Mo., to solicit tire business from farm 
ers in the area. They visit farmers who 
are satisfied users of their BFG tractor 
tires, take snapshots of them and their 
tractors, and mount the photos in a 
scrapbook. They get the farmers to 
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write short testimonials across the face 
of the pictures. The scrapbook carries 
vreat weight with new prospects be 


cause of the strong local touch 


» 


Station designers are away behind 
a Pure dealer in Birmingham, Ala. Joe 
Rector uses part of his sales room as 
a customers’ lounge, complete with 
television, magazines and upholstered 
seats. While waiting for his car to be 
serviced, a customer can’t miss the 
product displays mounted on_ glass 


shelves around the walls of the lounge 


$ A chance to cut coffee-break time in 
half led Frank Urich of Urich’s Serve 
Yourself Stations, Los Angeles, to install 
three automatic coffee makers. The ma- 
chines maintain water at constant temp- 
erature, mix and deliver instant coffee 
at the turn of a spout. They cost $240 
each. One is in the company office, 
another in the station and store across 
the street and a third in Urich’s car 
dealer agency. The main office machine 
serves 17 people and uses a pound of 
instant coffee a week at a cost of $4.38 
Ib. The machines have a double ad- 
vantage, Urich officials say: Lost time is 
reduced at least by half and employees 
are always handy if needed 


> 

In an effort to make lube customer 
follow-up as nearly 100% automatic 
Cincinnati division of 
Standard of Ohio is trying an experi 
ment. Instead of addressing and mail 
ing the follow-up reminders from the 
service station, 10 salary-operated sta 


as possible, 


tions are sending their lube tickets to 
the division office. The tickets are 
mailed in each day, and in 30 days the 
office mails out the reminder. If a sec 
ond ticket doesn’t come in within 60 
days, the office mails a second re 
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minder, and a third one in 90 days if 
necessary. One station manager re 
ports lube volume up from 150 to 200 
jobs a month 


+e 


\ heating oil distributor in New 
Jersey who keeps his trucks spic and 
span says that several coats of clear 
lacquer over the regular paint job help 
give his trucks a sparkling appearance 
But he warns that in some cases—de 
pending on the color of paint used 
it's necessary to have the first lacquer 
coat put on with the paint. Otherwise 
the paint will discolor 


ee 

A one-pump parking lot dealer who 
tries can sell lubrication and TBA 
right along with his better situated 
fellow dealers R W Dickey, who 
sells Mobilgas at a downtown parking 
lot in Seattle, checks over the cars in 
the lot each morning and hangs a re- 
minder card on the ignition key if the 
customer is due for a lubrication. He 
farms out around 100 lubrications a 
month to the nearest Mobil dealer 
down the street. He also reminds cus 
tomers of their tire, battery, oil filter 
and other TBA needs, and farms out 
whatever he can't handle himself 


$ A simple piece of plywood, cut in a 
circle to fit on the top of a stack of tires, 
makes it possible to mount a tire stand 
above the stack, bringing the tire center 
message up to eye level. Carl K. Foster, 
left, sales promotion manager of Sinclair 
Refining Co., Chicago, learns how it 
works from dealer Charles W. Buckes, 
who runs the Sinclair dealer demonstra- 
tion station in Mamaroneck, N. Y. The 
idea was suggested by a Sinclair sales 
trainee getting on-the-job experience 
at the station 
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Caveg Sales Dollars 


There just aren’t enough hours in a day for a salesman to do an adequate 
selling job without help. In addition to time spent on office work and await- 
ing interviews, the growth and decentralization of industry has brought 
problems of increased travel time, more buying influences and more difficult 
access to plant personnel. 

When you advertise your product or service, consistently, in business 
publications your prospects look to for help with their jobs, you multiply 
the calling power and increase the productivity of your sales staff. Business 
paper advertising can talk to thousands of prospects . . . can arouse interest 
in, and create a preference for, your product . . . at pennies per call. 

Just as high speed machines cut production costs, well-planned business 
publication advertising cuts sales costs. It “‘mechanizes’” the first three 
steps of a sale and lets the salesman concentrate his valuable time and talent 
on the all-important job of making the proposal and closing the sale. 

Ask your McGraw-Hill man for a copy of our 20-page booklet, ‘Orders 
and How They Grow.” Also about our new sound-slide film, ‘Plateau of 


Progress’’ which is available for showing at sales and management meetings. 


M: SS 
<a 


McGRAW-HILL PUBLISHING COMPANY, INC. 


a 


App 330 WEST 42nd STREET, NEW YORK 36, N.Y. iD 
Y 


HEADQUARTERS FOR susimess iwrFoOR MATION 
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ON THE 


NEW OHIO TURNPIKE 


Yes, it's ARO lube equipment in 
12 of the 16 modern service stations 
along the newly opened 241 mile 
Ohio Turnpike. 

Saving time in lube service—produc- 
ing top profits with ARO efficiency and 
dependability—explain why AROLUBE 
equipment gets the call in more and 


See your automotive wholesaler. 


more of the leading garages and serv- 
ice stations! 

It will pay you also to look into the 
beautiful new AROLUBE Reels for 
more profits in your operations. Choice 
of reels for chassis, gear, motor oil, air, 
water, automatic transmission . . . easily 
installed in any combination of units. 


samen Coser 


THE ARO EQUIPMENT CORPORATION, BRYAN AND CLEVELAND, OHIC 


Aro Equipment of California, Los Angeles, Calif 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


NATIONAL 


® 
LUBE EQUIPMENT 


Also ... Air Tools . . . Aircraft 
Products . . . Grease Fittings 


ARO 
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Announcing 
«».-f0F 
GREATER 
SERVICE 
STATION 
PROFITS... 


THE NEW 


DUNLOP SUPER GOLD CUP 


Here’s a new tire scientifically designed for 
modern highway speeds and for stop-go city- 
driving. Your customers never rode on anything 
like it! You never sold anything like it! It’s new 


in body, new in beauty, revolutionary in tread! 


It incorporates radical advances in rubber com 
pounding ... in balance and design contributing 
to silent cushion comfort. Available in Tension 
Free Tubeless or Tubed construction, in Nylon 


or High Tenacity Rayon. 


And, finally, it introduces a feature destined to make 


safe-driving history — MAX-GRIP TREAD 


Dunlop Tires cover every service station need; pas- 
senger car tires in nylon or rayon, tubeless or cubed, 
cushion or conventional; a complete line of Highway 
and Special Purpose Truck Tires plus an outstanding 
line of farm service tires. 

Experienced Dunlop field merchandisers offer retail 
sales assistance, help build your tire volume 


America’s most modern tire manufacturing facilities, 


backed by the most advanced quality control program 
in the industry provide a continuing guarantee of 
Dunlop quality 

Multiple warehouse distribution guarantees service 
stations prompt delivery of any tires ordered 

Powerful national advertising plus complete dealer 
level promotional program create 


buying desire 


DUNLOP. .. THE LINE DESIGNED TO 


PRODUCE PROFITS AT THE SERVICE STATION LEVEL. 


DUNLOP TIRE AND RUBBER CORPORATION 
¢ Buttalo 5, New York 


Factory and Executive Offices 


DUNLOP 
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FOUNDERS OF THE 


PNEUMATIC TIRE INDUSTRY 





There’s a good reason for 
the 1000 new Cities Service 
outlets since September 1953! 


With the addition of 1000 new outlets since 
1953, Cities Service is moving ahead faster than ever! 

These new dealers and distributors didn't just 
happen to choose Cities Service... they joined 
forces because they could see the trend of events in 
the gasolene industry 

They were confident when Cities Service New 
5-D Premium Gasolene was announced in Septem 
her 1953, that with its heavy promotional backing, 
it would result in sales increases far above the 
general rate of the industry's increase. 

And they were right. Those dealers and dis 
tributors who teamed up with Cities Service since 


1953 enjoved a phenomenal increase In premium 


gasolene sales, a better than average sales increase 
in all petroleum products . plus a continual in- 
crease in promotional backing! 

Phey have flourished in an atmosphere of co- 
operation, not domination, by Cities Service ... and 
if you talk with any of them, you'll find they expect 
1956 to be their biggest year ever with 5-D Premium 
Gasolene sales hitting a new high 

Yes, Cities Service is still on the move, as its 
competitors will admit, and because of this market- 
ing expansion, there are now some fine opportunities 
for dealerships and distributorships, perhaps in your 
area. For information write: Cities Service Oil 


Company, Sixty Wall Tower, New York 5, N. Y. 





HERE IS THE AREA 

—38 STATES EAST OF 
THE ROCKIES—IN WHICH 
1000 NEW OUTLETS 
JOINED THE GREAT 


CITIES SERVICE FAMILY tay 


A te 
fa 
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The quality control 








INSIDE 








ATURALLY manufacturers take 

every possible precaution to 
avoid contamination in making 
their products. Don’t let your 
quality control end there by ship- 
ping your product in containers 
that are not 100% free of scale, 
grease and dirt. With USS Steel 
Drums you can maintain product 
purity right to your customers’ 
door. Here’s why: 

AFTER each USS Steel Drum 
has been carefully shaped, formed 


USS STEEL 
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and welded, a strong alkali bath 
cuts away all dirt and grease. 
Next, the interior and exterior are 
completely descaled. This process 
is followed by saturating all sur- 
faces with a special phosphate 


solution that retards rusting. 


These three careful steps are an 
assurance that your product, 
shipped in USS Steel Drums, ar 
always! USS Steel 


Drums are available in a wide va- 


rives pure... 


riety of shapes, sizes and finishes 


plain or decorated 


UNITED STATES STEEL PRODUCTS 


DIVISION 


UNITED STATES STEEL CORPORATION, 
DEPT. 1115, 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y 


Los Angeles and Alameda, Calif 


* Port Arthur, Texas * Chicago, Ill 


New Orleans, La. * Sharon, Pa. * Camden, N. J 


NEWS 


DRUMS 





— / 
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Your children visit a new world each week 


Each Thursday, teacher turns a knob and the class 
enters a new world—a world many are visiting for 
the first time via the Standard School Broadcast. 


Since 1928, this program has introduced man’s 
musical heritage to Western children. Now play- 
ing for its second generation, the Standard School 
Broadcast is probably the biggest ‘“‘classroom”’ in 
history. It has an audience of nearly 1,500,000 
listeners throughout the West, Alaska and Hawaii 

.. Students in 54,000 classrooms and adult listen- 
ers at home. They hear a symphony orchestra, a 


a} a | 
) ee. ~ fj = 
oi vat F teal 


ee 
4 
’ 
al ao 
o 


, 


dramatic cast, choral groups and guest artists. 
Standard provides Teacher’s Manuals as program 
listening guides. 


Goal of the School Broadcast is to help listeners 
gain an absorbing new interest in music, and 

through music—a broader knowledge and under- 
standing of the world around them. We suggest 
that you listen in at home to enjoy the world’s 
best music and to gain one more link with your 
childrens’ interests. TUNE IN every Thursday 
.. check newspapers for time and station. 


} => a 








STANDARD OIL COMPANY OF CALIFORNIA 


plans ahead to serve you better 
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Multi-Pump Stations 


TANK 
OPENING 


Save on Every Gallon 


Bennett RAM System Gives Remote 
Automatic Multi-Pump Service From 
a Single Central Submerged Unit 


The Bennett RAM system is the answer to vapor 
locks caused by high temperatures, high altitudes, 
and extra-long pipe runs to pumping problems 
wherever multiple dispensers are needed for one 
grade of fuel. Because the RAM Pump is entirely 
submerged, it pushes the gasoline. The RAM sys- 
tem saves dollars in capital outlay, because one 
submerged pump serves up to 8 dispensers. 


_— 


SSS 








ae 


In addition to saving on original 

cost, the RAM system saves in 

operation, too—saves real money 

8 ways: 

Dispensers require no air 
eliminators 

Single discharge line serves all 
dispensers 

No return line needed 

No priming required 

Never needs lubrication 

No belts, gears, packing to 
replace 


A SYS ANAAAAASAARANAN.AARARRAND 


Installs in pit or above ground 
as desired 

Simple design—field tested 
assures traditional Bennett 
economy 

Ask your John Wood Represen- 


tative for full details on the on 

Bennett RAM system — remote , AR mal 3 i.) " ® 
automatic multiple pump han- ne ( \ 

dling at lowest cost and highest , 7 - 
efficiency. \ ~ \ F \ 


JOHN WOOD COMPANY: REMOTE AUTOMATIC MULTI-PUMP 
BENNETT PUMP DIVISION * Muskegon, Michigan SUBMERGED SYSTEM 


In Canada: Tcronto * Montreal * Winnipeg * Vancouver 
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When IBA 


is your question 


is your answer ! 


You’re certain to find the proper (and profitable) solution 
to your TBA problem at United States Rubber Company. 
For “U.S.” has many years of practical experience as TBA 
supplier to leading oil marketers. “U.S.” provides a variety 
of full lines of highest-quality TBA products, all with top 


public acceptance. “U. S.”” maintains the world’s finest rub- 


ber research and development facilities. And above all, 
“U.S.” is dependable, assuring you a strong, stable source 


of TBA supply. 


Write Oil Marketer Sales Division 


United States Rubber Company 


1230 Avenue of the Americas, New York 20, N. Y. 
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NEV 
Aluminum 


Transport... 


ITSELF 


in 4 years or less—from 
extra payload alone! 


This Butler aluminum semi carries a 10% bonus payload for Northern Tank Line. 


You can park all your 3-year-old steel transports on the back lot and 
make more money hauling with the new Butler aluminum transports! 
Butler aluminum units can earn $2,000 to $3,500 more revenue annually 
than most efficient 3-year-old equipment on the road. And there is no 
question about the Butler aluminum transport’s ability to take punish 
ment. Many Butler aluminum semi-transports have passed the quarter 
million mile mark without a single major vessel repair. Butler aluminum 
truck trailers in service have trouble-free records of half a million miles. 


Convert to Butler aluminum now. Extra payload alone can pay off the 
entire cost of the equipment —in conservatively four years — much less 
t.me in some states. Call your Butler representative now. He will 


gladly show you the astonishing facts and figures! Meanwhile, mail 
FREE BOOKLET coupon for free catalog, 
tells you the amazing results of Butler's 
successful pioneering in aluminum equip- 
ment. Mail coupon for your free copy. 
For prompt reply address office nearest you 


BUTLER MANUFACTURING COMPANY 


7454 East 13th Street, Kansas City 26, Missouri 
954 Sixth Avenue, $.£., Minneapolis 14, Minnesota 
913 Avenue W, Ens'ev, Birmingh Alab 

Deot. 54, Richrond, Ca'ifornia 


Hove y Butler representative contact me 





‘ 


Manufacturers of Oil Equipment 
Steel Buildings * Farm Equipment 
Dry Cleaners Equipment * Special Products 


Send free catalog on Butler aluminum transports 
Nome 
Address 
Factories at Kansas City, Mo. * Minneapolis, Minn. 
Galesburg, Ill. * Richmond, Calif. 
Birmingham, Ala. * Houston, Tex. 


el 
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ANNOUNCING 2 completely 


Featured on all General Motors cars and 
trucks for 1956 and offered now for re- 
placement of all sealed beam headlamps 


Guide Lamp announces the greatest contribu- 
tion to night driving safety and to headlamp 
selling since the sealed beam was first introduced 
—the new Guide T-3 Safety-Aim Headlamp! 


Briefly, the new lamp provides: 
1. Up to 80 feet more “seeing distance”’ on the 


lower beam. 2. More lower beam light on the 


174 





right. 3. A new filament cap which reduces 


glare, increases visibility in rain, snow and fog. 


And—T-3 SAFETY-AIMING! Three accu- 
rately positioned ‘‘Guide Points” are built into 
the lens. These three points plus new T-3 
Aimers permit perfect headlamp aiming in 
minutes. One man can do the job any time, any- 
where and in a few minutes with no more than 
the T-3 Safety-Aimers and a screwdriver to 
help him. Jt can be done in broad daylight 


and without turning headlamps on! 
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new approach to headlamp selling! 
NEW GUIDE 





All the industry advances and refinements... 
The picture above typifies the new “pattern of safety.’’ Guide T-3 
Safety-Aim Headlamps throw more light to the right on the 

beam. This reduces on for approaching « dri ers, but can incr 
visibility 10°), or more 


PLUS — Guide's exclusive Ts Aiming! 


Only when headlamps are perfectly peer ne do drivers get all the 


benefits built into the new improved sealed beam units. But, any a 
authorized Guide T-3 pvmeel can aim head! amps quickly and easil “ 
ising only a screwdriver and the new T-3 Safety-Aimers at right 


CALL YOUR REGULAR ¢. ©) SUPPLIER 
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CHLORINE 


shipped best in special 


GATX 


pressure tank cars 


GATX pressure cars for chlorine do double duty. They not only 
serve as the shipping container, but as the storage tank as well. 
Accurate controls built into these cars permit users to unload the 
chlorine as it’s needed. For greater flexibility, General American 
offers four sizes of cars—55-ton, 30-ton, 16-ton and multiple-unit 
cars carrying fifteen one-ton containers. 

There’s a GATX tank car that’s built or can be built to meet 
your bulk liquid shipping needs. You can choose from over 200 
types in the fleet of 48,000 cars designed, built and operated by 
General American. General American’s 38 repair shops service 
these cars quickly and efficiently for you. For the right tank car 
for your product, write or call your nearby General American 
district office. 








typical products successtully shipped in 
GATX pressure tank cars °¢ Anhydrous Ammonia « 
Butane ¢ Propane ¢ Ethylene Oride « Propylene Oride « Vinyl Chloride ¢ 
Methyl Chloride ¢ Ethyl Chloride ¢ Chlorine ¢ Carbon Dioxide 


features of GATX pressure tank cars* 
All-Welded Tank, Jacket and Underframe ¢ Flued-Dome Construction** 
¢ Safety Dome Platform (Available) ¢ Painting to Specification (Avail- 
able) ¢ Insulation ¢ Specially Designed Fittings (Available) 

*Standard equipment unless otherwise noted. 

**The one-piece flued-dome saddle was designed and pioneered by 
General American as early as 1938. 


GENERAL 

AMERICAN 

TRANSPORTATION 
CORPORATION 

135 South La Salle Street ¢ Chicago 90, Illinois 
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Action... 





Action in new product development 


that’s what you get from 


{ omplewe \pring 
1 (1Change-Oher Service 


- — 


in merchandising Action in bulk plant expansion CUON in farm sales 


It’s the kind of action you've been looking for. are getting it because D-X Sunray is giving them 
D-X Sunray is making things happen for dealers action on every front. Write us now. There's a 
and jobbers. Vigorous new advertising support place for you on this winning team! 

backs up new D-X product improvements. So do 
ene th ee new wi promotion campaigns. So Watch DX Sunray Grow 
do comprehensive new merchandising programs 

and training systems that will make D-X sales 

people the best in the business! 


D-X Sunray is going places with one of the big- 
gest expansion programs in the oil industry. 


New territories are being opened. New jobbers are 
joining up. New stations are popping up. Every- 
one has one thing in mind—more business. All DX SUNRAY OIL COMPANY, 


BOX 381, TULSA, OKLAHOMA 
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Maximum 
Undercar Accessibility 


The compact superstructure (46” 
wide, 68” long) of the Rotary 
Frame Pick-Up Lift has only four 
points of contact with the car. 
Easily handles automatic trans- 
missions, intricate wheel suspen- 
sions and frameless bodies. 


awwgeeeerert ’ 


Speeds repair and brake 
work... makes all service 
jobs more profitable! 


With this one lift the Rotary Frame Pick-Up... 
you can handle every kind of service and repair job on 
all automobiles and pick-up trucks 

This efficient new lift relaxes all spring suspensions 
and makes undercar parts easy to reach for faster, better 
lubrication and other work. 

Rotary’s exclusive new Hydra-Seal (described on 
opposite page) guarantees satisfactory, maintenance- 
lree service for years. Yet the Rotary Frame Pick-Up 


Lift costs no more than comparable single jack lifts. 


Relaxed Spring Suspensions 


All spring suspensions are relaxed 
so that wheels drop, as indicated 
by orange lines. Fittings take grease 
easier and faster. Penetration is 
better and less grease is required. 
Wheels clear low fender skirtings, 
are easier to remove, 





Safety-Grip Pick-Up Pads 


Heavy oil-resistant synthetic rub- 
ber pads grip the frame securely, 
eliminate the need for axle sup- 
ports or adapters on 98% of all 
cars. Easily attached adapters to 
handle frameless bodies are fur- 
nished as standard equipment. 
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ROTARY OBSOLETES PACKING! 





Lasts for years without replacement 
Never requires adjustment 
Positively prevents oil leaks 


Reduces plunger friction 














This revolutionary new feature of Rotary automotive Malleable 
lift jacks replaces troublesome packing which often iron gland 
leaks and requires frequent adjustment 

The Hydra-Seal utilizes oil pressure inside the jack 
to produce a hydraulic sealin action The higher the 

1 tighter 

pressure the tighter the seal yet there is never an 
binding of the plunges 


Installation is fast and easy. The Hydra-Seal slips 
over the head of the plunger and into place No fitting f ant 


Hydra-Seal 


or ad juste nt re quired 


Proven successful Severe laborator 
prove the Rotary Hydra-Seal out-perform | ypes of P COU nnn ae oem emacenmemen 
; Non-corrosive 


springs 


packing in preventing oil leaks and pr 
lift operator 
It is furnished as standard equipment 


Rotary auto lift jacks and also can be 





pac king on Rotary lifts built since 1951 
Write for catalog and prices 
tar 


ROTARY LIFT CO., 1054 Kansas, Memphis 2, Tenn. 
and in Canada Colville industries Ltd., Chatham, Ontario 
The original manufacturer of hydravile auto lifts . . . and still the leader 
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FOR FLEETS, FARMS, DOCKS, CONSTRUCTION JOBS, ETC. 


That's right—only Gasboy offers a complete selection 
of job-designed pumps for your ever increasing con- 
sumer-commercial accounts. For fleets, farms, factories 
... large or small...tanks above or underground... 
any size space...for any budget—there’s a Gasboy 
Electric designed and priced to fit the need exactly. 


GASBOY 


], The beautiful “100”, priced 
unbelievably low, is the Industry's most popular pump. For high 
priced pump appearance and features, at really low cost, use 
the Starliner it’s your guarantee of the absolute maximum 
in performance and customer satisfaction. Underwriters’ approved, 
the “100” has big easy to read roller register, accurate all 
bronze meter, and delivers a fast 14 GPM from powerful million 
proof belt-driven pumping unit 


2. The Super Compact 200” gives you 
big pump performance at a budget price 
and in “budget” space. 12” square 
housing permits greatest of installation 
flexibility. Quiet direct-drive pumping 
unit delivers 14 GPM through big all 
bronze meter with modern roller 
register. Like all Gasboy’s check valve is 

built-in, eliminating separate 

inconvenient foot valve 


GASBOY 


3. Economy, plus dependability and out 
standing performance . . . that’s the series 
"900". . . the pump for the fast growing 
middle gallonage class. Rugged weatherproof 
unit delivers 14 GPM through 20 gallon dial 
meter. (Also available less meter.) 


: Faabsy 
=f OL 


tera TTD 


Model 100 
STARLINER 


WIRE OR WRITE TODAY! 


For complete literature and prices on 
Gasboy electrics. Let us show you how 
you'll be time, money and satisfaction 
ahead when you use “ALL THREE” 
styles of Gasboys for your gasoline 
and diesel accounts. Twenty models to 
choose from. 


REPRESENTATIVES IN PRINCIPAL CITIES 


Visit GASBOY exhibit . . . Farm Show, Atlantic City Convention Hall, Nov. 2-5 


Model 900 





Rollins 


Hauser 


Luboviski Mabry Rugh 


OllC Names Its 


Six oil men who have proved top- 
drawer ambassadors for the industry 
will head the American Petroleum In- 
stitute’s Oil Industry Information 
Committee in 1956. The slate, elected 
at the OIIC’s quarterly meeting in Chi 
cago last September, 
big-company public relations execu- 
tives and a jobber. 

National chairman is Richard Rol- 
lins, secretary and director of public 
relations of Atlantic Refining Co., 
Philadelphia. Vice chairmen are 
Arthur J. DeBlois, president of De 
Blois Oil Co. Pawtucket, R. I.; M.S. 
Hauser, pu' lic relations manazer of 
Ohio Oil Co., Findliy, Ohio; Jerry 
Lubo: iski, manazer of pu’lic relations 
and advertising of Union Oil Co. of 
California, Los Anzeles; G. A. Mabry, 
manager of advertising and public re 
lations of Humble Oil & Refining Co., 
Houston; and Kenneth W. Rugh, man 
ager of public relations of Phillips Pe- 
troleum Co., Bartlesville, Okla. Their 
terms begin in December 

Rollins, who is 59, has a Ph.B. de- 
gree from Yale. After World War | 
service in the Army Air Force, he 
joined Atlantic in 1919. Less than a 
year later he was sent to the Paris of 
fice, where he remained until 1934, On 
his return to this country he was made 
director of public relations and assist- 


includes five 
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ant secretary. He became secretary in 
1946. Married and the father of a 
married daughter, Rollins takes part 
in civic life and is a member of the 
executive committee of Associated Pe 
troleum Industries of Pennsylvania 

DeBlois, a native New Englande: 
and the only jobber on the new panel, 
is 52. His new post comes as a result 
of his work at local and regional levels 
He became OIIC jobber representative 
in 1952, moved up to New England 
vice chairman in 1953, and took over 
as New England district chairman late 
last year DeBlois believes he has 
traveled about 10 000 miles on OII¢ 
work this year. But travel—alon2z with 
photozraphy—is a hobby of his. De 
Blois founded his own company in 
1926. It was a one-man, one-truck 
operation then. Today he is one of the 
state’s largest jobbers. He handles the 
entire Esso line, sends gasoline and oil 
to 100 stations and heating oil to sev 
eral thousand homes 

Hauser began his oil career in the 
Oklahoma fields, where he worked as 
a roustabout after his graduation from 
University of lowa in 1926. A native 
of that state, Hauser looks back on 29 
years of experience in service station 
operation, wholesale and retail sales 
and sales promotion. He came to Ohio 
in 1930, when the company bought 


M NEWS 


ptm ©) @ Fae 32 1 8) 5) > 


properties of Transcontinental Oil Co 
He served as wholesale salesman, man 
ager of eastern wholesale sales, man 
ager (and organizer) of lubrication 
sales, assistant retail sales manager 
and manager of sales promotion and 
training 
lished its public relations department 
in 1947, Hauser was named to head it 
He has been a national OII¢ 
since 1947, is chairman of its dealer 


When the company estab 


member 
and jobber activities sub-committee 
He is married and has one grown son 

Luboviski, a 38-year-old graduate of 
Occidental College, started out as a 
reporter on the San Francisco ba 
aminer, His journalistic career also in 
cludes stints as city editor of the San 
Diego Journal and of the Los Angeles 
Daily Ne ws 
been assistant public relations director 
of North American Aviation and pub 
lic relations director of Western Oil & 
Gas Assn. After five years in the latter 
iob, he came to Union in 1953 in his 


Business-wise, he has 


present position, Under Luboviski's 
direction, the company’s institutional 
idvertising won the Freedoms Founda 
tion Award last year. It also won the 
Alexander Hamilton free enterprise 
public relations competition. Thin and 
nervous-looking, Luboviski works with 
the intensity of a rewrite man meeting 
a deadline. He carries a big load at 
Union, still serves on the WOGA sub 
committee in charge of the OIIC pro 
gram that he once directed there 
Rugh is 48, a native of Colorado 
and a graduate of University of Hh 
nois. He joined Phillips in 1930 in 
New York City, and for 20 years 
worked in sales and distribution of 
Phileas liquefied petroleum gases 
Based in Detroit until 1942, he moved 
to Bartlesvill in that year and wa 
mad Phileas 


1946. The next year he was appointed 


division manager in 
assistant sales manager of the sale 
department. He took his present post 
in 1952. and in the same year became 
an OIC member 

Mabry has been with Humble Oil 
since 1924, when he joined the com 
pany at its Baytown refinery. After six 
years of employee relations work 
there, he entered the sales department 
There he established the first Humbk 
sales publication and helped to organ 
ize the company’s sales promotion and 
training programs. Mabry became ad 
vertising manager in 1937, and was 
appointed manager of both advertising 
and public relations in 1954. He has 
served in many executive positions nm 
Houston civic and professional of 
ganizations 
(Continued on p. 182) 
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New Officers Take Over in Southern Associations 


< MISSISSIPPI Oil Jobbers Assn. 
officers are president W. W. Gresh- 
am (Pan-Am distributor), Indian- 
ola; vice president H. W. Morgan, 
Sound Oil Co. (Sinclair), Gulfport; 
treasurer H. S$. Williford, Pender- 
graft & Williford (Conoco), Jack- 
son; executive secretary John C. 
Sullivan. First three—elected at 
recent Biloxi meeting—take office 
Jan. 1 


(jresham Morgan Williford Sullivan 


> TENNESSEE Oil Men’s Assn.’s 
new leaders are president L. B. 
Jennings, Highland Oil Co. (Shell), 
Tullahoma; East Tennessee vice 
president Harriman Oil Co. (Shell), 
Harriman; Middle Tennessee vice 
president Stanton Tubb, Tubb-Hill 
Oil Co. (Cities Service), Sparta; 
West Tennessee vice president E. 
J. Connable, Moto-Pep, inc., (So- 
cony Mobil) 


Bowder Tubb Conna le Jennings 


< ALABAMA Oil Jobbers Assn. 
panel includes president R. C. 
Williams, Williams Oil Co. (Shell), 
Clanton; second vice president Don 
Hyames, Hyames Oil Co. (Shell), 
Allisville. Richard Belser is legal 
representative. First vice president 
is James Martin, Brock-Martin Oil 
Co. (Pan-Am), Gasden; treasurer 
J. F. Bailey, Husford Oil Co., (Sin- 
clair), Mobile 


Hyames Williams 
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I. L. Schurman, president of Con Better oil performance 


sumers Petroleum Co., Chicago, is 
president of the city’s Burning Oil Dis _— 
tributors Assn. R. F. Doepel, president 4 
of Braun Bros, Oil Co., Winnetka III at a competitive treating cost 
becomes vice president. Paul J. Ander- 
son, treasurer of Petroleum Heat & ith 0 it L b Oil Additi 
Power Co., Chicago becomes secre wi roni e U e l ! ives 
tary. Treasurer is Harry A. Baldwin, 
vice president and secretary of Arrow 
Petroleum Co., Chicago 
Association directors are J. E. An- 
derson, Racine Fuel Co., Chicago; H. 
J. Curran, Suburban Oil Co., Forest 
Park, Ill.; J. E. Guilbault, South Side 
Petroleum Co., Chicago; J. Loeffler, 
Commerce Petroleum Co., Chicago 
C. E. Lund, Lunoil Co., Chicago; 
James Lupori, Bell Oil Co., Chicago; 
and R. J. Thompson, Apex Motor 
Fuel Co., Chicago 


C. M. Monson 
retired Sept. 12 
as manager ol 
Standard Oil Co 
(Indiana’s) Du 
luth, Minn., sales 
division. He 
joined Indiana 
Standard in 1908 
as an office boy 
In 1929 he be 
C. M. Monson came a division 
manager. C. J. 
Crawford, Duluth assistant manag 
is appointed acting manager there. H 
joined the company in 1938 and took 
his most recent position in 1953 
W. B. Gallagher, assistant manage 


consumer of the Twin Cities division Using the latest research techniques and test methods, such as determination of engine 


. wear by use of radio-active tracers, (shown above), O te h devel d let 
at Minneapolis since 1952, becomes as : 7 a na ee ee a ee 
sistant manager at Duluth. He came to 
Indiana Standard in 1939. W. C. Throughout the nation, marketers of Oro- With Oronite Additives 
you can formulate oils to 
N > 1954 ‘ceed ox “a meetthe new A.PL Service 
kato, linn., since SUCCECUS xaining better sales positions with super Classifications and can 
Gallagher at Twin Cities. He has been or finished products they market. Better meet specifications for 
with the company since 1940 performance from Oronite additive com- MIL-L-2104A, MIL-I 


9000, Supplement I and 
) 


line of lubricating oil additives for all types of oil service 


Marquis, assistant manager at Man nite additive compounded motor oils are 


° pounded oils is due in part to Oronite’s oils 


“custom-formulating” program of provid- PARTIAL LIST OF 
ing additives that meet the specifications OTHER OROWNITE PRODUCTS 


of the individual oil marketer. And he- Gas Odorants 
Polybutenes 


Series 2 


Guy B. Hunter, president of Quaker 
State Oil Refining Corp., Oil City 
Penna., is elected president of Na ; 

a cause of Oronites years-ahead research, 
tional Petroleum Assn. He succeeds Shenel 
A. W. Scott, president of Wolf's Head testing and manufacturing facilities, cus- Wetting Agents 
Refining Co.. Oil City. Hunter is also tom-compounding has been accomplished Fuel Oil Additives 
re-elected NPA treasurer 

Paul R. Beck, Pennsylvania Refin Why not talk over your problem with an 
ing Co., Butler, Penna., is elected first Oronite additive specialist. Contact the 
vice president. Rex S. Blazer, Ashland Oronite office nearest you. 

Oil & Refining Co., Ashland, Ky., is 


elected second vice president 


at progressively lower treating costs, 


‘COMPANY 
H. F. Smith, division assistant mat idea ail Chi : Paty emt 
ket manager of Phillips Petroleum Co ae / , . , 
at Salt Lake City, becomes head of the 


(Continued on p. 186) 
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You're missing out on 
in gasoline history 
CONOCO Super 


Contact the Conoco Manager 


| 


n the Continental Oil Company office —\ 
nearest you. 





— the greatest success 


if you're not selling 
Gasoline with FCP 








T. R. Abernathy, 203 Carondeiet Building 
New Orleans, Louisiana 


R. W. Abrahamson, 610 Roanoke Building 
Seventh & Marquette Sts., Minneapolis 2, Minn 


C. D. Carlson, 757 West Second South 
P. O. Box 2250, Salt Lake City 10, Utah 


J. B. Dickey, 301 East 51st Street 
Kansas City 12, Missouri 


W. S. Dulaney, 705 Medical-Professional Bldg 
Corpus Christi, Texas 


Dean Hadfield, 1710 Fair Building 
Ft. Worth, Texas 


P. M. Hirth, 1755 Glenarm Place, 
Denver, Col. 


K. T. Johnson, 1300 Main Street 
P. O. Box 2197, Houston, Texas 


Willis Johnson, 1321 Kaw Avenue 
P. O. Box 1398, Butte, Montana 


T. H. Joyce, 117 Trumbull Avenue, S. E. 
P. O. Box 1342, Albuquerque, New Mexico 


J. L. McCulley, 305 Spokane and Eastern Bldg. 
Spokane, Washington 


M. T. Swanson, 125 Park Avenue 
P. O. Box 795, Oklahoma City, Oklahoma 


Warner Tyler, 1301 W. Belden Avenue 
Chicago, Illinois 


K. R. White, 836 Stuart Building 
P. O. Box 393, Lincoln 1, Nebraska 


J. G. Willis, 2065 Union Avenue, Memphis, Tenn 
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(Continued from p. 183) 
company’s northern sales 
new divisional reorganization 
Lake City 
Wyoming 


area in a 
The Salt 
area southern 
Utah 
Idaho and eastern Nevada 


comprised two sales divisions 


covering 
southern and eastern 
formerly 

It now 
consists of three sales areas 

Smith’s area covers sales north of 


Salt Lake City and eastern Idaho to 


the panhandle. E, C. McManus con 
tinues as senior assistant division man- 
ager in charge of the central territory 
This includes Salt Lake City and 
County, western Utah and Nevada 
E. J. Beisser, assistant division man- 
ager, heads the southern division. It 
includes eastern and southern Utah 
and southern Wyoming 

H. E. La Belle, former division lu- 


IDVERTISEMENT 








4 


“Those Skelly Tankmen are a proud lot, aren't they?” 








NATIONAIT 


brication sales engineer, succeeds 
Smith as marketing assistant. M. A. 
Gard, lubricating oil salesman, is 
Smith’s successor 


R. S. Pope, district manager of Shell 
Oil Co. at Seattle since last year, is 
transferred to a similar position at San 
Bernardino, Calif. Pope joined Shell 
in 1935. He has been at Seattle since 
1945 

. 


Jacob Blaustein of Ballimore is re- 
elected to the board of Standard Oil 
Co. (Indiana). Blaustein became an 
Indiana Standard director in August, 
1954, after the company’s merger with 
Pan American Petroleum & Transport 
Co., in which he was a director 


VAMES in the News 


Guy B 
Assn.’s new president (see p 








HUNTER, National Petroleum 
182), is 


Allegheny-born, reared, and dedicated 
And, he 
dustry 
Fall and well-knit, with blue-gray 
eyes topped by a heavy thatch of gray 
hair, Hunter speaks slowly, with an 


adds, steeped in the oil in 


HUNTER 
Steeped in the oil industry 


drawl. He was born in 
in 1891, was working 
in the Bradford oil fields by 1912 

In 1914 Hunter joined Emlenton 
Refining Co. as a stenographer and 
clerk; five years later he was general 
manager of the company. In 1923 he 
was elected secretary of Quaker State 
Oil Refining Co., an Emlenton affiliate 

When the two firms combined in 
1931, it was another jump ahead for 
Hunter—he became vice president 
and director of the new Quaker State 
company. In May, 1953, he moved up 
to executive vice president. Finally, 
last May, he moved into the president’s 
chair 


Allegheny 
Emlenton, Pa 
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Hunter can look back today to the 
early years at Emlenton, when total 
throughput was 500 b/d. Now three 
Quaker State refineries have a total 
throughput of 9,000 b/d 

Oil runs in the Hunter family. His 
father, Charles P., was an independent 
producer. So is his brother, J. Blaine 
Guy (the B. stands for Breckenridge) 
advanced through manufacturing as 
manager of operations but that 
wasn't all. His serious demeanor sur 
renders to a quick friendly smile when 
he thinks back: “I did everything,” he 
says, “including selling. In an opera 
tion that size you have to be chief cook 
and bottle washer.” 

Hunter has the ruddy, strongly 
etched features of an outdoor man 
and he is one. As a boy he hunted 
in the Alleghenies with a bird dog 
“all the boys had their own’’—and 
shotgun. He rode to hounds until a 
recent bad fall slowed him down, but 
he still rides regularly. He and his 
wife, the former Martha Roschy, have 
a 190-acre, two-trout-stream farm near 
Emlenton. They call it “Hunt-lo.” 

° 
L. B. JENNINGS, who tops the list 
of new officers of the Tennessee Oil 
Men’s Assn. (see p. 182), is a busy 
man. When Shell Jobber Jennings isn’t 
running his 5-million-gal.-a-year High- 
land Oil Co. in Tullahoma, Farmer 
Jennings is likely to be tending his 
550-acre Rutledge Falls Farm, six 
miles out of town. And this is the 
same Politician Jennings who served in 


JENNINGS 


Jobber, farmer, legislator 


the State Senate from 1953 to 1954 
as representative of a_ three-county 
district 

Known to fellow oil men and legis- 
lators as “Pop”, Jennings is married 
and the father of three growing chil 
dren. He still manages to find time 
for golf and fishing 

Born in Lebanon, Tenn., in 1910 


Vovember, / * NATIONAL PETROL FE 


M 


Jennings graduated from Cumberland some of his friends: he’s spent eight 
in 1934 with a B.S. in Ed. degree years on the City Council in his home 
For five years—one in Pikesville, four town of Clanton (pop. 6,000). But 
in Tullahoma—he was Schoolteacher most people call Robert Carlos Wil 
Jennings. In 1940 he took a chance liams “R.¢ and have since he was 
to buy a jobbership with his brother, 17 
A. C. Jennings Today he has two Now 56, Williams heads the Wil 
plants, one in Cowan and one in Tul liams Oil Co., a Shell jobbership in 
lahoma. His marketing area covers Clanton. He's been a Shell jobber for 
the counties of Bedford, Coffee 16 years, before that had a Shell com 
Franklin, Grundy, and Maury mission agency in Birmingham 
Williams left Clanton at 17 and 
didn’t return for 21 years. In World 
KR. C. WILLIAMS, president of the War I he served in the 32nd Infantry 
Alabama Oil Jobbers Assn. for 1955 Division and spent nine months over 
56 (see p. 182), is called “Mayor” by seas. After the war he worked for his 


More ... more ... more 
moforists are buying 
more and more and more 


things besides 
gasoline at 
the Skelly sign 


because Skelly is the “Big Ticket” franchise 

a franchise that makes it easier to get more of those profitable 
multiple item and premium sales. Skelly’s vigorous promotion is 
planned that way aimed directly at getting “big ticket” 
business for Skelly dealers and tankmen: (1) A guarantee of 
10% more mileage or 10 gallons free when customer switches 
for 30 days to premium gasoline and premium motor oil 

(2) 1000-mile guaranteed Greasemaster Lubrication that helps 
get more cars up on the rack; (3) The best TBA setup in the 
business. Let us prove that the Skelly franchise is the 

“big ticket” franchise for you, too. Write, wire or phone today! 


SKELLY OIL COMPANY 


P.O. Box 436, Kansas City, Mo 


Division Offices: Kansas City + St. Pavl *« Omaha 


Cedar Rapids + Chicago «+ Tulsa + Wichita + Denver +* Dallas 
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father for a then went to Bu 
mingham as a salesman for a car and 
truck company. He left that for the 
service station business with Pure Oil 
in the same city, and later put in the 
time running a Birmingham station 
for the old Wofferd Co. He moved to 
Shell in 1934 

Today Williams Oil Co. does about 


ycal 


trucks. It employs six 

[here are other interests, too. Wil- 
liams is half owner of the Clanton 
Home and Auto Firestone 
outlet—and has a 200-acre stock and 
cotton farm, which he leases outright. 

A man of affairs, Williams is past 
president of Kiwanis, past president 
of his Chamber of Commerce, chair- 


store——a 


Woods (hunting) Club, and 
that the club bagged 38 
season 


reports 
deer last 


. 
S. D. BRYAN, incoming president of 
North Carolina Oil Jobbers Assn. (see 
pp. 86, 113), is in an enviable spot 
His Phillips distributorship in Raleigh, 
Bryan-Cooper Oil Co., boasts a four- 


man of the board at the Methodist 

Church, and superintendent of Meth clusive franchise in Wake County. He 

odist Sunday Schools. He is married plans to expand 

has two young daughters But when young Swannie 
Williams’ hobby is hunting deer and’ came to Raleigh on July 31, 

turkey—he has six king deer to his 

He’s a member of the Myrtle 


300,000 gal. gasoline monthly, plus 
6,000 gal. of motor oil each month 
Delivery is made direct from the Bi 
mingham terminal to the 42 Williams 
station outlets (he owns 10). The com 
bulk plant, a 5500-gal 
truck and two smaller 


million yearly gallonage. He has ex 


Bryan 
1921, 
pany has a 


transport credit 


BRYAN 


For the first day, no pay 


the outlook was dark. He knew two 
persons in the city. He had no idea 
of the names or locations of city 
streets. And he was starting a job as 
truck driver for the old Indian Oil Co. 

“It was a Model T and my load was 
300 gal. of kerosine that day,” recalls 
stocky, bespectacled Bryan. “I man- 
aged to peddle 150 gal., but I short- 
changed myself a dollar. Then a rain- 
storm came up and the truck broke 
down. I had to pay another dollar to 
get towed in.” 

His employer made Bryan stand the 
loss and the towing fee. “So,” Bryan 
grins, “I never did get paid for my first 
day’s work in this business.” 

Things stayed dark for a while. A 
year later—to the day—Bryan was de- 
livering gasoline to a Raleigh garage. 
A spark from a bystander’s cigarette 
ignited a tank. Bryan's legs were 
seriously burned and he was_hospi- 
talized four months. 

In 1924 he became Raleigh agent 
for National Oil, was promoted and 
transferred to Charlotte in 1936. Two 

‘ years later he joined G. B. Cooper, 
APPLICATIONS: Bulk plants * Terminals Sr. to set up the present jobbership 
The firm handled Atlantic products 
until last April. 

Bryan, who married in 1922, has 
two daughters—one in college, one 


GILBARCO DOES THE JOB! 


from 50 to 1500 GPM, for all types of 


drives, have been field-proven in every 


Here are five Gilbarco Centrifugal 
Pumps, each delivering 1500 GPM in 
transfer operations at a new termina type of petroleum service. 
in Philadelphia. 

Whatever 


look to Gilbarco for a completely satis 


your pumping problem 


factory answer. Straight centrifugals 


and self-priming Roto-Prime models, 


Multi-isiand service stations ¢ Airports ¢ Solvent 

Gilbert & Barker Mfg.Co., 
West Springfield, 

Mass. 


plants * Drum filling plants « Tank trucks 
Semi-trailers ¢ Lubricating oil trucks * Oil refineries 


Petro chemical plants © Industrial uses 
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married—and a granddaughter. He 
keeps busy in civic life as Lion, a 
Mason, a Shriner, and a member of 
the Scottish Rite. His company spon- 
sors a Litthe League baseball team 
” He’s a leader in the Raleigh Executive 
Club and a Deacon in the Hayes 
Barton Baptist Church 

People sometimes ask Swannie Duke 
Bryan what his real name is, but that’s 
it. When he was born (the ninth child 
and boy in his family) no 
name was ready for him. A month 
later the baby still was nameless. When 
a lady called Swannie Scott asked if 
her name could be used, it stuck. His 
father, who believed in middle names 
added “Duke” in honor of a leading 
citizen. 


seventh 


W. W. GRESHAM, who takes 
as president of the Mississippi Oil Job 
bers Assn. next January | (see p. 182), 
got acquainted with the oil business 
in 1911. In that year a gasoline pump 
was installed at his father’s general 
store in Indianola, Miss 

The oil business has come a long 
way since then, and so has William 
Walton Gresham. A Pan-Am South- 
ern Corp. distributor in Indianola for 
29 years, Gresham markets in the 
southern half of Sunflower County 
He handles a full line of petroleum 


over 


GRESHAM 


Its a far cry from 1911 


products, as well as LP-gas. His vol- 
ume is about 2 million gal. yearly 
Gresham and his son Bill, 27, are asso- 
ciated in the firm, which has 10 em- 
ployees. 

Sixty-three-year-old Gresham — an 
Indianola native—attended Mississippi 
College. He trained as a pilot in the 
4\st Aerial Squadron in World War I, 
came out a second lieutenant. He kept 
his hand in military matters by serving 
in the state’s National Guard from 
1920 to 1938. 1920 was also the year 
that Gresham built one of the first 
1955 ° 
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three 


drive-in service stations on the 


Mississippi Delta 


be active in Civic affairs, 
am, 
everything 
the 
Baptist 

secretary 


I think we in small towns should 
says Gresh 
active in 
He's a past 
Rotary Club, a Deacon in 
Church president 
of the Country 


who Is practically 
president of 
the 
past and 


Indianola 


Club, past president of the Chamber 


of Commerce 
City 
for an 
and 
and 


THE BELL CO 


M 


a former member of the 
He campaigned for years 
Indianola Community Chest, 
its chairman in 1954 


Board 


served as 
1955 


Besides his oil business, Gresham 


enterprises include a Ford dealership 
(The Indianola Motor Co 
1936) and an appliance shop (Apph 
ance Center). Hes a the 
People’s Bank of Indianola 

Gresham has brought up two chil 
has five grandchildren. He likes 
to golf and fish and work around his 
650-acre stock farm 

He has big plans for 
tion, which lists LO06 of the state’s 150 


started in 


director of 


dren 


his associa 
jobbers on its rolls. “We are endeavor 
ing to build a stronger association in 
and to get more 
participation in three-year-old 
organization & 


Mississippi,’ he says, 
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SAVE 17% on Amazing FLARE T 
BRAKE FLUID DEAL #100! 


NWT 


Get 2’ Gallons 


SAE Heavy Duty (70R1) 


Flare * BRAKE FLUID « 


with Dispensing Pump 


Regular Dealer Price $19.25 


only opie - 


With Coupon Below! 


Retail Service Value $120.00 
at ‘top off’ price of 75¢ for 2 oz. 


Now save 17% on 2% gallons of famous 
Flare Heavy Duty Brake Fluid in re 
usable can with flexible pour spout 
plus a Special Dispensing Pump! This 
combination gives you $120.00 worth of 
easy retail sale for only $15.95! A gross 
profit of 86% for you! 

Flare conforms to rigid S.A.E. speci 
fications, has important performance ad 
vantages your customers will appreciate 
So sell Flare for more repeat business 
while you save with Flare’s amazing 
deal 4100. Mail the coupon today! 
NOTE: Flare is also available in 12-0z 
pint, gallon, 5-gallon and 54-gallon sizes 

*Prices slightly higher in Canade 


BRAKE FLUID 


JOBBERS: Contact us for details 

INC., 411 N. Wolcott Ave., Chicago 22, II! 
in Carada: Bell Chemicals Ltd., 
156 Bathurst $t., Toronto, Ontario 


NEWS 


ela - 


' 4 ‘uid 
FLARE — BRAKE FLUY 


yp out O* 


ad ¢ 108" 


a 


@ One-man operation! 


@ Delivers 2 ounces per shot—automatically! 


Pumps out the bottom ounce too! 

e@ Universal top fits all standard gallon cans 
and Flare 2'/, gallon cans! 

oe 7 teet of hose reach every master cylinder! 


e@ Keeps fluid clean, undiluted! 


Dear M;: 
I want $120.00 worth of retail serv 
value for only $15.95. Send me Flare 
jrake Fluid Deal #100 


Jobber 





P| COMING MEETINGS 


NOVEMBER South Carolina Oil Jobbers Asan., 
meeting, Hote ( "W 

Northwest Petroleum Assn 

Hote Nicollet, M r Jar AA 


National Oil Jobbers Council, annua! meeting Columt 
herman Hotel, Chicago, Nov. 2-4 é 

Society of Automotive Engineers, fuela and 
ibricanta meeting, Hellevue-Stratford Hote 
Vhiladelphia, Ne 4 

Assen. of American Hattery Manufacturers 
Ine, Edgewater Beach Hotel, Chicago, Ne FEBRUARY 
14-16 


American Petroleum Credit Assn Carter American Society for Testing Materials, Con 
Hotel, Cleveland, Ne 4-16 mittee D-2 Pet eum Product and)» =Lubri 
American Petroleum  Inatitute, ut Statle Hote Dalle Fet 5 
meeting an Francisco, Ca Nx 7 Private Truck Council of America, Inc., ar 
Oil Dealers Assn. of Arkansas, annua! meeting nus j 
Marion Hotel, Little Rock, N 7-18 ket 1-10 
Alnterstate Oil Compact Commission lowa Independent Oil Jobbers Asan annual 
meeting, La Fonda Hotel, Santa Fe, ? ‘ meeting, Hote! Fort Des Moine Des Moine 
h bh 99 


Fe ) 
6 < 
De Missour!t Petroleum Assn., annual meeting 
Chase Hotel, St. Louis, Feb. 27-29 
American Petroleum Institute, Division of 
Marketing Lubrication Committee, Sheraton 
Cadillac Hotel, Detroit, Feb. 28-29 


al conventior otel Cleveland, Cleveland 


DECEMBER 
Interstate Oil Compact Commission, Hote! La 
onda ante e, Dee, 1-4 
The Oil Industry TBA Group, annual meeting 
Chase Park Plaza Hotel, St. Louis, Dee f MARCH 
Packaging Institute, Petroleum Packaging Wisconsin Petroluem Assn., annual meeting 
Committee, Benjamin Franklin Hotel, Phila Hotel Schroeder, Milwaukee. March 7-8 
delphia, Dee. 6-1 Atexas Oil Jobbers Assn., annual meeting 
Oil Industry Information Committee, full mem tatler-Hilton Hotel. Dalla March 15-17 
bership meeting, Waldorf-Astoria, New York Ohio Petroleum Marketers Assn., Inc., spring 
City, Dec, 8-9 onvention and trade exposition, Deshler 
Hilton Columbus, Mareh 20-22 
Florida Petroleum Marketers Assn., Inc., an- 
nual meeting, George Washington Hotel 
JANUARY 1956 Jacksonville, March 30, 
AkKansas Oil Mens Asen., annual meeting 
taker Hotel, Hutchinson, Jan, #-10 
The Kentucky Petroleum Marketers Asen., 30th 
annual meeting Brown otel Louisville 
Jan. 10-12 








“SPACE SAVER” 


Ton oe 


separator filter 


REMOVES SOLID CONTAMINANTS 
(DOWN TO 5 MICRONS) AND 
ENTRAINED WATER FROM LIGHT 
PETROLEUM PRODUCTS . 


The scientific way to remove water and dirt from fuel 
at Truck, Bus, or Aircraft refueling stations. This Space- 
Saver unit will handle Kerosene, diesel fuel, gasoline and 
motor fuels at the rate of up to 60 GPM. Write for com- 


plete information 


NATIONAI 


APRIL 

AAmerican Society of Lubrication Engineers, 
annua! meeting, William Penn Hotel, Pitts- 
burgh, April 4-¢ 

ANatural Gasoline Asan. of America, 35th 
annual convention, Texas Hotel, Fort Worth 
April 11-13 

ANational Tank Truck Carriers, Ine., annua 
neeting, Shoreham Hotel, Washington, D. ¢ 
April 22-25 

Alndependent Petroleum Assn. of America 
midyear meeting tatler Hotel, Los Angele 
April 20-May 1 


MAY 1956 
AAssn. of American Battery Manufacturers, 
Inc., spring meeting, Shoreham Hotel, Wash 
ington, D. ¢ May 1-2 
ALiquefied Petroleum Gas Aassn., convention 
and trade show, Conrad Hilton Hotel 
Chicago, May 6 
APennsylvania Petroleum Assn., Bedford 
Springs Hotel, Bedford, May 
AAmerican Petroleum Institute, Division of 
midyear meeting Atlanta Bilt 
Atlanta, Ga., May 21-2 
AAmerican Petroleum Institute, Division of 
Marketin Lubricatior Committee Broad 
moor Hotel, Colorad« pring May 23-2¢ 


JUNE 1956 

ANational Fire Protection Assan., 60th annual 
meeting, Statler Hotel, Boston, June 4-8 

AAmerican Society for Testing Materials, 
Committee D-2, Petroleum Products and Lub- 
ricants Chalfonte-Haddon Hall, Atlantic 
City, June 17-22 
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‘CLASSIFIED 


UNDISPLAYED RATE DISPLAYED RATE 
The advertising rate is $14.50 per inch for 


e $1.50 a line. Minimum 3 lines. Box numbers 
Equipment and Business Opportunity advertis 
| t cancer unt one additional line ng appearing on other than a contract basis 
POSITION WANTED. Undisployed rate is one Contract rates quoted on request 
half of above payable in advance EMPLOYMENT OPPORTUNITIES $15.65 per 


DISCOUNT OF 10% if full . P ate inch Subject to agency commission AN 
; vo W Ven payment © mene ADVERTISING INCH is measured 1% inch 


. 
in advance for four consecutive insertions of vertically on one column, 3 columas—30 inches 
undisplayed ads to a page 
Send NEW ADVERTISEMENTS to « tdvert 
N 


lassihied sing Division 
NATIONAL PETROLEUM NEWS OW. 42nd St y 6, N. ¥ 
December issue closes November “th 





Mechanics (2) experienced on gasoline 

pumps and tank installations. Steady STEEL STORAGE TANKS 
work, attractive salary. Write fully Railroad Tank Car Tanks 
6,500 to 12,000 Gal. Cap. 
FEDERAL OIL COMPANY Coiled and Non-Coilled 


Cleaned — Painted — Tested 
415 Raymond Blivd., Newark 5, N.J. Heavier — Safer — Cheaper 
Other Tanks Too 
Also — Complete Tank Cars 
8,000 and 10,000 Gal. Cop. 


ia Neate a len MARSHALL RAILWAY 
| a | EQUIPMENT CORPORATION 
and a ) EMPLOYMENT ne Genie. 


New York 7, N 














Position Vacant ass 





Wanted — Experienced man for selection of 


CHECKUP ei apr nena | gy gy OR, SALE 


1285—1974—901, 1000x20 tires, with 
Selling Opportunity Offered Brodie drop meter—Good Condition. 

Wanted: Manufacturers’ Representative. Must KB-11 International Tractor—5S New Tires 

be presently conta ting Major Oil Companies, ir Good Condition. 

ait aaa voc yg mg ee A Ag Hiel 1500 Gallon Aluminum Tank Trailer, 
petroleum mar rk ting valves and fitting with pump, meter and ticket printer. Bar 

11501, National Petroleum Ne ain. Fair Condition 
ruehauf Van Trailer with Racks and Shely 


im EOUPMENTH-ased-surpus i i ing, Equipped as “Merchandiser”. Good Con 


The above equipment is priced to sell. 


Sale 10 gallon visible pumps, reasonable, Contact Stacy Oil Company, Inc. 


iv akheim, Gilbert & Barker Frys Also 30 all n 100 North First Street, Fulton, New York 
asters Write Box 10( boro 


i | 

(BUSINESS OPPORTUNITIES]. [10 ran cans 
een 100—8000 GAL. CAP. A.C.F. CLEAN 

Bulk Ol Plents—Propene Gas plants selected TANK CARS—40 TON TRUCKS— 


properties throughout the midwest. We specialize A. 8. BRAKES—READY SHIP 


in petroleum properties. Petroleum Marketers 


606 Produce Bank Bids., Mianeapol Mir DARIEN CORPORATION 
ta 
; 60 £. 42nd St., N.Y. 17, N.Y. 


a check TANK TRAILERS FOR SALE | | oss wnne rue cre cerns w. vom body 


Model 3018. 130A Engine 
One 4000 gallon four compartment double 2,000 Ib. Daybrook Hydraulic Toil Gote 


bulkhead Brown single axie, meter, $1750 ‘ 
to help others... One 3700 gallon Heil five compartment 9:00-20 Dual Rears. Good condition 


double bulkhead, single axle, $1450 THE OHIO OIL COMPANY 
One 5600 galion Fruehaut three compartment 539 S. MAIN ST., FINDLAY, OHIO 


double bulkhead, $2750 
a checkup One 5900 — Trailmobile four compart- 
ment, $33 


Two 8000 gallon 1948 Trains, three com- FOR SALE 
to help yourself. ee ee re a ae 1943 Columbian Trailer 
BRUCE E. HACKETT COMPANY 3800 Gal 4 Compartments 


Gravity Flo 
621 West 58th Street, Kansas City, Mo. ei icici 


Hiland 1385 Lewis Distributing Co 
Batavia, Ohio 


=For Sale 















































OPPORTUNITIES FOR SALE 


950 Dodge Tank truck, fully equipped includ 
business; personal of personnel; finan ing power takeoff, power reel with hose, ticket 
cial; equipment; ete.. may be offered or printing meter, duel wheels, etc in excellent 


located through the classified advertising condition 200 gallon capacity 
AMERICAN section of NATIONAL PETROLEUM 


NEWS Babcock Oli Co 


CANCER SOCIETY oa Fulton, W. ¥ 
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Kemote Control! Pumping at its Best / 


CENTRAL SERVICE SYSTEM 


Here’s the number one system for pumping today’s highly 
volatile gasolines, and here are the reasons why: It eliminates 
vapor lock ... increases pumping efficiency .. . solves problems 
of temperature, altitude, distance... eliminates noise and vibra- 
tion at the island... permits better station planning... brings 
old stations up to peak efficiency... it’s economical! Specify 
the Tokheim Central Service System when building or remodel- 


ing. Write for new bulletin. See your Tokheim representative. 


PUSHING 
BEATS PULLING 
Pump and motor unit 
is submerged in stor- 
age tonk, Fuel is 
“pushed” to island 
dispensers through 
underground lines. 


a si 


There i no substitute for TOKHE/M QUALITY / 


| TOKHEIM CORPORATION 
OKHEIM DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
deseteals tecemere On FORT WAYNE SINCE 1901 INDIANA 
GASOLINE PUMPS 





Subsidiories: Tokheim N. V., Leiden, Hollond—GenPro, inc., Shelbyville, Indiana 
foctory Branch: 1309 Howard Street, Sen Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge St., Toronto, Ontarie 





Modern storage facilities, 
strategically located, permit 
volume pick-ups... flexibility 
in operations, bigger profits. 


Convenient Sun Warehouses and Terminals 


allow quick deliveries...reduced inventories 


For you who blend and compound, 
Sun’s conveniently located terminals make 
it easy to get quick deliveries of blending 
stocks and grease bases from one reliable 
source of supply. This means you can main- 
tain minimum inventories and increase the 
flexibility of your operations. 

For marketers who do not blend, each 
terminal and warehouse has blending facili- 
ties to provide fast shipments of finished 


lubricants. A complete line of finished proa- 
ucts includes motor oils for each API Service 
Classification—SAE 5W-20 through SAE 50 

and all types of greases for every kind of 
automotive application. 


To obtain complete price and delivery in- 
formation, together with product and blend- 
ing data, call your Sun representative or 
Wholesale Manager at any of the offices 
listed below or any Sun District Office. 





BostTon......HU bbard 2-7765 DALLAS PRospect 1611 NEW YorK CITY. LE xington 2-9200 


.. WOodward 1-7240 PHILADELPHIA 
EX brook 8-5715 


WI lIlbank 2131 


CHICAGO. . HA rrison 7-2562 DETROIT .... KI ngsley 6-1600 


CINCINNATI.....GArfield 3930 JACKSONVILLE . PITTSBURGH. GRant 1-1645 


CLEVELAND ....VU lcan 3-6100 MONTREAI TORONTO ..GLadstone 3581 





GENERAL WHOLESALE DEPARTMENT 


SUN OIL COMPANY, PHILADELPHIA 3, PA. 


IN CANADA: SUN OIL COMPANY, LTD., TORONTO AND MONTREAL 





